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’y to 2-Inch Electric Pipe and Bolt Machines 


Immediate Delivery From Factory Stock! 


HIGH-SPEED heavy-duty deluxe pipe and bolt 
machine. complete in’ every detail and admitted 


leader in its field. Will cut. thread and ream ', to 
2-inch pipe and, with drive shaft and geared tools, will cut 
and thread 2! to 12-inch pipe. Thread bolts 14 to 2-ineh; 
cut off bolts (wheel cutter) up to %g-inch. New high speed 
model outperforms all competition. Right-handed—like a lathe. 
More than 50% greater open working space. All controls in 
front. Wheel or knife cutoff. Standard geared chuck with 
automatic safety wrench ejector. Safety shear pin. Ring-type 
opening adjustable dieheads—no hinge. Die segments adjust 
simultaneously as a unit. Gears fully enclosed and run in oil. 
Choice 110 or 220 volt universal reversible motor. Automatic 
gear-driven oil pump. Easily portable when mounted on stand 
with 17-inch wheels. Weight approximately 415 Ibs. 


$309.50 up 


Beaver Model-B 


Ye to 2-inch Pipe and Bolt Machine 









... highly efficient 
. . - low-priced 
- portable 


Beaver Model-C 


Portable Power Units 


ONVERT your present hand tools into electric tools 
to cut, thread and ream !, to 2-inch pipe. With drive 


shaft and geared tools 244 to 8-inch pipe may be cut 











and threaded. Bolts up to 1',-ineh size. Has ample power 
to allow for dull dies and low line voltage. Choice of 110 or 
220 volt universal reversible motor. Gears fully enclosed and 
run in oil. Now equipped with automatic chuck wrench 
ejector and = safety latch to protect’) machine and workman. 
Equipped with legs. vise and bender, the Beaver Model-C 
becomes a complete portable electric pipe shop. Model C-1, 
shown at the left. is furnished without vise; Model C-2, shown 
at the right, is supplied with vise. Set of Legs and Fittings. 
$5.50. Bender, $1.50. 


$125.00 up 


Beaver Model-A 


Yg to 2-inch Pipe and Bolt Machine 

















EAVER Model-B is a highly efficient low-priced portable 
B utility machine embodying many advanced features here- 

tofore available only on higher priced machines. Com- 
plete range '% to 8-inch pipe: '4 to 1'4-inch bolts. Rack-and- 
pinion feed; 60% more power; one-piece cast steel-iron base and 
cap -no flimsy sheet metal housing; sockets for pipe legs to 
form inexpensive but sturdy stand: all-steel geared universal 
'. to 2-ineh chuck—with safety automatic chuck wrench ejector: 
hinged full-range reamer; sliding wheel or knife cutoff; ring- 
type opening adjustable dieheads no hinge. Automatic gear- 
driven oil pump or one-gallon oil reservoir optional. Gear 


fully enclosed and run in oil. Adequate motor ventilation. 


Choice of 110 or 220 volt universal reversible motor. Easily 
portable when mounted on stand with 17-inch wheels. Weight 
approximately 280 Ibs. 


$217.50 up 
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THE SUPPLY MONTH 


LAST TIME we were in Washington 
it was encouraging to see how many 
men in the defense organization are hep 
to the peculiarities of that strange bird. 
the industrial distributor. Encouraging. 
we say, because since September, 1939. 
we have worn away considerable shoe 
leather on the capital’s pavements 
preaching the doctrine of the distribu- 
tor’s function, the service he renders. 
his intimate relationship to industry. 
Maybe a little bird told us that the 
time would come when industry itself 
would be called to the colors and people 
at the top would need to know that 
distributors are the fellows who keep 


the wheels whirring fast—and smoothly. 


who know Mason Brit- 
ton, of the Defense Commission, realize 
that nobody is better equipped than he 
to tell why it’s really the longest way 
‘round when you try to “buy it direct”. 
All in all, distributors are right up in 
the front of defense planning. They’re 


not being lost in the shuffle. 


the Mid-December Di- 
rectory? A lot of you have written to 
say so, which helps compensate for the 
days and nights of high-tension toil. 
By now the Directory editors are begin- 
ning to talk to each other again. and 
getting their eyesight back to normal 
after reading proof on all those tables 
up in front. First person to find a 
mistake in that section is asked to please 


keep it to himself. 


many and warm 
good wishes at Christmas time. We 
toast your good fortune for the 
New Year. . .. It starts with all our 
charts at record peaks and our wish 
is that each month we will have to 


tear ‘em apart to add more height. 
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Here's Your 


IL 








TO 
HELP 
You 


SELL FILES 


MORE EFFICIENTLY 
Send For Here it is—the new Cleveland Ca‘alog. and you'll find it a real sales 


help. It tells your customers how to select their files most efficiently. 





It describes and illustrates the new type and cut markings pioneered 


Your opy by Cleveland—the marks that iake the guess and error out of file 


selections. It tells too, about the Cleveland “Special Purpose Files’ 


that increase efficiency and cut costs on so many specialized filing jobs. 





This new Cleveland File Book is more than a mere catalog. It 


The Cleveland 
File Company 


contains full descriptions of all file types, their uses and applications. 
It's a whole encycloped'a on files. No matter what brands you handie, 
youll find a lot of mighty useful information packed in this new 
Gentlemen: Cleveland Bo-k. 
Please send my copy of your 


new Cleveland File Catalog. 


The-e’s a FREE copy waiting for you. Send for it now. 





Name : 
Company 
Title 
ave Mey THE CLEVELAND FILE CO. 
3400 HAMILTON AVE. bd CLEVELAND OHIO 
QUALITY FILES SINCE 1899 
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LINK-BE, 















A COMPLETE HANDBOOK ON MOUNTED AND 
UNMOUNTED BALL AND ROLLER BEARINGS 


Here are the “Champs” on parade. Get acquainted with the 
Link-Belt Friction Fighter line of Ball and Roller Bearings by send- 
ing for this highly interesting and instructive book today. Its got the 
“dope” and it’s straight—you can pick the winner easy when you see 
the wealth of data that has been uncovered. Swing your pen and 
you will have it pronto—ask for Book No. MS-1775—write today! 


LINK-BELT COMPANY 


Dodga Plant, 519 N. Holmes Ave., Indianapolis, Indiana 
San Francisco Toronto 
Branch offices, warehouses and distributors in principal cities 8394 
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Don't let the low prices of Delta 





tools fool you. These rugged 
accurate tools have a place in 
your plant right now They can 
help you in scores of ways fc 
solve ditficult production prob- 
lems that confront you They 
have done it—are doing it—for 


ome of the shrewdest manu- 


Send 
for Complete 
CATALOG 
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BO Reduce Your Costs Increase 
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wanes now YoU CAN AVOID OO, 
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NIST 1-4 page insert FACTORY MANAGEMENT 12 page insert 
Reaching manufacturers, plont operating men, 
production mgts-, superintend- Circulation - Oo 


factory MOS 
ents, company officials, etc. 


AMER. MACHI 


Reaching manufacturers, proprietors ond mgts., 
works mgrs- superin. master mechanics, fore- , . 
men, engineering executives, engineers, etc. Circulation 

TOOL 1-2 page insert 


MACHINERY 1-4 page insert 

Reaching manufacturers, proprietors andmgrs-, Reaching works monage!s: pla 
mfg. executives, engineering executives, tool Circulation superintendents, tool room © 
and machine designers, et¢- foremen, etc. 


nt and general 
ngineers ond Circulation 


1—2 page insert 


1-4 page insert . 
Reaching executives, owners, dept. heads, tool 
Circulation 


and die makers, designers, engineers, etc. 


HITCHCOCKS 


anufacturers, administrative exec- 


Reaching ™ 
hanical executives, machine and , 
Circulation 


utives, mec 
tool equipmen: mgrs-, etc. 
ACHINE SHOP 1-4 page insert WESTERN MACHINERY 
Reaching product mfg. firms, machinery Oper 
Circulation 


ating firms, welding shops, etc. 


MODERN M 


Reaching manufacturer 
executives, mechanical execut' 


ing officials, ete 
AERO DIGEST 1-4 page insert CANADIAN MACH. 
Reaching general mors. shop superintendents, 
Circulation 


Reaching manufecturers, executives, depart- 
ment heads, designers: engineer's, consultants, Circulation purchasing agents, etc: 


etc. 

AND FACTORY 1-4 page insert PACIFI 
Reaching owners, pres 
sales Mgrs, etc., plant 

ents, engineers, etc. 


s and administrative 
ives, purchas- P 
Circulation 


1-2 page insert 
idents, general mgrs., -- 
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virculation 
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Reaching factory, 
intendents, company 
mgis-, mechanical, electrica 
superintendent’, etc. 


and production mgrs., SUPEF 


officials, owners and d ; 
land maintenance Circulation 
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Some of the orders you are getting now are for taps, dies, gages, twist drills, 
reamers—or other tools which "G.T.D. Greenfield’ manufactures. 

Our stocks are complete and are conveniently located with factory stocks in 
Greenfield and Detroit and warehouses in New York, Chicago, Detroit, San 
Francisco and Los Angeles. 

Our policy continues to be, as always—business through Mill Supply Distribu- 
tors. We will help you in any way possible. 


GREENFIELD TAP & DIE CORPORATION, Greenfield, Mass. 


Detroit Plant: 2102 W t Fort St. Warehouses in New York, (‘hicago, Los Angeles and 
San Francisco. In Canada: Greenfield Tap & Die Corp. of ¢ mada d., Galt, Ont 


REENFIELD 


TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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HOW ONE BELT 


sow Levcnly Six! 


ERE’S a typical story of the way Goodyear 
quality gets and holds business for distrib- 














utors. Ten years ago a large southern marble- 








finishing firm was having excessive belt trouble 
on its gang saw drives. Stretch was the trouble, 





due to heavy overloads, necessitating frequent 
15-hour shutdowns to shorten and resplice 
the belts. 


Hearing of the trouble, The Battey Machinery 
Company of Rome, Georgia, Goodyear dis- 
tributors, persuaded the company to install a 
Goodyear COMPASS “40” truly endless belt on 
one drive as a test. Today, after 10 years of 
service, this “test” belt is still on the job—with- 
out ever having had a single time out for repair. 


So pleased is the company with COMPASS per- 
formance, it has now equipped all its 25 gang 
saws and two main line-shaft drives with Good- 
year COMPASS belts, as well as buying Goodyear 
air hose for use in its quarries. Repeat business, 
based on superior performance like this, makes 
bigger profits for Goodyear distributors. Why 
not see if your territory is open? Write: Good- 
year, Akron, Ohio, or Los Angeles, California. 


THE GREATEST NAME IN RUBBER 


Compars—T.M. The Goodyear Tire & Rabber Company 


@)-Specified 
GOODYEAR Compass « 


40” 
31'3” BELT 


long x 10” wide 
truly endless 


f 
Or MARBLE GANG saw DRIVE 





LINE SHAFT | 
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‘Sheve’s move to 
POWELL QUALITY / 
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ONLY THE FLAWLESS VALVES GET BY THESE SKILLED CRAFTSMEN 


The illustration here shows a section of the testing 
room for the smaller Powell Valves ... these men 
have but a single job, a single thought—to see that 
no Powell Valve is going to have the slightest 
chance of a leak through packing chamber, bonnet 
or seat when put in service .. . so scientifically 
analyzed by our own Metallurgists that the material 
in every Powell Valve is free from all imperfec- 
tions—so carefully machined that every thread, 
every joint, every face has the precision to admit 
the inter-change of any and every valve part with 
that of any other Powell Valve of same size and 
type—yet all the design, engineering, and pre- 
cision machining put into a Powell Valve would 
go for naught if that valve would not stay leak- 
proof in service ... these men in the testing room 


know that—and that’s why only flawless valves 
leave this department of the big Powell plant, ready 
for a long life of useful service on the lines in many 
plants. 


The valve, and the message above are appearing 
in leading trade journals this month .. . telling your 
customers and prospects about the flawless perfec- 
tion that must be built into every Powell Valve. 
Remember... (when your prospect becomes a cus- 
tomer), there’s a Powell Valve in all sizes, for all 
pressures and temperatures—including a complete 
line for all services of processing . . . consult Powell 
on prices and deliveries, or write us for catalogs 
and more details. 


MILL SUPPLIES © JANUARY, 1941 










rehire 
BUYER’S EYE! 


-- ££ 


YOU NEED MORE THAN A 
PHOTOGRAPH OF THE 
FINISHED PRODUCT TO 


hee POWELL 
smu gouermors: MAVEN VA 4 


THE WM. POWELL COMPANY 
CINCINNATI, OHIO 
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Grom DROPS OF RAIN 
ts ac SPEEDING TRAIN... 


Air pressure, skillfully harnessed, is always To recognize the particular requirements of 
the ally of Safety. In your windshield wiper, every job is the first step in building a line 
it restores visibility to rain-covered glass. In 
railway air brakes, it checks the pace of 
tons of speeding steel. But in each case it's 
the harnessing that counts. All depends on 





of hose that will efficiently fulfill every 
operating requirement. ..and that’s where 
Thermoid excels. 


the air hose. No matter what the purpose may be, 
The tubing for your windshield wiper must whenever you need an indus- = 

be light, strong, and durable. The railroad’s trial rubber product — Hose, ar 

air brake hose must be rugged, husky, and Belting, Packings, Brake ste 
long-lived—for dependable control of terrific Linings—turn to Thermoid for 





operating pressures. best results. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


Standard types of hose 
made by Thermoid 
Air H 


Water Hos 
Steam Hose 
Tank Truck Hose 
Gasoline Hose 


Suctron H 


PACKINGS BRAKE LININGS 
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Here’s Key to Sensational 
Cutting Rates of 
Curled Chip Saws 
Conventional tooth removes metal 
bya” pushing’ action —telescopes 
chips into the gullet in fine pieces 
— wastes power. 





Old Type Tooth 


Observe efficient cutting action of 
Atkins Curled Chip tooth. Chips 
roll up in the gullet —“‘explode”’ 
like released clocksprings from 
the end of the cut. No choking 
of gullet — Instead, ao fast crisp 
cutting action permitting higher 
speeds, heavier rates of feed 
and longer tool life. 


ATKINS 












CNA NBR 


Atkins Curled Chip Tooth 














UMI 


ie Atkins Curled Chip S$ 


ode possible by 


%*& Faster metal cul t 
| step up operating 









rates and open production 6 

“the essence of Curled Chip Saws is SPEED—getting 
; ore metal cut in less time ... Speed made pos- 

By a new tooth-and-gullet design that removes 


"metal in quickly released coiled shavings instead 


of broken filings ... Speed that permits the 
operation of modern production cutting machines 
at maximum rates. 

Jobbers are making this their sales opportunity... 
The sensational Atkins Metal Cutting System is 
symbolized by the “Curled Chip” and including all 
types of saws for cutting metal—Circular Milling 
Saws, Segmental Cold Saws and Powersaw Blades. 


E. C. ATKINS AND COMPANY 


455 S. Illinois Street Indianapolis, Indiana 


Curled Chip System 


of Metal Cutting 
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“The Originator and Only Maker’ 


OF RENEWABLE DISC VALVES AND DISCS 


THAT’S WHY 


( @/ > +N ; 
ttt? \O6-A 


GIVES DROP-TIGHT SERVICE—LOW MAINTENANCE 


Disc-making is as much an art as valve-making. In a renew- 
able disc valve, the two become inseparable, for the eco- 
nomical performance of the valve is dependent on the 
composition of the disc. 





That is why Jenkins make their own discs—and compound 
a specific disc for each service. These Jenkins Discs have 
been the standard of industry ever since Nathaniel Jenkins 
developed the original composition disc valve 75 years ago. 
With good reason too, for there is no easier, less expensive 
way to get drop-tight valve performance than to simply 
renew the disc. 


Now see below how Jenkins 106A “Family” permit you to 
standardize stock-carrying and maintenance work on 90% 
of industrial piping. Your Distributor will be glad to show 
you these valves, or send our Bulletin No. 189. 


JENKINS BROS., 80 White Street, New York, N. Y.; Bridgeport, Conn.; Atlanta, 
Ga.; Boston, Mass.; Philadelphia, Pa. ; Chicago, Ill.; Houston, Texas. Jenkins Bros., 
Ltd., Montreal; London, England. 


A MINUTE OR TWO AND YOU'RE THROUGE 
106-A cane , = as 


VALVE COMBINATIONS 
through 


INTERCHANGEABLE PARTS 
for 907, of your needs 
























Keep extra disc holders on hand, 
loaded with Jenkins Discs. Then 
you make replacements in mini- 
mum time because disc holders 
are reloaded in spare time. 


Apply a wrench to the husky one- 
piece bonnet and unscrew. By 
raising the spindle a turn or two 
you will prevent the disc holder 
from falling off the spindle. 


Turn spindle all the way down 
and disc holder will slip off. Slip 
on holder containing the new disc 
—return trimming to the body, for 
“"good as new” service. 

















GLOBE OR ANGLE BODY 





with OUTSIDE SCREW for THROTTLING SERVICE for QUICK OPENING for LIFT CHECKS for STOP AND CHECK DISCS MADE BY JE 












Screwed oF AND YOKE (eens, 
Flanged , a - _ 
am | CD Gandy Gand) 
Capa Te if | 
oun ‘ Hf A A = 

«< + oe | a r} 

= ¢ tend : ji 

: ol s For close control, —" Globe and Angle 


a 
=~ 


= Standard 
106-A trim- 
ming is 
exactly the same 
for Globe or Angle 
body, screwed or 
flanged. 


All four body styles 
can be fitted with 
one O.S.&Y. trim. 
Thus, if service 
conditions necessi- 
tate, the valve can 
be quickly convert- 
ed merely bychang- 


simply remove the 
nut which holds the 
disc, in the disc 
holder and replace 
with this throttling 
nut Fig. 344. 

For use on Fig. 
106-A to 109-A in- 
clusive. Also 106- 









For quicker open- 
ing and closing, 
substicuce this bon- 
net and spindle 
from Fig. 942, in 
which threads are 
pitched more 


bodies can be fitted 
with one trimming. 
Trim consists of 
Cap, Disc Holder 
and Disc Holder 
Nut from Fig. 
117-A. For Spring- 
loaded services... 
simply add Spring 





For Stop and Check 
service, use 106-A 
trim but substitute 
Spindle from Fig. 
630-A and replace 
disc nut with the 
check valve disc 
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Problem Baby Spanked 


We can believe Oscar Iber when he says (as he did 
in a recent letter) “For two days following the annual 
Central States meeting on Nov. 18 my office was never 
free of manufacturers and distributors making inquiry 
about the small order loss problem. Seldom have I seen 
such interest.” 

Oscar's reference is to the now memorable Chicago 
meeting in which what he calls the industry’s “No. 1 
Problem Baby” was resoundingly spanked. Readers 
who missed that meeting and the thorough discussion 
of a subject that has sorely vexed them will understand 
why there is so much excitement over it when they study 
the Iber-Northup-Swisher small orders report beginning 
on Page 17. MILL SuppLis is grateful for the privilege 
of bringing this report to the attention of the entire 
industry, for we believe that these facts provide just 
enough fuel to set the long-simmering pot to boiling. 

We know now the degree of the temperature we have 
been running. We know that the malady reaches out on 
both sides of the distributor—to the manufacturer and 
to the customer. Further, three capable men with a 
confidence-inspiring bedside manner have now pre- 
scribed remedies that are not at all too difficult to take. 
Action should follow rapidly, and quite likely it will if 
distributors are sufficiently aware of the urgency of the 
case. 

Despite belching smokestacks and jingling cash reg- 
isters, supply men are rightly haunted by a fear of strin- 
gent times ahead. Should the business bubble burst 
tomorrow the distributor’s margin of profit on the busi- 
ness he does (2.45 per cent of 1939 sales, according to 
the National Assn.) is far, far too slim to see him 
through. Only by cutting away the inefficiencies which 
add to his operating cost can he hope to add substan- 
tially to that profit margin. (By now, most distributors 
have, themselves, stopped clamoring indiscriminately 
for “more margin” from the manufacturer. ) 


The small order has been branded the Industry’s 
No. 1 inefficiency and it is probably exactly that. The 
road toward its solution has been plainly marked out. 







Granting that the rendering of adequate local service 
requires the handling of a certain number of small 
orders, it is still likely that the majority of small orders 
are unnecessary and might well be grouped without the 
slightest inconvenience to the purchaser, In fact, if pur- 
chasers were to be shown convincingly that their cost of 
handling orders parallels, in general, the distributor's 
cost, it would be no task at all to win their cooperation 
toward the relief of a problem that is mutually theirs 
and ours. 

The job of carrying this message to industrial 
customers belongs solely to the distributor. And duty 
demands that he pursue this task with vigor, for his 
manufacturer friends are voluntarily beginning to come 
to his aid with another form of relief—the variable dis- 
count. If manufacturers accomplish even a part of their 
suggested program for reducing losses through extend- 
ing the markup on small quantities, they will have done 
their share—and more—toward rescuing the distributor 
from his morass. 

Finally, distributors have an opportunity to show 
their honest concern for the problem by practicing what 
they preach. If they really believe that placing a small 
order is as costly as handling one, they will adopt a 
more constructive policy of ordering staples from their 
own supply sources. Not only would this set a good 
example for industrial purchasers, but it would be a 
proper means of repaying manufacturers for the help 
they so generously offer. 


With so many methods available for combating the 
small order problem, the wonder is that it has been 
allowed to exist and wreak its havoc for so long. But 
now we know what we know. We believe distributors 
have the intelligence, the vision and the driving force 
necessary to do what they must for their own improve- 
ment. 

The assault should begin without delay. No one 
knows how much time is left for putting the house in 
order. But as Mr. Roosevelt has said, “Tomorrow will 
be later than today.” 
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ber items sufficiently complete 
to permit effectively supplying 
the requirements of the trade 
solicited. 


@ A quality of 
product uniformly good and 
capable of delivering service 
results that should reasonably 
be expected, 


@ A price basis 
inducing and making possible 
aggressive competition with 
reasonable profit return. 


@ Freedom from 
competition from his source 
of supply, either direct or in- 
direct, among the trade cover- 
ed by his day to day solicita- 
tions, 


@ Selling helps of 
reasonable amounts so that his 
sales force may be given the 
advantage of specialized train- 
ing and a knowledge of the 
produet sold. 
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LEADERSHIP IN POLICY 
PRODUCT i PERFORMANCE 


PACKING 


“STEPPING 


ON iT” 


bhe Midget-auto race driver... or 


any racing car driver, for that matter 

.is a sharp example of what it means 
to know how to step on it. Its a knack 
he has to have, or else. 

Knowing how to step on it is also 
an important factor in the highly com- 
petitive field of industrial supply . . . 
a condition to which Republic's 5-Point 
Policy lends the full force of its value. 
The complete cooperation which the 
Policy fosters between Republic and 
its Distributor Organization is a work- 
ing asset in sales promotional efforts. 
It is a major reason for the leading 
position of Republic Distributors in 
supplying the mechanical rubber de- 
mands of their respective territories. 
REPUBLIC RUBBER DIVISION OF 
LEE RUBBER AND TIRE CORP., 
YOUNGSTOWN, OHIO. 
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MOLDED PRODUCTS 
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TALK OF THE TRADE 


HOLIDAY HURRICANE: We suppose it is a good thing that Christ- 
mas came again this year .. . and just as good a thing the season's 
gone... It meant extra money for department stores, telegraph com- 
panies and turkish bath parlors . . . Meanwhile, salesmen stopped 
bombarding their customers and Hitler temporarily let up on England 
... Through it all, one fellow kept his head ... We refer to Ray Neal 
(R. C. Neal Co., Buffalo) whose welcome Christmas card was a little 
booklet for the convenience of efficient persons who might want to jot 
down the sources of other cards received, thus providing a neat mail- 
ing list for Christmas, 1941. 


PLUMBER’S ANTIQUE: In Rockford, IL, Harry Van Denberg 
(Van Denberg Supply) is kicking his heels gleefully over the recent 
acquisition of an antique bath tub . . . It looks like the hope chest of 
an extra optimistic debutante, has a full length mirror and unfolds 
like a Murphy bed .. . There’s a little boiler hooked up to gas heater. 
which would eliminate the intruding janitor so familiar to “Esquire” 
cartoons. 


TO THE LOVELORN: If you've been building up nerve to address 
a letter to that blonde named Claire who decorates the pages of 
“Link-Belt’ News”, consider first that she’s already had proposals 
from such places as Hong Kong and Shanghai, not to mention all 
sections of the U.S.A... . Our scout reports Claire to be a model 
living in California and even if you doubled your stock of Link-Belt 


products, you still couldn't pry loose the address from their officials. 


CHRISTMAS STEP-CHILD: Tears are in order for Walter Padien 
(Manning, Maxwell & Moore) whose birthday on Dec. 23 went so 
unnoticed in the Yule rush he almost had to buy his own flowers . . . 
And the box of cigars he had on hand for any visiting salesmen who 
might think to extend congratulations went unopened. 


PEORIA SPORTS: Wild game doesn’t stand a chance around 
Couch & Heyle, Peoria, Ill... . John Hartz is an accomplished 
nimrod and each Fall, with Mrs. Hartz, visits the Port Arthur 
(Texas) Hunt Club where, with the present bag limit (10 ducks, 3 
geese) he averages about 15 minutes shooting per day . . . Then 
there is Chester Broyhill who regained in 1940 the grand cham- 
pionship (and silver trophy) of the Peoria Fly and Bait Casting Club, 
first won by him in 1937. 


CHICAGO ITEMS: Cook County Grand Jury duty smacked Hib- 
bard, Spencer, Bartlett & Co. twice in 1940... Fred Threadgold, 
gen'l mgr., got the call in August and Paul Hartshorn, mer. of 
mill supplies, served in December . . . Osear Iber (0. [ber Co.). is 
sporting a 21 jeweled Hamilton, presented by directors of Chicago 


Rotary for yeoman duty as a committee chairman 


A TRIPLE: When Cupid took aim at the J. M. Tull Metals & Supply 


(Atlanta) three of the boys went down in order . . . They are: John 
Nation, metal sales; George Smith, cashier, and John Daniel, 
shop dept. J. I, W. 
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Claire's a blind date, boys 
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Orphaned by the Yuletide 
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Three up, three down in Atlanta 
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THE NATIONAL SITUATION is brought 
home to all of us in a personal way 
with this announcement that Lieuten- 
ant Colonel James A. Channon 
“Jimmie” to his industry—has been 
eranted a year’s leave of absence from 
his position as Assistant Publisher 
and Editor of Mut SUPPLIEs to serve 
with the 187th Field Artillery in the 
New York National Guard. 

While Jim’s absence will be keenly 
felt by his associates and his hun- 
dreds of warm business friends, all 
who know his high respect for 
duty will thoroughly understand the 
promptness with which he has an- 
swered his country’s call. With a huge 
army to be organized and trained 
quickly, officers with Jim Channon’s 
background are invaluable to the Na- 
tional Defense. A graduate of West 
Point (1925) he was sixth ranking 
captain in his class of 248. He served 
with the Third Field Artillery for one 
year after graduation and later was 
transferred to Schofield Barracks. 
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Good Luck, Jim! 


Hawaii. where he served three years 
with the Thirteenth Field Artillery. 
His recall into the service provides 
an appropriate occasion for observ- 
ing that since Jim began his business 
life in 1929 he has become an increas- 
ingly important factor in the indus- 
trial supply trade. From the day he 
joined Mitt Suppiies in 1930, he has 


imparted to these pages a flair that 





Many distributor and manufac- 
turer friends of Jim Channon 
learned for the first time of his 
decision to reenter the service 
when they attended the Philadel- 
phia zone meeting on November 
15. There, at the meeting, they 
quietly got together to provide 
him with a serviceable portable 
radio which was presented at a 
luncheon given by his associates 
on December 19. Jim takes this 
opportunity toe say a sincere 
“Thanks” to every body who took 
part in the plot. 
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reflected his buoyant personality. and 
an understanding of the field that 
came as the natural heritage of one 
who represents the third generation 
of his family in industrial distribu- 
tion. It is certain that every reader 
of MiLt Suppiies, and perhaps every 
individual in the supply business, has 
gained in some measure by Jim’s 
steady advocacy of sound operating 
methods and aggressive merchandis- 
ing practices. 

“Jimmie” and his congenial spirit 
belonged at industry gatherings and 
conventions. Everywhere he will be 
missed, but nowhere more than within 
his own organization. Recently he 
has good-humoredly endured being 
kidded about “joining the ski troops,” 
but he can take up quarters at Fort 
Ethan Allen, Vermont, cheered by 
the assurance that his work and his 
presence have been thoroughly appre- 
ciated. The heartiest good wishes of 
everyone in his industry are with him. 

Good luck, Jim! 
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Small Order Losses 








SUMMARY OF ORDERS BY SIZE 
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Rhae Swisher explains charts to Oscar Iber. 





HERE is the Chicago presentation which has and put forth suggestions for controlling 
had the whole trade talking ever since it was this notorious profit eater, to the advan- 
made in November. In a three-point assault tage of distributor, manufacturer and cus- 
on the “industry’s No. 1 problem”, Distribu- tomer. 

tor Oscar Iber, Manufacturer Dan Northup Undoubtedly these men have given “small 
and C. P. A. Rhae Swisher produced facts orders” a push that will keep the subject at 
long suspected but never before accurately the forefront of industry thinking until some 
known. Starting with figures on orders for helpful action is achieved. With the basic 
September, 1940, contributed by members of figures established, many others will be stim- 
the Central States Mill Supply Association, ulated to set forth their ideas. It is recom- 
these three arrived at an estimate of handling mended that this report be studied thoroughly 
costs, a break-even point for the distributor, —especially the chart (next page) and its 
a table of losses on orders of various amounts explanation. —Editor 


1. REPORT by RHAE SWISHER, C.P.A. 





WE HAVE MADE a statistical compila- 
tion of the fourteen replies to the NuMBER ESTIMATED 


Ps ‘PAT 7 . 7 ” - Jer ,RAIT 1‘. 
. : . . OF ERCENTAGE Sates MULTIPLIER PERCENTAGE 
questionnaire (sent by Central States ’ I 





Mill Supply Association to its mem- —— oe — ee vs ~ Lines 
bers). Names of companies replying Under spon : igen , ody " = _ ace 18% 

; $5.01 to $14.99..... 11,655 28 .52 116,550 10.00 16.47 
were detached after having been num- $15 to $50... 7155 17.51 286 200 40.00 10.45 
bered. Of the fourteen replies, eleven Qyer $50......... 2,552 6.24 207 , 225 81.20 29 30 
lend themselves to accumulation, a 10, 866 100 .00°% $707,495 100.00% 


statistically. The results of our com- Pavey ee $17.31 


pilation are: 
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That the foregoing summary, with 


respect to orders under $5, represents 
a general condition within your in- 
dustry is best evidenced by the fact, 
which we observed, that no contrib- 
uting company reported less than 40 
per cent of its total orders in the 
“under $5” bracket. 


Interpretation 


To attempt an interpretation of 
these statistics with respect to the 
profitableness of small orders involves 
a consideration of the following two 
elements: 


l. Known information as to indus- 
try sales and costs; and 


2. Unknown results of operations, 
industry-wise. 


The known information consists of 
three factors: (1) Analysis of size of 
orders, contained in this report. (2) 
Monthly statistics of sales and num- 
ber of orders in comparative form 
with the preceding year, contained in 
Mitt Suppuies. (3) The “Statement 
of Selling Expenses” prepared by the 
National Supply and Machinery Dis- 
tributors’ Association. 


We have made use of generalized 
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ROFIT AND EXPENSE DOLLARS 
bh oO o@ 


ao 
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statistics along with the statistics con- 
tained here. We have thus prepared 
the accompanying chart, indicating 
the break-even point of orders at 
$15.42, based on the following in- 
formation: 

According to the “Statement of Sell- 
ing Expenses — 1939”, using Mid- 
west companies, the costs of goods 
sold amounted to 78.19 per cent of 
sales; therefore the gross profit mar- 
gin was 21.81 per cent of sales. The 
total of expense percentages for Mid- 


per cent of sales (notwithstanding a 
general expense average of 20.30 per 
cent) which we have arbitrarily 
classified into fixed and variable ex- 
penses: 

According to the statistics of the 
questionnaire, the average selling 
price per order in your association 
for September, 1940, amounted to 
$17.31. The fixed expense per order, 
then, or 8.19 per cent of $17.31, 
amounts to $1.42. 


The margin of profit, then, over 








west companies amounted to 20.79 the variable expenses, will be 
ITEM FIXED VARIABLE 

Management... 3.55% 

Office salaries........... 1.00 1.53% 

General Office............. 56 56 

Heat, light, water, power... . 21 

Repairs and depreciation. . . bddxwd indice Mie’ .28 

Rent and other real estate charges. . . 1.13 

Insurance and taxes 1.66 

Legal and collection 16 

Donations and charity. . 07 

Boxing, packing, trucking, drayage 1.01 

Storage and warehouse salaries... . 2.S2 

Selling........ 5.67 

Bad debt losses 38 

Interest... .26 

Miscellaneous. . . . 14 
Torats 8.19% 12.60% 


TOGETHER. . . 


20.79% 





WHERE LOSS STOP 
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represented by deducting the percent- 
age of variable expenses, 12.60 per 
cent of sales, from the gross profit 
percentage, 21.81 per cent. The re- 
mainder, thus, is 9.21 per cent of 
sales. 

The volume of the individual order 
required to break even is determined 
by dividing the percentage of profit 
margin (9.21 per cent) into the fixed 
cost per order ($1.42). The result 
is $15.42. (On the chart, see the 
point at which the rising line inter- 
This is 


sects the horizontal line. 





known as the “break-even point”.) 

Thus, on orders less than $15.42, 
where the same over-all profit, cost 
and expense averages prevail as used 
in this calculation, the company oper- 
ates at a loss—and likewise, on orders 
under the same conditions over 
$15.42, the company earns a profit. 
(Read the figures on lower margin of 
chart.) 

This is not necessarily the proper 
break-even point for your industry or 
for your own company. This can be 
determined only after proper informa- 





tion has been gathered and has been 
determined to be reliable and con- 
sistent. Based on the foregoing in- 
formation which, as an industry mat- 
ter, is probably somewhat dependable 
as a general guide, we realize that all 
orders under $15.42 should be con- 
sidered as loss orders. 

According to the statistics supplied 
by your members, 76.25 per cent of 
all orders are under $15, accounting 
for approximately 30.25 per cent of 
your sales volume. 


(Continued on next page) 


Almost Half of the Orders Total Only 13.78% of the Sales Volume (Estimated) 
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Chart is based on (1) analysis of orders reported 
by 11 houses for September, 1940; (2) size of 
average order, $17.31, determined by MILL Suppiies 
“Sales Indicator” and (3) “Statement of Selling 


Expenses”, 


prepared by National Association. In 


(3) cost of goods sold amounted to 78.19%, hence - 


gross profit margin was 21.81%. 


houses, 


where this survey was made, 


(For Midwestern 
total of 


expense percentages was 20.79% of sales.) Expenses 
were classified as fixed or variable, with fixed 


amounting to 8.19% 


and variable 12.60%. Fixed 


expense of average order (8.19% of $17.31) was 
$1.42. Margin of profit is represented by deducting 
percentage of variable expenses (12.60% of sales) 


from gross profit percentage 
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break-even point 


21.81%. Remainder 


is 9:21% of sales (see rising line from left to right). 
| Volume of individual order required to break even 
aaane is determined by dividing profit margin (9.21%) 
| cost per order 


($1.42). Result gives 
$15.42. 


li. COMMENT by OSCAR IBER 
O. lber Co., Chicago 


THE SMALL ORDER Loss, the “prob- 
lem baby” of the mill supply indus- 
try has been with us for a long time. 
We have sensed its bad effect on our 
business but have never done much 
to identify it or correct its behavior. 
So 


much so that today it is the greatest 


It has been running wild. 


single factor in producing red figures. 

It would seem that the first step 
would be cooperation between manu- 
facturer and distributor. Each manu- 
facturer should re-study his resale 
setups for the purpose of providing 
an adequate profit margin on small 
orders. Each distributor must study 
his purchases from manufacturers be- 
cause they, too, have their small 
order problem. 

If manufacturers were to make a 
study of orders received from dis- 
tributors, and I have a sneaking idea 
that many of them have done so, I 
should not be surprised if their fig- 
ures would be as revealing as ours. 

Proof sufficient is the change which 
abrasive manufacturers have made in 
the last 30 days by increasing dis- 
counts five points on purchases under 
a $20 list. By so doing they have ac- 
knowledged the wisdom of the prin- 
ciple of variable discounts, and this 
is the crux of the entire situation. 

Correction can come easily if we 
will but adopt the measures recom- 
mended by the Distributor Relations 
Committee of the American Supply 
& Machinery Manufacturers’ Associ- 
ation, namely: 

Study the variable discount on 
small orders depending on quantity 
or dollar value where such variable 
discounts now exist. 

Where 


variable discount setup by which suf- 


non-existing, consider a 
ficient margin is provided to cover 
the expense of rendering drug store 
service. 

The principle of variable discounts 
applied to quantity or to dollar value 
purchases is the soundest, most eco- 
nomical system under which we can 
operate because it comes closest to 
making small orders carry their own 
load. 
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Dan W. Northup 


Wuen as Mr. Iber and Mr. Swisher 
have pointed out, we realize that at 
least 40 per cent of all distributor 
orders are for $5 or less, and as a 
result of these small orders, distribu- 
tors in 1939 realized a net profit of 
only 2.54 per cent on their sales, the 
seriousness of this problem to dis- 
is self evident. It should be 
mind that the cost of small 


tributors 
borne in 
orders is a burden to consumers, dis- 
tributors and manufacturers. The in- 


dustrial consumer, in particular, 
pays doubly through his added cost 
of placing many small orders as well 
as the higher prices paid for smaller 
quantities. This added cost, as indi- 
cated by available information, 
shows that the average cost of plac- 
ing purchase orders is $1.27 per 
order. 

The method of improving this situ- 
ation is very simple. The crux of the 
whole problem is one of readjusting 
suggested resale schedules for small 
quantities where the profit per unit of 
sale is too small to cover the distribu- 
tor’s costs. A moderate increase in 
the small quantity bracket will sub- 
stantially increase distributors’ profits 
because so many orders are involved. 

Any an indi- 
vidual, who wishes to adjust his re- 


manufacturer, as 


sale schedules in the small quantity 
brackets and in which the dollar unit 
of sale is small, may do so with per- 
fect safety to himself. This can be 
done by adopting and publishing a 
revised resale schedule making the ef- 
fective date of the new suggested re- 
sale prices 30 days after the date of 
publication. If, within this 30 day 
period, competitive manufacturers do 
not also readjust their resale sched- 
ules, the manufacturer initiating the 
change need only cancel his new re- 
sale schedule before its effective date. 

Under the security of this plan, a 
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ill. MANUFACTURER'S SUGGESTION 


By Dan W. Northup, President, 
Henry G. Thompson & Sons Co. 


manufacturer can materially help dis- 
tributors if his competitors adopt the 
same or similar resale schedules. Any 
manufacturer following such a lead is 
contributing an equal share to the 
distributor’s welfare. All adjustments 
of resale schedules can be made by 
any manufacturer without conflict 
with the Anti-Trust law, 
provided the adjustment is made as 
suggested, without consultation, con- 
tacts or agreements with anyone in 
his industry. 
The next step (for distributors) is 
educational campaign to put 
actual evidence of small order losses 
before the manufacturers. This cam- 


Sherman 


an 


paign can be based upon specific 
recommendations to distributors: 

1. Write personally to the presi- 
dents or sales executives of your prin- 
cipal suppliers, urging that they give 
consideration to the reduction of 

your losses in handling small orders. 

2. Whenever a competing manu- 

facturer makes a favorable adjust- 
ment in small quantity resale sched- 
ules, distributors should call this to 
the attention of their own supplier. 

3. Maintain the manufacturer’s re- 
sale schedules so as to retain the 

profits accorded to you and thus en- 
_courage manufacturers to extend fur- 
ther assistance to you to reduce your 
small order losses. 

4. Analyze your consumer  ac- 
counts according to the number and 
value of each customer’s orders, not 
for the purpose of showing your 
small order losses but for the service 
to your small order buyers of show- 
ing them their loss in placing many 
small orders. 

5. Whenever manufacturers adjust 
their resale schedules and afford a 
long overdue relief to distributors 
from their small 
seems reasonable to assume that dis- 
tributors will help those manufac- 
turers who have cooperated with 
them by carrying larger stocks of 
that manufacturer’s line and in or- 


order losses, it 


dering in larger quantities. 




















Beat That Saturday Slump 


Portiand distributor turns dull Saturdays to 


advantage by playing host to local buyers 


IN A SALES SENSE, the week end is a 
headache to most distributors. Many 
industrial plants are shut down. In 
others the buyers are so busy clean- 
ing up details of the past week or 
scheduling work for the next that they 
won't see salesmen. J. E. Haseltine 
& Co., Portland, Ore., has solved this 
problem by inviting buyers in for 
sociable Saturday morning “At 
Homes”—with all salesmen (both city 
and suburban), and the management, 
playing host. 

Originated several months ago, the 
plan has converted Saturday morning 
into a highly productive time for 
salesmen to make demonstrations, to 
acquaint customers with new lines, 
and to write a substantial volume of 
extra business. 

Invitations to the affair are repeat- 
edly extended to buyers by the sales- 
men, and as the idea got noised 
around, more and more customers be- 
gan to form the habit of dropping in 
to look around, place belated orders, 
and meet friends in the same line of 
work. 

The last point is not to be over- 
looked. Haseltine is out to promote 


YENI 


The Williams line, like others handled by Haseltine, is handy 
fer browsing customers. Stanton Yost has a customer in tow. 


a “clubby” atmosphere, not to simu- 
late a bargain basement. So the cus- 
tomers loaf around and enjoy each 
other. The conversation may run to 
new tools or local industrial prob- 
lems, or it may be solely concerned 
with hunting and fishing. 

From a sales standpoint, the plan 
has one notable advantage. It per- 
mits far more in the way of demon- 
stration than is ever possible in cus- 
tomer-office calls. The equipment is 
right there, no matter how heavy or 
bulky, to be shown and tried. And 
displays are handy in both store and 
window as reminders of the Hasel- 
tine lines. 

Says William A. Haseltine, presi- 
dent: “This idea has changed Satur- 
days from a poor day to a very good 
one. During the four hours we are 
open, we do almost as much business 
as any other day of the week. Now 
that word of it has gotten all around, 
many purchasing agents, shop fore- 
men and mechanics come in to look 
and buy. We are thoroughly sold 
on the plan because it has unques- 
tionably reclaimed Saturday morning 
from the doldrums.” 
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Manufacturers’ men contribute their share 
too. Here Stanley Stone (right) of Delta 
helps salesman J. L. Christensen (left) ex- 
plain the fine points of an electric drill. 





First thing Saturday morning, most of the salesmen are ready, and cus- 
tomers are starting to drop in. Many of them will spend-an hour or two. 
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Dress Up Those Wheels 


Grinding wheels need dressing and truing regularly. To 


post yourself on the types and uses of wheel <ressers, 


and help yourself to the available business, reac - 


A GRINDING WHEEL is actually a 
myriad of tiny cutting tools held to- 
gether by a bonding material. It is 
more or less self-sharpening, depend- 
ing upon how fast the cutting points 
break out or wear away. A com- 
pletely self-sharpening wheel, how- 
ever, not only wears too fast for 
economy, but also is too soft to give 
good finishes or economical produc- 
tion. But again, the wheel suited to 
the job may grow dull (because the 
little cutting points wear round) or 
may load up with metal or other 
foreign material. 

Thus the production grinding 
wheel must be dressed regularly, 
whether or not it seems to need it. 
Furthermore, it must be trued regu- 
larly too, to restore its concentricity 
and parellelism, or to maintain a 
special shape. 

Commonest among wheel dressers 
are the star types, suitable for seg- 
mental surface-grinding wheels and 
for coarse-grit wheels for snagging 
and off-hand grinding. They remove 
metal filling readily, but must be used 
skillfully. Best customers for these 
dressers are foundries, forge shops 
and heavy-metal production shops, 
which have rough-grinding and snag- 
ging wheels for removing fins, flashes, 
burrs, casting gates, and rough spots. 

The corrugated-disk dresser is 
similar to the star dresser, but gives 
a less open wheel structure, hence is 
best for smoothing the faces of rough- 
ing wheels. It and the locked-disk 
type are used on wheels for centerless 
grinding bars, bolts, and the like, and 
for crank and camshaft grinding. 
Here again is a dresser for forge 
shops and fabricating plants. 

For dressing wheels doing fine 
grinding of cast iron, precision sur- 
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A and B—Suitable for segmental surface grinding wheels, and for coarse grit wheels used 
for snagging and off-hand grinding, the Huntington dresser must be used carefully for 
best results. 


C and D—The corrugated-disk dresser is used to smooth the faces of roughing wheels in 
many shops. 


Abrasive wheel dressers, driven by contact 
with wheel, give it a smooth face which will 
not leave dressing marks on work. 


faces and finishes on tappets there is 
the dresser with a solid steel cylin- 
der whose surface is grooved at an 
angle, knurled, or has evenly spaced 
openings. It is interchangeable with 
the diamond for these services, and is 
an automotive-plant, machinery and 
machine-tool plant item. 

Abrasive sticks are commonly used 
for truing and dressing wheels for 
rough cuts, where a diamond dresser 
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4 -Denotes 4 Point Grain Structure 
2 - Denotes 2 Point Grain Structure 
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A—Limited to medium roughing wheels, locked-disk dresser 
will true face of wheel flat and open bond slightly. B—Solid 
steel cylinder whose surface is grooved, can be used in place 
of diamond for dressing wheels used on precision work. 


is to be used to dress for finishing 
grinds. The square abrasive stick is 
designed for hand use, the round for 
magazine mounting and automatic 
truing. They are used in dressing 
wheels for saw-gumming, tool sharp- 
ening, centerless profile grinding and 
for Blanchard surface grinder wheels. 
That gives them wide application in 
tool, instrument and general metal- 
working plants, as well as in saw 
mills and in maintenance shops. 
Toolrooms use the square stick for 
wheels which sharpen reamers, end 
mills, and other cutting tools. The 
round sticks are used in forming 
wheels for profile grinding and for 
dressing and truing thin wheels. 

A modern type of dresser is the 
abrasive-wheel unit—really a form of 
grinding wheel for grinding wheels. 
The wheel is of silicon carbide and is 
mounted in a holder which holds it 
at a slight angle to the grinding 
wheel. Contact with the grinding 
wheel drives the abrasive wheel, 
which produces a_ clean-cutting 
smooth face that does not leave 
dressing marks on the work. This 
permits these wheels to be used in- 
stead of diamonds for truing center- 
less-grinder wheels, particularly be- 
cause they can be operated by rela- 
tively unskilled men. They are sup- 
ported on the machine itself, hence 
do an accurate job, and are com- 
monly used dry, hence can _ be 
watched closely by the operator while 
they are in use. If dressed wheel oper- 
ates wet, dressing should be done wet. 


Diamonds for dressing and truing 
grinding wheels come in a variety of 
shapes, three common ones being the 
octahedron, elongated and round 
(called Ballas). Flat facets are called 
Was (pronounced “Vas”), and points 
or cutting edges are classified as “4- 
point” (best) or “2-point” structure 
depending upon whether they are ac- 
tually points formed by four joining 
planes or by two adjoining planes. 
These are the only usable cutting 
edges, hence when exposed points are 
worn away, the diamond must be 
reset. Diamonds are commonly set 
in a brazed mount which in turn is 
held in a steel bar socket. 


Diamonds are, of course, expen- 


























Modified 











Diamond holders shown permit coolant to 
flow around metal directly behind stone, 
keeping stone, and setting cool. 
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Three typical diamonds used for truing and dressing grinding wheels. 
From left to right, they are octahedron, elongated and Ballas (round) 
stones. The 4-point grain structure is preferable because of high cutting 
effect. ‘Was" structure is flat and flaky, hence does no cutting. 


sive, and must be used by skilled men 
if they are to give maximum service. 
The heating which results from. tru- 
ing a wheel harms them, and may 
loosen them in their settings. If the 
latter happens, the diamond may be 
shattered or lost. For that reason, 
caution diamond-dresser buyers al- 
ways to use coolant with them—and 
better still to hold them in the mod- 
ern types of holders which are finned 
or drilled for faster heat transfer. 

There are many special instruc- 
tions for the use of diamond dressers 
which your diamond supplier will 
undoubtedly give you. He probably 
also can provide some of the spe- 
cialized types of diamond dressers— 
including those with a series of small 
diamonds set one behind the other in 
the holder, a nest of diamonds set 
in a single plane, or a series set in 
a line. Other recently developed ones 
consist of a matrix impregnated with 
small diamonds. All are used only 
for finish dressing, truing and shap- 
ing, and on wheels of any shape, size, 
or hardness. Hence they have a wide 
market in metal-working plants, par- 
ticularly in tool rooms, die shops, 
instrument departments of plants 
where precision is important. 

There are, of course, all sorts of 
special instructions for the applica- 
tion of each type of dresser. They 
can be obtained from the maker for 
your guidance in suggesting dresser 
types to your customers. Our effort 
here has been principally to give the 
general rules suggesting applications. 
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“We Have Priorities Now —” 





“But the best way to have them is not to use them,"—William S. Knudsen. 


Clamor for a vigorous speed-up of Defense causes concern among some distributors 


over availability of goods for stock replenishment under probable stringent conditions 


- « » To help keep watch for danger signals and to aid in getting consideration 


from Washington in case it's needed, MILL SUPPLIES here announces revival on a 


month-to-month basis of its stock and deliveries survey first made in September, 1940. 


“TERRIBLE URGENCY’ —those grim 
words coming from unexcitable Wil- 
liam S. Knudsen, overlord of the De- 
fense Commission, woke up America 
last month. Since the day they were 
uttered things have moved forward 
swiftly. The President took to the 
air with his most important Fireside 
Talk since the Bank Holiday. Lights 
have burned later in Washington, 
shifts in the Defense structure have 
come one after another, aimed at cut- 
ting away red tape, dead wood and 
delay. New pressure is put on already 
hard-pressed Industry. Labor comes 
in for its share of attention, being 
asked frankly why it is so important, 
now, to maintain a working schedule 
said to be dangerously similar to the 
fatal pattern of France. 

Amid such clamor, distributors 
everywhere are struck with the same 
thoughts—“Is this to be 1917-1918 
all over again? Will goods be scarce 
and deliveries impossible? Are pri- 
orities coming . . and if so, can 
we protect ourselves under a prefer- 
ence rating?” Their concern is not 
selfish in the least. Hundreds of them 
are daily serving plants working on 
defense orders. They have realistic 
knowledge of the damage that might 
occur to the re-arming program if, 
in a stringency, authorities should 
fail to reckon with the basic impor- 
tance of the mill supply house. 

Some groups of distributors have 
already gone on record with resolu- 
tions looking to Washington for rec- 
ognition. In their concern, supply 
men are tempted to suggest all sorts 
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By JOHN J. WELCH, Editor 





Please Cooperate With 
This Important 
Defense Survey 


To assist the industrial supply 
industry to cooperate intelligently 
with the Defense program, many 
distributors and manufacturers 
will be asked to provide certain 
basic information about stocks-in- 
hand, customer requirements and 
deliveries. 

A revival of the Defense Survey 
conducted by Mitt Supp ies last 
September, the new, continuing 
survey will probe into the current 
situation on essential products 
considered “critical”. The ques- 
tionnaires will be mailed out by 
Mitt Suppwies within the next 
few days, and will be summarized 
and reported promptly to officials 
of the National Defense Advisory 
Council. 

Reports from individual dis- 
tributors will be strictly confiden- 
tial, but totalized summaries will 
be published so that all in the 
industry may be kept posted on 
existing conditions and develop- 
ing trends. 

Questionnaires will go out 
each month. It is urgently re- 
quested that those who receive 
them cooperate by answering 
fully as many of the questions 
as possible, returning the forms 
promptly. 











of action courses, some good, some 
bad. 

Obviously what is most needed is 
definite information about the situa- 
tion as it exists and as it develops. 
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Toward that end, MiLt Suppuies is 
announcing a revival of its Defense 
Survey of September, 1940. (See ad- 
joining box.) The survey will be- 
gin this month and will be carried 
along on a continuing basis from 
month to month, securing from dis- 
tributors and manufacturers their es- 
timates of stocks-on-hand, customer 
requirements and deliveries. With 
such information on hand, it will be 
easy to keep close watch on current 
conditions and developing trends—a 
vital necessity, perhaps, during the 
coming months. 

Opening up the subject of pref- 
erence ratings and priorities calls for 
cautious procedure through a formi- 
dably complicated Washingtonian 
maze. From the start the philosophy 
has been to avoid the imposition of 
formal priorities until they are ab- 
solutely necessary, and then to impose 
them only in specific cases of dire 
necessity. The most notable achieve- 
ment in this field has been made by 
the machine tool industry which, un- 
der Mason Britton, has set up its 
own system of voluntary priorities, a 
system of marked success. Members 
of the Defense organization are mov- 
ing cautiously, hoping to avoid the 
mistakes of 1917-18 when priorities 
were imposed wrongly in many cases. 
It is their desire to base all actions 
on knowledge of conditions, and lit- 
tle by little small organizations are 
coming together in Washington, com- 
posed of men familiar with particu- 
lar industries. It is entirely possible 
that such an organization of experts 
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Harris & Ewing 


A. C. C. Hill — ‘Premature priorities are 
dangerous." 


drawn from the industrial supply 
field may soon come into being. 

Big priorities decisions (policy) 
are in the hands of a major Pri- 
orities Board which reports directly 
to the Defense Commission. For op- 
erations there is a Priorities Admin- 
istrator, Donald M. Nelson, who is 
also the Commission’s coordinator 
of procurement. 

The danger of premature priorities 
was pointed out to the writer by 
A. C, C. Hill, Jr., Deputy Administra- 
tor. “What follows naturally in their 
wake,” he said, “is a scramble to get 
as much of the listed product in hand 
as possible. In many cases it leads 
to building up stockpiles unneces- 
sarily and creating tight situations. 
Both distributors and consumers 
would be in competition for the par- 
ticular product.” 

To date cooperation has over- 
shadowed priorities. Compulsory pri- 
orities are universally feared by man- 
agement, labor, economists and by 
the government. It is starkly recalled 
that in 1917-18 government agencies 
had the power to red ticket their con- 
tracts and were bidding against each 
other, scheming madly to get prior 
delivery. Every industry and every 
company that could afford a lobbyist 
demanded preferential rating and 
usually got it. 

Those old abuses are being watched 
for warily. Government is grateful 
to the machine tool industry for its 
model example of cooperation and 


is hopeful that similar cooperation 
by other industries will be the means 
of avoiding difficulties that could in- 
volve everyone. The most positive 
impression one gets after visiting sev- 
eral offices in the Defense Commis- 
sion is that the surest way in which 
any industry can cooperate will be by 
not rushing to Washington to demand 
preference on the slightest excuse. 

Priorities, should they come, may 
be expected to apply first to products 
that are scarce, rather than to indus- 
tries or individual plants. It should 
be recalled that not even the impor- 
tant aircraft industry—as an industry 

is now under a priority or prefer- 
ence rating. 

Already in existence are preference 
ratings given to different items of 
armament by the Army and Navy 
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Munitions Board. No ordinary com- 
mercial goods are involved and the 
priorities are on a voluntary basis. 
The preference ratings include ten 
classifications from A-l-a (machine 
tool builders’ supplies for defense 
work only) to A-l-j. A significant 
feature of these ratings is that they 
also apply to sub-contractors. These 
subcontractors include all concerns 
which supply machinery or materials 
to the industries working on defense 
contracts, 

Although the shouting seems at its 
loudest today, the results of this great 
cry for more and more action prob- 
ably will not be felt heavily in in- 
dustry until May, and the peak of de- 
fense production may not be reached 
until August. Supply men who went 

(Continued on page 118) 





Acme Newspictures, Inc 
Wm. S. Knudsen — His “terrible urgency’ woke up America. 
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out of D Distributors 


Compressors and auxiliary equipment needed to pro- 


vide compressed air in industrial plants can be, in fact 


are, sold successfully through industrial distributors. 


INDUSTRIAL DISTRIBUTORS are a logical channel 
of distribution for air compressors, in the 
opinion of 81% of the distributors replying to 
MILL Suppuigs’ newest survey. Of the houses 
answering, 72% already have a line. Of these 
99°% sell them to industrials, 73‘¢ to construc- 
tion firms, 44% to mines and quarries, and 
43% to automotive customers. Average sales 
volume of those now handling compressors is 
$7,421.60 per year. 


follow. 


Details of the survey 




















houses? 


(Replies to this question 


YES - 81% 
NO - 19% 


Are air compressors a 
logical line for supply 


116) 


Comments from those who answered 
Yes: 


If you have a sales engineer who can 
study the line and sell it intelligently. 
Our position is especially favorable 
because we distribute machinery up 
to 10-15 h.p. 

We need a connection now—for avia- 
tion schools and government bids. 
Provided the manufacturers protect 
us from direct selling. 

Doing a good business on this line 
now. 


Compressors are no different than 
pumps, motors, etc. 


We get frequent inquiries for com- 


pressors, also for repairs for all 
makes, showing that our customers 


expect us to have a line. 


Comments from those who answered 


No: 


Too much engineering and direct 
selling. 


O.K. for houses that have engineers. 
But for average industrial supply 
salesman, no. 


In my opinion, the only mill supply 
houses geared up to sell compressors 
successfully are the so-called specialty 
houses, or the large distributors with 
special departments. 
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om a 


Say “Yes” on Air Compressors 





Do you now sell air compressors? 


(Number of replies to this question 


YES - 72% 


111) 


NO — 28% 





If so, to what type of customer? 


(Number of replies to this question 


81) 


industrials — 99% 


Construction firms - 73% 
Automotive - 43% 


Mines and quarries - 44% 





Is your experience satis- 


factory? 


(Replies to this question--82) 


YES — 85% 
NO - 15% 


Comments from those who answered 
Yes: 


By having two experienced specialty 
men selling them. 

Except that manufacturers bid direct 
on government business and some in- 
dustrials. 

We have stocked and handled them 
for many years. 

We get help from factory salesmen 
when needed. 

We should have full sales coopera- 
tion, under a complete merchandising 


plan. Some day it will be developed 


| by compressor industry. It will tre- 


mendously increase the market and 
reduce sales costs. 

Comments from those who answered 
No: 

We tried a line about ten years ago 
and found it required a_ technical 
salesman with 


to compete factory 


representatives. 


Margin of profit not commensurate 


with sales and service expense. 
Lack of cooperation from factory. 


Major oil 


compressors direct, on same basis as 


companies buy garage 


distributors. 





(Number of replies to this question 
YES, Paint spray equipment - 81% 
YES, Sand blast equipment - 29% 


85) 


YES, Air operated tools - 65% 


Do you handle auxiliary products? 





Is there a worthwhile 
market in your district? 


(Replies to this question—89) 


YES — 85% 
NO - 15% 


Comments from those who answered 
Yes: 


All larger plants want air in pressure 
and quantity. 

A steady and increasing market. 
There are plenty of opportunities in 
this district. 

If the manufacturers would give us a 
satisfactory profit margin, and dis- 
continue selling direct. 

The combination of general industrial 
plants and the oil industry here pro- 
vides a satisfactory market. 


But not sufficient to carry a stock. 


Due to the radical upturn in business 
recently. 


Based on the sale of related items we 
handle. 


Comments from those who answered 


No: 


Very few industrial plants in our 


territory. 


Compressors are sold mostly to con- 
tractors here. A rental feature seems 


necessary to this business. 
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Sell Fluorescent Light 


When plants add a night shift, adequate illumination becomes tremendously important. Fluorescent 


lighting installations are peculiarly adapted to industrials, and not hard to figure. Here's How. 


By CHARLES L. AMICK, General Electric Co., Cleveland 


AS INDUSTRIAL PLANTS step up to two 
or three shifts a day they run smack 
into a problem that has been generally 
neglected for years—adequate light 
for workmen. To maintain produc- 


dles in service can be quickly deter- 
mined by dividing the total square 
feet to be lighted by the proper tabu- 
lar value. The number of luminaires 
needed can be determined by the 


number of lamps required per fixture. 
With a little practice, the distrib- 
utor salesman can use the guide while 
talking with a customer, and make an 
on-the-spot estimation of his needs. 


tion rates, minimize rejects, and keep s 
GUIDE FOR ESTIMATING NUMBER OF LAMPS 
REQUIRED FOR 50 FOOTCANDLE INSTALLATIONS* 


Width 2 tumes height 


down accidents, good lighting is es- 

sential during the night hours. 
Fluorescent lighting, which 

emerged from the laboratory a couple 





Room width 4 times height Width = herght 












































of years ago with many unique advan- | 
- : i A 
tages for industrial plants, should be | 
a : TARGE ROOM MEDIUM ROOM SMALL ROOM 
the means of writing some corking t 
good business today. It is more effi- * bight Medi | Li Medium Liaht Medium 
° . . FIXTURE inish inish inisl | inisl inish iis! 
cie an any other type of lighting, 
ient than any other type of lighting OXUpwerd SQUARE FEET PER 40-WATT WHITE MAZDA F LAMP 
practically glareless, and shows up = Roe 2 Sones 3 ee 
colors faithfully. ' 79% Down | 
’ Closed End Unit 


| 
ichtine engine ve o7%Upward L } 
Lighting engineers recommend the ; 93 29 16 15 


following modern lighting levels: 
ad oe Open End Unit 60% Down | 
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APPLICATION eng 65% De | | 
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Loading, packing, shipping,| | 
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general processing, woodwork-| 

ing, foundry work........... 20 
General fabrication and assem-} 
bly, sewing, spray painting,) 
typesetting, automatic mach- 
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RS boot wraalttd ia veel 50 | 
Proofreading, machine, inspec-| 

tion, fine assembly...... ee--| 100 
Color inspection, fine inspection, *Using 40-watt 48-inch white Mazda F lamps. 

extra fine assembly..........| 200 S<KUpward If 40-watt daylight lamps are used, about 20% 
Color identification | 500 lescecs| more lamps are needed. The average illumi- 

laa a sores 27% Down nation in service will be around 50 footcandles. 
. Due to depreciation of lamps and fixtures, the 

. ‘ ‘ Open Top - Diffusing Bottom initial footcandles levels will be higher. 

The table at the right is Tecom- 45% Upward tLight ceiling (75%) and wall (50%) finish. 
mended as a guide in estimating flu- ee er {Medium ceiling (50%) and wall (30%) finish. 
orescent lighting systems. It is based pa > —— 

* 2, ; n Top —-Open Louvere: tom 
on 40-watt Mazda F lamps, the size —— 














most commonly used. Fifty footcan- How to use this table—Divide the total square feet to be lighted by the 


value from this table to determine the number of 40-watt white Mazda F lamps 
to be used. The number of fixtures required can thus be quickly calculated, 
depending on the number of lamps per fixture. 

For example, if 6-lamp open top, diffusing-bottom units are used to light a store 


ange » types of distributi ‘7 , ss . “1: ; 
— of the types of di o —— by 70 feet with a 13-foot ceiling and light walls and ceiling, the procedure is: 
available, and the three different 30 X70 2100 


: ; , e , aa 0 5 
room proportions and the two ceiling- Number of lamps required for 50 footcandles = i = hh 19] 
191 


dles was selected because this level 
can be attained economically. 
The eight fixtures represent a fair 





and-wall conditions lend accuracy to 
the method. Thus the number of 40- 
watt lamps required for 50 footcan- 


Number of fixtures = — 32 


Thus 32 of these fixtures should be placed at existing outlets or located to give 
uniform lighting and a pleasing arrangement. 
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In these days of extra shifts, high-priced labor and public insistence on speedy production from our defense industries, the distributor 


salesman's argument for quality supplies is stronger than ever before. When your customers tend to buy on a price basis alone, 


remind them that thoroughly dependable supplies are their best insurance against costly breakdowns. 


Forced to Qualit 


Time out for repairs and maintenance is time lost to- 


day, so industry is being forced into buying the best 


BoTTLENECKS, doubled production, 
three shifts, longer working weeks 
the newspapers are full of stories 
about them these days. The Ameri- 
can public naively expects today’s 
appropriation to be tomorrow’s battle 
planes, and simply can’t understand 
why there should be any delay. And 
industry is doing its damndest to 
make those beliefs come true—even 
though there aren't tools, trained 
men, or first-class equipments with 
which to double or triple a productive 
capacity that’s been working half time 
or less for years. 

But right there lies your oppor- 
tunity. For the first time in years, 
nobody has time to do a maintenance 
job twice. The baling wire and string 
repairs of the last few years are defi- 
nitely out now. 


Heavy continuous 





By EF. J. TANGERMAN, Technical Editor 


production means that every unit in 
a plant has to be in top-notch run- 
ning order. If one element goes out, 
the whole plant loses valuable time. 

That’s why every maintenance or 
repair item you sell nowadays is 
likely to be the best that can be 
bought. They can’t afford the time 


and output loss that results from 
short-life, “cheaper” refractories, 
piping, belting, hose, lubricants, 


drills, taps, tools, and supplies in 
general. 

It takes a lot of time to reline a 
furnace, whether it heats steam or 
rivets. It takes time to scrape a bear- 
ing that wasn’t properly lubricated, 
to replace a pipe that’s corroded 
through, to relace a broken belt, or 
to back out a broken tap. And time 
is what they haven’t enough of. 
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So you'll find a change in attitude 
among your industrial customers. No 
more are they fighting for the lowest 
price or the “just-as-good” item 
today they want the best they can buy 

and they want it now. There’s your 
real opportunity—to get them perma- 
nently sold on the importance of using 
the best. If you can do it, you also 
avoid the headaches that inevitably 
follow the failure of the cheaper 
item, as well as the short margins and 
small low-profit orders. 

Of course, you may run into the 
purchasing agent, production man, or 
engineer who learned his lesson so 
well these past ten years that he 
hasn’t changed yet. When you do, it’s 
your job to set him right. You'll be 
doing him, yourself, and America a 
favor. 





The Silent Salesman 


That's what this aggressive sales manager tabbed Barrett Hard- 


ware's new catalog. It's in there pitching twenty-four hours a day 


with no overtime charges 


By A. M. STEED. Sales Manager 


WHEN A SALESMAN WALKS OUT of 
a buyer’s office, another usually pops 
in. How long does it take before the 
p.a. erases the memory of the first 
call? 


that first salesman is your man, you 


You're right, not long. If 


naturally want to move heaven and 
earth to keep his sales story fresh 
in the mind of the buyer. But you're 
hog-tied, both physically and _prac- 
tically. The salesman can’t call back 
daily. That's the spot where Barrett 
Hardware’s silent salesman, the cata- 
log, starts pitching—with no extra 
charge for overtime. 

Smart Main Street merchants keep 
their window displays working four- 
teen to eighteen hours daily—a con- 
stant reminder and buying prod to 


all of us. 


tomers or prospects don’t go window 


True, distributors’ cus- 


shopping. They’re too busy. But they 


do go catalog snooping. 


Telephone salesman Curt Davis never misses an opportunity 
to sell customer on idea of checking new catalog. Finds it 
eliminates misunderstanding, speeds up service and often 
increases order. 


30 


Barrett Hardware Co., Joliet, lil. 


\ catalog is a two-edged sales tool. 
It provides the buyer with an author- 
information on 
It works 
for the salesman in a territory even 


itative source of 


what and where to buy. 


while he is out scouring up other 
But like all sharp tools it 
While the 


supply house progresses by adding 


business. 


dulls rapidly with age. 


lines and services, too often their 
most effective sales weapon, the cata- 
log, remains dormant. 

This puts an extra burden upon the 
distributor’s salesman, makes him 
work twice or three times as hard to 
keep up sales volume. It harasses 
the inside sales organization, makes 
for costlier handling of orders; re- 
duces the requisitions in terms of 
stock handled, hence decreases the 
turnover and increases the likelihood 
of obsolescence. 


Putting out a new catalog is almost 


and Ray Heinselman. 
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Don Mateer's 46 years of service make him 
dean of Barrett Hardware's industrial sales- 
men. Gets a big kick out of educating buy- 
ers to use new catalog. 


as exhilarating as handing out a 
bonus. In fact, it is more effective 
over a longer period of time since it 
puts a powerful sales tool into the 
hands of every salesman. 

Is it any wonder then that the whole 
Barrett 


the first inkling that a new catalog 


Hardware organization, at 


was underway last summer, tore into 
the job enthusiastically. Department 
heads sacrificed evenings collecting 
material, weeding out unprofitable 
lines, preparing and compiling an 
accurate, up-to-the-minute list of the 
items. Field men spent hours mull- 
ing over the collected data, adding 


(Continued on page 117) 





Al Steed demonstrates how department heads sacrificed evenings going 
over material for new catalog, item by item. The board of strategy 
shown here, left to right: Ed Weiss, Curt Davis, Al Steed, Emmett Duncan 
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NALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


Simplify Plant Design 
In Current Emergency 


Successful design of chemical plant 
and equipment under the emergency 
conditions must conform to basic prin- 
ciples and should use all available 
knowledge. Opportunity for experi- 
mental work to prove new ideas will 
be limited or absent. A sudden call to 
design in an emergency, after designing 
under normal conditions, necessitates 
an immediate and abrupt change in cus- 
tomary attitudes and methods. The 
difficulty of changing habits of long 
standing must be fully recognized. In 
normal times the designer strives for 
the maximum effectiveness which can 
be justified at reasonable cost. Time is 
paramount in an emergency. “Let well 
enough alone” should be the constant 
guide. 

Standard parts or pieces of equip- 
ment, constructed of the most readily 
obtainable materials, perhaps unaccept- 
able under normal conditions, should 
be given every consideration. Modifi- 
cations in standard designs should be 
made only when unavoidable and spe- 
cial designs prepared only when un- 
questionably necessary——T. C. Gray, 
Manager, Design Div., Engineering 
Dept., E. 1. duPont de Nemours & Co. 

Chemical & Metallurgical Engineer- 
ing, December 1940, 


Tips For Your Salesmen 


Even though the election is over, 
there is a temptation on the part of 
salesmen to get mixed up in political 
arguments. A number of our subscrib- 
ers have issued effective bulletins to 
their salesmen on the subject of unity. 

One from President Dietz of the Com- 
mercial Investment Trust Corp. ends 
with these words: “And in these times, 
perhaps as never before in our coun- 
try’s history, our President needs the 
confidence, the faith, and the coopera- 
tion and support of us all. Leaders of 
the opposition, in the true American 
spirit, are burning campaign buttons 
and pledging their unstinted support. 
This is true Democracy. We can all 
do our part best by doing our own 





job—by putting the election out of 

and by getting back to busi- 
ness. For as the wheels of business 
turn, the country grows stronger. Our 
job is to keep the wheels turning.” 

Ed Garrow, general sales manager 
of Chapman & Smith Co., Chicago, 
starts his bulletin with these words: 
“The election is over, and again we 
have elected a president of the United 
States... We are with him... we 
may not have been yesterday but we 
are today.” And he closes his bulle- 
tin with these words: 

“But now the election is over. We 
still have America, a land at peace in 
a world at war. We must keep it at 
peace. We can’t do it without unity. 

“Thus, we must be on guard—against 
ourselves, against the political chasms 
and the bitterness that divided us in 
recent months. We must be on guard 
lest they wither America into disunion.” 

Sales Management, December 1940. 


our minds 


Mass Production Method 
of Loading Oysters 


Mechanization to the highest prac- 
tical degree and straighi-line product 
flow characterizes the new oyster pack- 
ing plant of Bluepoints Company, Inc., 
General Foods subsidiary. Beginning 
at the unloading dock, and carrying 
through to shipping of the various types 
of filled containers, the oysters move 
on suitable handling equipment. 

Bluepoints Co., Inec., ~has operated 
plants for a long time at West Sayville. 
N. Y., East Providence, R. I. and 
South Norwalk, Conn. The company 
has also had extensive oyster beds in 
Gardiners Bay and Peconic Bays at 
the eastern end of Long Island. These 
formerly served the plant at South 
Norwalk, necessitating a long trip be- 
tween oyster beds and packing plant. 

To do away with this trip and to 
permit harvesting of oysters in even the 
worst of winter weather, the new plant, 
which is the largest oyster plant in 
existence, was erected at Greenport. 

Six oyster dredges serve the plant, 
plying between the oyster beds and the 
unloading dock throughout the daylight 
hours each day during the oyster sea- 
son. This unloading dock consists of 
two piers, each equipped with two 
pivoted belt conveyors for unloading 
the dredges, one on each side. Thus 
four dredges can be unloaded at one 
time, if desired. Unloading capacity 
is 1,200 bu. of oysters per hour.—Paul 
O. Mercer of Greenport, N. Y., in Food 
Industries, December 1940. 





Oyster dredge “Magician” has just docked at the Bluepoints Company's plant with a 
full deck of oysters and the pivoted unloading belt has been lowered to the deck, ready 
to feed the oysters to the inclined belt which moves them to a bin on the second floor. 
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SALES MEETING IN PRINT 


Subject TWIST DRILLS. How 


much do you know about it? 


Can you answer 18 out of 25 


questions on this page cor- 


rectly? 


passing mark. 


If so, give yourself a 
If not, you'll find 
answers on page 116. 


1. What are the size limits of num- 


bered, or numerical, drills? 


2. How about the largest and small- 


est alphabetical sizes? 


3. In standard fractional drill sizes, 
what is the smallest drill diameter? 


4. How much do the diameters dif- 


9. How about brass? 


10. Given the spindle r.p.m. and the 
drill diameter, how do you figure the 
peripheral speed? 

11. If you have a drill of a given size 
and know the proper peripheral speed 
for drilling a given material, how do 
you convert these data to spindle r.p.m.? 


12. What is the general rule for feed- 
ing drills under ¥-in. diameter? 


13. How about drills from 4% to 14-in. 
in diameter? 

14. And from 4 to %-in. in diam- 
eter? 

15. What about drills from 1% to 1- 
in. in diameter? 


16. Are there general limits for drills 


17. What happens if alloy or hard 
steels are drilled? 

18. What should be the peripheral 
speed for a high-speed drill in alloys 
or hard steels? 

19. Do the feed limits specified in 
questions 12 to 16 apply for brass, cop- 
per, cast iron and aluminum? 

20. What are good cutting com- 
pounds for hard steels? 

21. How about soft steel and wrought 
iron? 

22. How about brass and cast iron? 

23. What coolant should be used in 
drilling malleable iron? 


24. When does a good operator grind 


off the sharp angles of the cutting edges 
on a drill? 


fer in two drills of adjacent sizes? cman Rin. ts Geseael 25. Why does he do it? 
5. Are there any other drill sizes 


than those mentioned above? 





6. What is a good peripheral speed 
in drilling machine steel with a carbon- 
steel drill? 

y 2 How 
drill? 

8. What are equivalent 
drilling cast iron? 


THE MATCH BOX TRICK 


Remove eight matches from the 24-match fig- 
ure at the right and leave two large squares 
and a small one. Here’s the figure. 


about a_ high-speed steel 








speeds in 








(If you aren’t any good with matches, turn to 
page 117). 

















PASTE-IT-IN-YOUR-HAT 
DEPARTMENT 


(Handy data worth pass- 
ing on to your customers) 





WOOD-SAWING SPEEDS 








FEET PER 


Saw Type Sealine 








‘ircular rip saw in hard, 


knotty wood 3,000— 6,000 


circular rip saw in oak... 4,000- 8,000 





‘ircular rip saw in soft 





wood 


6.000-12,800 
3.999— 6.000 
4,000-— 8.300 
2.000- 5.000 


‘ireular cross-cut 
Bank rip saw 
Band cross-cut saw 
Gang saw (heavy vertical 

frame) 500- 700 
Gang saw (light vertical 

frame) 700—- 800 
Gang saw (horizontal 
frame) 800— 1,400 
Seroll saw 300- 400 
Jig saw (spring tension).. 500—- 800 
Jig saw (unstrained) 800- 1,500 
Resawing machine 250- 300 











‘ dutten 


"| have him drop by once a week to scare up some new leads for me!" 
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" “WE'VE HAD PLENTY 
galt eae protien OF HARMONY AROUND 
| EVER HEARD THOSE | | HERE-AND I DON'T 
BOYS GIVE OUT.” MEAN MUSIC-SINCE WE 
; SWITCHED TO THOSE 
yp OSBORN DISC-CENTER 

WIRE SECTIONS.” 
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Osborn Disc-Center Wire Section with face plates. 
Designed for safe and efficient operation on 
high speed equipment —the brush for heavy 
duty work. Sizes from 4#' to 15! in diameter. 


@ Everybody's happy when Osborn Disc-Center Wire 
Sections go into action on those tough jobs such as re- 
moving hardening scale from gears, weld cleaning, removing 
rust and old paint from structural iron work, railroad cars 
and plenty more of the “tough ones.” 


Osborn Disc-Center Sections, equipped with face plates, 
are the speed kings of the Osborn Brush family. Surface 
speeds of more than 10,000 feet per minute are common. 


When you land a customer for “Disc-Centers” it’s 10 to 1 
that you'll see repeat orders keep coming like homing 
pigeons! Man! That’s nice business! 


But even that’s only a bristle in a paint brush com- 
pared to what you can do with the whole Osborn line 
when you ask for the business on every possible occasion. 
Remember, every plant’s a prospect for Osborn Brushes! 























HER 
PAINT AND WIRE FIBRE FLOOR WINDOW BENCH OR UPRIGHT WIRE PUSH magne 
VARNISH WHEEL WHEEL SWEEPING CLEANING COUNTER BASS SCRATCH BROOMS 
BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BROOMS BRUSHES BRUSHES 














HOW DO THEY DOT 


An exchange counter where good ideas of supply sales and service 


operations may be swapped . . . What's yours? 





One of Rollin Holman's specialties is abra- 
sive papers. To visualize differences in 
papers, thereby lending conviction to his 
story, he carries a magnifying glass. 


Uses Magnifying Glass to 
‘Sell Up’ to Garnet Paper 


Rollin Holman, salesman for Pacific 
Tool & Supply Co., Oakland, Calif. 
puts real thought into selling abrasive 
papers, in fact he carries a magnifying 
glass to visualize the differences in 
various papers. 

“For many purposes the newer and 
more efficient garnet paper is replacing 
sandpaper,” he says. “However, a 
ream of sandpaper runs between $10 
and $15, as against $20 to $25 for gar- 
net paper. And that price factor is 
always going to influence a lot of 
buyers. 

“Although the performance is all in 
favor of the garnet paper—it lasts 
longer, cuts faster, does not clog as 
readily, and doesn’t shed abrasive par- 
ticles—a visual demonstration is much 
more effective than a mere statement of 
claims. For this purpose I carry a 
magnifying glass, and let customers see 
for themselves what they are getting. 
It doesn’t take a very strong glass to 
show that the particles of garnet are 
exceedingly sharp, and stand erect on 
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the surface of the paper. Sand particles, 
on the other hand are more rounded. 
Not only is their cutting power less for 
that reason, but the glue cannot hold 
them as firmly and they can be rubbed 
off, as can easily be demonstrated with 
the hands. Try rubbing garnet par- 
ticles off with the hand. 

“We carry about a dozen grades, 
each, of sand paper and garnet paper. 
Of course. all kinds of wood-working 
plants are good prospects; likewise the 
lumber yards which buy large rolls for 
drum sanders. Even the smaller plants 
will buy a ream at a time. And the 
magnifying glass helps turn many a $15 
sale into a $30 sale.” 





Virgil Sparrow, order clerk, gets full infor- 
mation accurately and quickly about an 
order he is filling at Neill-LaVielle. 


Two-Way Speaker System 
Cuts Down on Leg Work 


A new two-way communication system 
at the Neill-LaVielle Supply Co., Louis- 
ville, saves traveling time for all and 
has cured a persistent leg weariness 
among those responsible for accuracy 
in filling orders. 

The “Operadio,” as the system is 
called, is intended primarily for com- 
munication between the city order desk 
and order clerks out in the store or 
stock rooms. If the “desk” wants to 
talk with one of the clerks about an 
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order or an inquiry, a call is sent out 
over the system and the clerk answers 
one of “the stations,” which are 
strategically located about the Neill- 
LaVielle quarters. On the other hand, 
if the clerk wants more information 
about an order he is filling, he simply 
steps to the nearest station, moves a 
little lever and is immediately put in 
direct communication with the city 
order desk. 

The system is also valuable in locat- 
ing executives or others who may be 
“out in the plant,” and it is also easy 
for the latter to communicate any mes- 
sage they may have to the office. 


iS 
a 





Russell Newton, inventory control clerk for 
Almquist Bros. & Viets, solved problem of 
stocking small grinding wheels with this rack. 


Unique Rack for Storing 
Small Grinding Wheels 


A popular type of rack for holding 
grinding wheel stock is a frame with 
longitudinal members in pairs for hold- 
ing the wheels on edge. These are 
graduated to take the largest size wheels 
at the bottom and graduating down to 
about six-in. wheels at the top. That is 
about the range to be readily accessible 
from the floor. Consequently, the smaller 
sizes are generally kept in boxes, not so 
easy to get at as those on the rack. 

Russell Newton, inventory control 
clerk for Almquist Bros. & Viets, Los 
Angeles, Calif., has extended the rack 
idea to include all the small size wheels, 
from 7 in. down to and including 2 in. 
in diameter, by building an addition to 
the regular rack, as shown in the photo- 
graph. This has 10 rows of stringers, 
eight of which take stock down to two 
inches, while the top two rows carry 
the boxes holding the smallest size 
wheels down to only half an inch in 
diameter, which are altogether too small 
for any practical kind of open racking 
arrangement. 
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Wherever men work with tools, you'll find Williams’ 


“Superior” Wrenches known, accepted and consistently used. CHROME-MOLYBDENUM 


There is no better known name in wrenches! a $ UPER RE N C H ES a 


The finest alloy steel wrenches obtainable — 


The mill supply salesman who offers Williams’ line starts light, Chin, cteeng—=bandecmaly heeme-qintes. 


Write for free booklet “How To Select and 
out with this tremendous advantage. And continuous adver- Use Wrenches,” which gives you the “low-down 


on intelligent wrench selection. 


tising, month after month to your industrial customers, keeps 


the “Williams” name constantly in their minds. 


Williams’ “Superior” Wrenches are forged from specially- 
processed carbon steel. They are practically as strong as the 


strongest alloy wrenches, yet sell at approximately half the By 


price. Made in more than 50 patterns—over 1,000 standard 


sizes—covering every industrial requirement. 


a 


2 
1664 


J. H. WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST., NEW YORK 
WRENCHES TOOL HOLDERS LATHE DOGS  “C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS & 


HOIST HOOKS EYE BOLTS 
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TREND OF SUPPLY SALES 
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During November the Sales Indicator rose moderately 
from 170 to 172.2, to reach a new peak for the year. 
North Atlantic, Southern and Western territories showed 
the greatest gains. 
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| | 
| Orders Orders 
| Sales per “ee pn 
Areas Indi- | Sales- sh a Order Work- 
| cator | man es —_ ing 
| | - Day Day 
North | Nov. | 185.9 | 15 $9160 | $24.18 88 
Atlantic Oct. 185.1 13 9180 22.15 84 
South Nov. 164.8 19 $11,320 | $19.25 106 
outherm | Oct. | 163.9| 18 | 10,600] 19.56| 98 
| 
4) | 
Middle | Nov. | 165.2) 18 | $9250 | $21.61 | 126 
West | Oct. | 174.0; 18 | 9950 19.80 124 
| | 
I 
| Nov. | 16 | $4660 | $20.08, 95 
Western | Oct. | 155. | 











| | 
| Nov. | 


1 13 $6870 
| Oct. 1 


. 83. 
Pacific 99 12 5610 


| 
| 
| 
8 | 
10 | 5070 | oan 66 
| | 


$10.58 
19.50) * 





% Omitted because of insufficient data. 
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Asa mill-supply principal or salesman, you've a mighty 
fine chance for heading up an important service to indus- 
tries engaged on the great program for national defense 
... to all file-using industries, in fact, in which the watch- 
word of the day is GREATER EFFICIENCY AND TIME-SAVING. 
Toward the fulfilment of this watchword, your big 
chance lies in the guidance you can give in the selection 
of The right file for the job. You can do it with greatest 
success with the Nicholson or Black Diamond line. For 
Nicholson has gone farther than any other manufacturer 
in the development of special-purpose files. 


Besides a quality and uniformity guarantee of Twelve 
perfect files in every dozen, Nicholson provides you with 


such helvful “ammunition” as (1) Technical Bulletins on 
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the design, use and results of the various special types; 
(2) the assistance of factory sales-engineers on important 
problems; (3) the support of widespread national advertis- 
ing which strengthens the reputation of Nicholson Files as 
the leading products of their kind in the world. 
Enlist with Nicholson and lead a special service which 
is sure to open opportunities for profit all along the line. 


NICHOLSON FILE CO. «© PROVIDENCE, R.1., U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 


@ Shown above are a few of the advertised Nicholson Special-purpose Files (also 
available in Black Diamond brand): Foundry, Aluminum Rasp, Long Angle Lathe, 
Brass, Stainless Steel, Die-maker's, Shear Tooth, Die-cast, Aluminum Tvpe "A."* 


4 TRADE MARK 


Foe In v2 
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KEEPING UP WITH BUSINESS 


Sees Spring ‘‘Defeat Scare’ 
To Hurry American Help 


Things are shaping up for a “defeat 
scare” in the spring—and business men 
might as well begin preparing for it 
now, according to Business Week in its 
analysis of the outlook today. Lord 
Beaverbrook declares that the British 
have overconfidence more than anything 
else to fear—and he warns of gigantic 
German preparations for a combined 
land-air invasion, but especially air. 
Mr. Hull lets it be known that he is 
disturbed about the small volume of 
aid this country is sending to Great 
Britain. And Mr. Knudsen sends his 
letter to manufacturers and workers im- 
pressing upon them the seriousness of 
the situation. 

These words of warning have a double 
intention: (1) to prepare the public 
for what’s coming—it will be anything 
but pleasant; (2) to pave the way for 
increased American aid to Britain by 
emphasizing the gravity of the British 
plight. 


Canadian Armament Production 
Going Ahead At High Speed 


Munitions production in Canada is 
making rapid strides and, in some in- 
stances, is even ahead of schedule, ac- 
cording to a report in the current issue 
of American Machinist. The report 
was prepared in cooperation with the 
Department of Munitions and Supplies 
at Ottawa, and appears in a special 24- 
page “Canadian Armament Section” of 
the magazine. It states, as an example 
of the production now being achieved, 
the fact that early in July a Canadian 
plant with no previous experience in 
manufacturing cannon received a large 
British contract for Bofors anti-aircraft 
gun barrels, and fourteen weeks later 
the first barrel passed inspection. Fur- 
thermore, while the quota for Novem- 
ber was twice that for the previous 
month, production was finished several 
days earlier than the schedule called 
for. 

Canada’s arsenals have modernized 
their equipment and have gone into 
mass production of ammunition. The 
article contrasts the Dominion Arsenal 
of today with its condition in the “pa- 
cific 20’s” and during the first years of 
the depression when economy was the 
watchword and governmental expendi- 
tures were cut to the bone. Many of 
the methods and much of the equip- 
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antedated the World War and 
some of it even went back to the close 
of the last century. But now there are 
modern hydraulic presses, three up-to- 
date continuous annealing furnaces and 
the latest toolroom equipment. 


ment 


Chemical Plants Operating 
At Record Levels 


The and consuming 
branches of the chemical industry have 


producing 


just completed a two-month period dur- 
ing which operations were at the high- 


est point in the industry’s history. The 
Chemical & Metallurgical Engineering 
index for chemical consumption stood 
at 154.28 for October and at 151 for 
November. The high points previously 
reached were in October 1939 and 
March 1937 with indexes of 148.51 and 
148.45 respectively. The index for 
November 1939 was 143.50. 

The shorter working period undoubt- 
edly accounts for much of the decline 
in November although manufacturing 
rates in some lines were actually high- 
er in that month. 





Business activity 
Automobile production 


131.3 
125,370 


from 170 to 172.2. 
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ACTIVITY FIGURES 


(As of December 21, 1940) 


Supply salesmen’s volume rose from $9490 in October to $9640 in Novem- 
ber, a new high for the year. Orders per salesman per day were stepped 
up to 18 during the month, while the Sales Indicator (page 36) moved up 
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Orders per salesman per day in November—18 


Steel activity 
Carloadings 


96.8 
736,332 
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ever before a small electric hoist with 
] these desirable qualities! And the 
mazingly low price is made possible 
mly through the combination of smart 
fesign and volume production. 


here’s nothing experimental about the 
p-Lift. It's proved in every way—built 
by P&H—for 55 years America’s largest 
manufacturer of overhead handling 
quipment. This outstanding value 
n the field of small hoists offers 
inusual profit opportunities to in- 
lustrial distributors. If you are 
mterested in sales representation, 
ite now for full information. 


by USERS PREFER THE Zi p-LirT 


1, Uses preformed non-spinning cable —— not chains. 

2. Mountings are interchangeable for bolt, hook, and trolley suspension. 
3, 
4 


. Safety type limit switch prevents load block from jamming into 


Safer — with two brakes, mechanical and electrical. 


hoist drum. 


. Modern push-button control gives operator free hand to guide load. 


. Fully enclosed —- weatherproof, acid-proof construction; ready for 


use anywhere. 


. Anti-friction bearings used throughout — even in load block. 


5. No dangling chains to interfere —no chain catchers required. 


. Permits a degree of side pull not obtainable with any chain hoists. 


Small — light weight — portable — plugs into any standard electric 
circuit. 


Omplete information on the new P&H Zip-Lift is contained in Bulletin 
20. Your copy will be sent on request. 


THROUGH 
INDUSTRIAL 
DISTRIBUTORS 


There are literally hundreds of ways in which the P&H Zip-Lift saves mone 
around industrial plants. There is an active market in your territory. Ask abo 
the P&H Zip-Lift sales plan as well as prices, discounts, etc. 


CHFEGER 
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GREATLY THE SERVICE FACILITIES OF w InDUSTRIAL DIS: 
INDUSTRIAL DISTRIBUTORS HAD IMPROVED LOPMENTS tG TWO DECADES 
THROUGH THE YEARS WAS GRAPHICALLY N REC F 
ILLUSTRATED BY TWO PAGES OF NEW 


GO 
AND OLD-TIME PHOTOS. 


.¢€ ° . 
VED DISTRIBUTOR. 
“ EFINITE TREND ~ 





HE 
ER RELA . 
WARD PROFITABLE SPECIALIZATION 








HOUSE TO REGISTER 100% FOR A CHARITY FOOTBALL 


A ay, CHANDLER-BOYD SUPPLY CO..PITISBURGH WAS THE FIRST 
. GAME BETWEEN CARNEGIE TECH AND WASHINGTON 


AND JEFFERSON. greys 


1c THE DEMING CO., SALEM, OHIO, CELEBRATED ITS — 
o( ) GOLDEN ANNIVERSARY. = 
vy ' 4 zs 
SLLING ROAD BUILDING MACHT % THE JAMES SUPPLY CO. CHATTANOOGA, WAS ESTAB- 
INERY. SAID RC _LASSWELL LISHED IN ANEW 3-STORY AND BASEMENT 
See DAO See Serra BUILDING ON EAST II TH ST. 
CO., DES MOINES, “Is A MATTER OF — 
COVERING TERRITORY FREQUENTLY, A CERTIFICATE OF MERIT WAS AWARBED AT THE cqww 
WATCHING ALL CONSTRUCTION 


LEIPZIG (GERMANY) TRADE SHOW FOR AN ae 
JOBS, BOTH CONTEMPLATED AND AUTOMATIC SAW FILER MADE 8Y THE FOLEY 


CONTRACTORS ANO KNOWING ow 
THE CAPACITY OF EACH FoR 
HANOLING WORK” 











ae eee | 
\ DISTRIBUTORS | 
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_— PROMINENT INDUSTRIAL MANUFACTURERS AND USERS AGREED 
THAT DISTRIBUTION THROUGH THE INDUSTRIAL DISTRIBUTOR WAS NOT 
ONLY MOST ECONOMICAL BUT HELPED GREATLY To REDUCE CosT 


OF OPERATION AND TO SPEED UP PRODUCTION. 
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Distributors Celebrate ~ 


Lively Christmas parties usher in holiday season 





In Philadelphia the Keystoner's club, com- 
posed of distributors and manufacturers’ 
men, invited a number of buyers in to help 
celebrate Christmas. Above, in the usual 
order, are some of the hosts: Al Becker 
(Standard Shannon Supply), R. O. Reck- 
nagel (Corbin Screw), Howard Reinn 
(Casanave Supply), Harry Kling (Casan- 
ave), Howard Pruner (American Saw), 
J. McLaughlin (Casanave), Ellsworth Brosh 
(W. ©. Barnes), Joe Boggs (Casanave), 
B. Brown (Union Twist Drill), and Otis 
Reader (Lufkin Rule). 








(Left) Because he was born just two days 
before Christmas, Walter Padien, assistant 
manager of the supply division of Manning, 
Maxwell & Moore in Jersey City, was 
toasted by his staff in the purchasing de- 
partment in a combination Christmas birth- 


day celebration. Seated are Mr. Padien 
and Norman Beers, assistant purchasing 
agent. Standing: Miss A. M. Rapalko, sec- 
42 
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In Newark 35 power transmission specialists merrily open the Christmas presents distributed 
by Santa Claus J. D. Mitchell (Seither & Ellis), extreme left. To align itself more closely 
with the national organization, this group has changed its name from the North Jersey 
Power Transmission Club to the North Jersey Chapter of the Power Transmission Council. 


(Left) Annual blow-out of the 
Franklin Hardware Club in New 
York is the Christmas party. Most 
honored guests this year were 
George Borst and Andy Diehm. 
The club (salesmen and manufac- 
turers’ men) meets all year around. 
After a heated campaign, Cal 
Popp (Toledo P.T.M.) was unani- 
mously elected president for 1941. 


retary to Mr. Padien, Miss K. Heddendorf, 
Miss M. Kearis, Jim Desmond, Ed Wright- 
ington and Eddie Schutt. (Right) In Chi- 
cago employees of Samuel Harris & Co. 
line up for chow at the distributor's annual 


Christmas party. Dancing followed to 
strains of Sam Clark's accordion. Wendell 
Clark recorded the festive occasion by 


shooting some 70 pictures. 
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Santa Claus drew up his sleigh at the an- 
nual Christmas party of the Hardware 
Trade Association in New York with a gift 
for everyone. Above Bill Hansen (Hansen- 
Yorke) digs deep for his. Ray Schmidt 
(Stanley) plays Santa Claus. A. T. Hall 
(Bethlehem Steel) can hardly wait his turn. 


44 From Igoe Bros., Inc., 
Revel on Long Island 


Forty-four members of Igoe Bros.” 
Brooklyn office, led by Bob Doti, sales 
manager, trouped out to Mulners Tav- 
ern in Great Neck, Long Island, for 
the distributor's annual Christmas 
party, December 19. Both inside and 
outside talent was drawn upon for a 
full evening’s entertainment. 

















DON'T FORGET TO 


| “CINE OP 
win HEWITT’ 
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65 Attend Boston Zone 
Meeting December 5 


About 25 distributor members of the 
National Association and 40 manufac- 
turers of the American Association met 
Dec. 5 at Hotel Statler in Boston, the 
wind-up of the regional mid-year meet- 
ings being conducted by Harry Rine- 
hart, Secretary of the National. 

As was true of the previous meetings, 
the principal interest of those who 
attended was Defense, how the distrib- 
utor would be affected by the arms 
program and how he might cooperate 
toward its greater success. In the 
afternoon session there was a National 
Defense forum, presided over by Lieut. 
Col. J. S. Crawford of the U. S. Army’s 
Ordnance Department, who was help- 
ful in rendering an insider’s viewpoint 
of the expectations that are being placed 
on the service of the supply industry. 

Defense also tinged the outlook re- 
ports given later by manufacturers Lou 
Knouse (Stanley), C. O. Drayton 
(American Screw), Carl Hedner (Yale 


bag 


¥ 


Vi 
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New developments in industrial distributor sales items, and the appointment of Frank L. 
Engstrom as manager of industrial sales, were announced at the annual sales roundup of 
A Schrader's Son last month. Seated (left to right): T. R. Cottrell, P. O. Burns, H. E. 
Russell, Fred Laugner, G. A. Drew, Frank L. Engstrom, D. J. Schau, Robert Olsen, Dell 
Cisney, and Bill Meister. Standing: S. T. Williams, George Gross, and Jay Creswell. 


and Towne) and Don Brisbin (Colum- 
bus-McKinnon) as well as by the lone 
distributor who spoke on the subject 
Stanley Sheldon (Chase, Parker). Ex- 
cellent summations of the prospects 
ahead were given by these five, their 
viewpoints dovetailing to paint a picture 
of the distributor’s importance—and his 
possible perils—during the period of 
vigorously increasing production of ar- 
mament materials. 

Marsena Butts (Butts & Ordway) 
presided at the morning meeting, at 
which Dan Northup (Henry G. Thomp- 
son & Sons Co.) was the first speaker. 
Mr. Northup read a letter from H. K. 


e 


Clark (Norton Co.), president of the 
American Association, who was unable 
to attend. Roy Baldwin (Simonds 
Saw) reported for the Sales Promotion 
Literature Committee of the American, 
and a keen discussion on the topic “Why 
the Distributor Favors Selective Dis- 
tribution” was given by Walter Currier 
(Chandler & Farquhar). Carl Lyon 
(C. S. Mersick Co.) raised the ques- 
tion, “Should a manufacturer establish 
a quantity discount to large users—and 
expect the distributor to handle such 
business without compensation?” Con- 
siderable interest in the topic was 
aroused. 





The men who contact distributors in behalf of Osborn brushes traveled to Cleveland on December 17 for a three-day sales conference. 
The meeting started with the annual President's dinner, pictured above. Left to right at the speakers’ table: C. W. Titgemeyer, vice presi- 
dent; A. C. Horrocks of Goodyear Tire and Rubber Co., who made the keynote address; Franklin G. Smith, president; M. C. Pecsok, 
sales manager; Normal F. Smith, general manager, and Philip F. Smith, secretary. 


44 
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THESE LONG, CURLING CHIPS cut by a Disston Bite- UNEVEN FRAGMENTS removed by an ordinary 
Rite File prove that more metal is taken off with file indicate slower filing, and not as smooth a 
each stroke. Hence, fewer strokes and faster filing. filed surface. 


You can sell more Disston Bite-Rite Files if you plan a simple 
demonstration for each prospect. Seeing is believing, and this 


test proves to your customers that they can save time and 
money because of faster, smoother filing with Disston Bite- 
Rite Files. 


This is the ‘‘Chips Test.’’ Take a few strokes with a Disston 
Bite-Rite File on a metal specimen, and save the chips. Now 
repeat this operation, using an ordinary file. Compare the two 
sets of chips. 


Show your customer how the majority of the chips cut by the 
Disston Bite-Rite File are long, heavy and curling—contrasted 
with a greater percentage of short, uneven fragments cut by the 
ordinary file. Your prospect can see for himself that the Disston 
Bite-Rite File cuts easier, takes off more metal at each stroke, 
does faster work, reduces filing time and produces smoother 
filed surfaces. 


Make your selling job easier by using the ‘‘Chips Test’’ to 
prove to your customers that Disston Bite-Rite Files will save 
them time and produce better work. Henry Disston & Sons, 
Inc., Philadelphia, Pa. 








STANLEY TOOLS 
for the Hands of Industry 





The big machines of industry are 
going to be busy in 1941 — but, don’t 
forget that for every “big machine” 
job there are hundreds of hand oper- 
ations! See that you get these orders 
for hand tools that industry needs for 
production and maintenance. A large 
line — backed by the world-famous 
Stanley name -—tools built to indus- 
try’s standards of weight and quality 
will bring you the business in 1941! 
A quick glance through this new 
catalog of Stanley Tools for Indus- 
try will show you the opportunity 


they represent. Write STANLEY 


for your copy today. eae ee 








STANLEY--World Famous For 
Leadership In Hand Tools 


A FEW of the 
Special Purpose Tools 


“Pull-Push” Rules for curved and 
inside measurements. 


Levels for many industrial applica- 
tions. 


Stanloid Handle, Insulated Screw 
Drivers. 


Offset Screw Drivers — Bits. 
“Phillips” Screw Drivers and Bits. 
Stanley Electric Soldering Irons. 
Soft Face Hammers with 
“Stanloid” Faces. 

Machinists’ Hammers. 

Sheet Metal and Body Workers’ 
Hammers and Tools. 

Stanley special-process Cold Chis- 
els, Punches, Rivet Sets. 

All Illustrated and Described In 
The New Stanley Catalog No. 50 








THE 


TOOL 





STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 


NEW BRITAIN, CONN. 
BOX OF 


THE WORLD 
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DISTINGUISHED 
“SERVICE 


For a salesman who “covers the 
water front” intrigue and surprises of 
every kind await. He often lives the 
life of a hero in a blood-and-thunder 
mystery story. What stories the 
muddy, swirling waters of the Missis- 
sippi could tell! Among the colorful 





WALTER ZEPF 


happenings on the river, from suicide 
to murder, Walter Zepf, eligible bach- 
elor of the Riechman-Crosby Co., 
Memphis, goes serenely on his way, 
selling mill supplies and rendering a 
unique kind of service to the river 
folk. And the boat lines and plants 
along the river front can make the 
darndest demands at all hours of the 
night, to interrupt his slumbers! 
One stormy night, the telephone 
buzzed insistently at his head, jarring 
him out of a peaceful dream. The call 
was from the radio telephone on a tow- 
ing boat, 20 miles up the river. (The 
boats of this towing concern have a 
ship to shore radio-telephone, and all 
know Walter’s telephone number.) It 
was Capt. McGarty, and the time was 
2am. The belt on the pump supply- 
ing drinking water had gone haywire, 
and besides they needed some other 
things. But Walter would have to 











UMI 


Handle the Zoads with Loads to Spare 


In this paper mill, as in many others, the 


Dodge equipped line shaft shown above de- 
livers the power to a large dryer . . . along 
the course Dodge Clutches as well as Dodge 
Timken Bearings faultlessly control the move- 
ment of power . . . In this and thousands of 
other applications Dodge Clutches are thor- 
oughly dependable... They are fully enclosed 


to exclude all dust and dirt . . . Proper propor- 
tioning and accurate balance permit high speed 
operation . . . ample safety factor to handle 
momentary overloads . . . For power transmis- 
sion or machine application there is a rugged, 
longer-lasting Dodge Clutch for every indus- 


trial purpose. 


Write for Dodge Bulletin No. A-200-H 


DODGE MANUFACTURING CORPORATION, Mishawaka, Indiana, U.S.A. 


©We favor adequate pre- 
paredness for national de- 
fense, and recommend en- 
listment in the U.S. Army 
to eligible young men. 
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come to the boat to take measure- 
ments and sizes. The tow boat had 
to leave Memphis by 8:30 that morn- 
ing. The captain’s harassed and 
pleading voice brought Walter out of 
bed in a jiffy. He donned his slicker, 
grabbed his flashlight and dashed for 
his car. It was raining hard, but 
service is service and this was time 
to prove it. Walter got to the river 
front, rushed down the steeped cob- 
blestone bank, rented a speed boat, 
after waking up a sleepy watchman 
at the boat works, and met the tow 
boat 15 miles up the river. He meas- 
ured the V-belt that had broken, took 
a sample of special replacement parts, 
went hurriedly over the boat, writ- 
ing up items needed, and headed for 
the office. 

When the tow boat landed at Mem- 
phis docks, Walter unloaded his car 
with bolts, nuts, wire rope, the V-belt, 
parts for a pump, packings, and 
number of other items, went on board 
and helped with the installations. 

At 8:30 the boat pulled out, exactly 
on schedule with a happy captain and 
crew. 


Wage-Hour Regulations 
Explained in Booklet 


“OUR CABLE KING SAVES US OVER A recent publication by the Depart- 
. [ Labor, “Executive, Adminis- 

25% IN OPERATING TIME”, SAYS aie, Peake... taalde 
Salesman Redefined” presents the lat- 

THE CAMDEN -WIRE COMPANY oa Wadi Gene ae fy ci 
regulations of the 40-hour week as 

—— —_ . . prescribed under the Wage-Hour Act. 
TO YALE DISTRIBUTORS AND The booklet outlines the require- 
SALESMEN: ments of the Act in clear, concise 


This is No. 13 in a series of Yale Hoist fashion and contains detailed instruc- 
fact stories appearing in a large group of H S > seeping 2 ™ 
amon ante patina t bale tae mek tions on record keeping and on meth 
Follow this series. Each ad is full of testified ods for employers to use in calculating 
cas Gogumeee. their employees’ regular rate of pay 


on which overtime is based. The new 


HHH 1 25% is a lot of time to save. Yet that’s the saving edition includes, among other changes, 
: SeRN effected by The Camden Wire Company through a complete alphabetical listing of the 


" wage orders issued to date. 
i the use of their Cable King Wire Rope Electric 


‘ 8 Hoist. 


Here is an excerpt from their testified statement: 










“The Yale & Towne Cable King recently pur- 
chased has been installed and is doing a fine 
job. This hoist replaced other mechanical equip- 
ment and we figure it saves about 25% out of 


every hour of the operator's time.” 


Figure how much time your operators are now 
consuming for hoisting operations. Cut it by 25%. 
Now, don’t you think it might be worth your while 


to find out more about the Cable King? 


For full information contact your local Yale dis- 
tributor or write direct. 


POWER HOUSE The Tongass Trading Co., Ketchekan, Alaska, 


representative of the Pacific Marine Supply 
Co., landed a sweet order for Plymouth 


THE YALE & TOWNE MFG. co. | rope to moor the new Pacific Alaska Air- 


| ways’ Clipper. 
4a Y A a - PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A 


IN CANADA: ST. CATHARINES, ONT 











Busy? Here it is late Saturday afternoon, 
when most people are relaxing. But two- 
thirds of the firm Carter, Milchman & Frank, 
New York distributors, namely Joe Frank 
and Herman Milchman, are just stepping 
out of the office where orders have been 
pouring in in such volume as to interfere 
seriously with their ambitions for the quiet 
life. 


Campbell Hardware 
To Open Branch Store 


Wallace Campbell, president of the 
Campbell Hardware Co., Seattle, 
Wash., announces that a new branch 
store will be opened about December 
1, at 2726 First Avenue, South. This 
is only about two miles from the 
home store, which has been for many 
years at 108 First Avenue South. 

As the company is now preponder 
antly industrial supplies in its scope, 
the need was felt for a headquarters 
near the center of the expanding in- 
dustrial district, where better service 
could be rendered and parking facilities 
would be available. The new store will 
carry a complete line of machinists’ 
tools and shop supplies, and will open 
with three men. 


The inside staff at Penn General Supply in 
Pittsburgh, gather around D. E. McVeigh, 
to register satisfaction with the morning's 
mail. Left to right are J. F. Houser, John 
Tierney, Mr. McVeigh and T. R. Raab. 
Note the pleasant modernistic surroundings 
which boasts indirect lighting and air 
conditioning. 





THE PUL-LIFT IS 


“at ; AA 


ON ANY JOB 


TO YALE DISTRIBUTORS AND SALESMEN: 


This is No. 14 in a series of Yale Chain Hoist 
fact stories appearing in a large group of 
leading trade publications to help you sell. 
Follow this series. Each ad is full of testified 
sales arguments 


The Yale Pul-Lift is the most versatile tool you ever 
saw ... it fits in on almost any kind of job. You 
can't get it out of position. It pulls! It lifts! No 
tool chest should be without it. 


It's truly a portable hoist . . . weighs approximately 
75%, less than conventional portable hoists. In addi- 
tion, the Pul-Lift brings you these extra features: 


Safety top and bottom hooks open slowly, without fracture, 
in case of severe overload. Positive protection to the operator, 
the load and the mechanism! 


Roller Chain is specially designed and free-rolling. Heat-treated 
steel parts give this chain ultimate strength nearly five times the 
rated capacity of the hoist for plus safety! 


Universal rachet-type handle action for short easy strokes in 
cramped quarters. Operated at any point in a complete circle. 
You can’t corner this* hoist! 


Self-actuated load brake, screw and disc type. Brake pressure 
increases in direct proportion to the load. There’s not a possi- 
bility of a flying handle! 


Ask your distributor to tell you about (5) the strong hous- 
ing, (6) special bottom hook swivel, (7) handwheel that frees 
the chain, (8) heat-treated load sprocket, (9) ease of lubri- 
cation and the many other features of this all-purpose tool 
that both pulls and lifts. Or write to us direct. 


Capacities % to 6 tons 





IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists. Electric Hoists, Electri 











THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 





drudgery, time and money 


profit by making 
pipe work easier 
in busy 1941 


Sell Easy-Working 
RIEFeID Pipe Wrenches 


to Save your customers 









§ ew country-wide demand this year is to 
produce more and faster. You can do your 
share by selling tools that save effort, cut the 
strain of heavy production schedules — like 
RIZAID Wrenches. The full-floating chrome 
molybdenum jaws grip without slipping, let go 


without jerk. 


Pipe scale on hookjaw means 


quick-setting to pipe, adjusting nut spins easily 
in all sizes, 6” to 60”. Comfort-grip alloy I-beam 
handle, whole tool is balanced for effortless 
work. And that guaranteed housing practically 
ends waste of time and money making repairs. 
Help your customers take it easier—accomplish 
more—and they buy more RIGAIDS at your 


Supply House. 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO 
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a WORK-SAVING PIPE TOOLS a Pe 


No More 
Housing 
Repair 

Expense 
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experiences on being 











That Tough First Year 
Described By Salesman 


Mature salesmen may be well quali- 
fied, by years of experience, to hold 
forth with authority on the precepts 
of success in selling, but just fresh 
irom the first few miles of knocks 
and bumps, Roy Pedersen, Pedersen 
Bros. Tool & Supply Co., Chicago, is 
peculiarly qualified to report on his 
introduced to 
the job of selling supplies. 

A graduate of Northwestern Uni- 
versity, Roy worked afternoons and 
Saturdays, all through high school and 





At his desk early, Roy Pedersen clears away 
| mail and office details so that he can 
attack his outside selling job promptly. 


college, in the stockroom or Peder- 
sen Bros. He filled orders, wrapped 
packages, took telephone orders, dou- 
bled on the call counter and in the 
pricing department. 

“All this preliminary work, frankly, 
seemed unnecessary at times. But it 
certainly proved its value many times 
over during the first few months. Most 
of the early orders were signed be- 
cause I could talk the customer’s lan- 
guage, knew our stock backwards and 
forwards, and could make definite 
promises of delivery.” 

Circumstances put Roy on the spot 
soon after he first took up his brief- 
case. The death of Fred Cutter, one 
of the firm’s most experienced sales- 
men, faced him with the necessity of 
taking over a_ going 
holding established business in the 
face of competition. ‘Any idea I had 
of calling on Fred’s accounts and pick- 
ing up where he left off was quickly 
squelched,” he says. “Other supply 
salesmen were calling on these oc- 
counts, 


territory and 


had been for years, and nat- 
urally were getting a percentage of the 
business. Now they put on the pres- 
sure and tried for more. 

“Despite a good send-off, I realized 


| that each purchasing agent had a set 
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of eccentricities. Each had some set 
way of liking to be approached, and 
the only way I could find out was to 
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Keys To High 


Production 








Industry’s 
FIGHTING TURRETS 


Slip a drill, or reamer, or tap, or counterbore into a 
turret lathe, and you’ve got some of the best ammu- 
nition available to build our bulwarks of defense. 

Because the efficiency of the mightiest machine 
depends upon the tool at its workhead, there is 
built into Morse Tools the high quality that insures 
maximum production. Morse Twist Drill and Mach- 


ine Company, New Bedford, Massachusetts, U. S. A. 
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Specifications, dimensions and prices on the com- 
plete line of W-S Forged Steel Fittings are listed in 
this new bulletin @ W-S Screwed Fittings of forged 
carbon and alloy steels in three pressure classes — 
2000, 3000 and 6000 pounds @ W-S Socket 
Welding Fittings of forged carbon and carbon- 
molybdenum steels for use with Schedule 40, 80, 
160 and double extra heavy pipe @ Several pages 
of usable engineering data have been included. 
Information that you will find helpful in solving 
your piping problems. Write for your copy now! 
THE WATSON-STILLMAN CO., ROSELLE, NEW JERSEY 


ESSURE 
TEMPERATURE 


Use the pressure-temperature charts on 
Pages 21 to 25 of Bulletin A-3. You will 
find them most helpful in selecting the 


right class of fitting for your particular 





requirements. 


WATSON-STILLMAN 


Forged Steel Fittings 
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bump my head enough times against 
each one. Some want you to come in, 
spill your story and get out. Others 
want to chin a bit. Some make a 
point of not seeing you on every call. 
Others welcome you royally, chew 
the fat and stall off giving you a shot 
at some of the profitable business. 
Some always have a kick or com- 
plaint to make. 

“One of the hardest battles I had 
in the beginning was to ‘make calls 
on those accounts which continually 
turned me down or refused to see me. 
It seemed easier to keep calling on 
those p.a.’s who were friendly. I 
licked this by making up a regular 
schedule of calls on every customer 
or prospect and following through on 
the schedule conscientiously. Another 
danger spot was the natural human 
tendency to pass the buck whenever 
a customer complained. By adopting 
an attitude of complete responsibility 
for the mistake and promptly tracing 
it down myself the customer was en- 
couraged to rely on me for service. 
And, by quietly going about the trac- 
ing of the mistake in the office, by 
not making a loud noise every time 
over little errors, the boys on the 
inside were more eager to cooperate 
on service.” 


Four Companies Join 
Under Hill Acme Name 


Four nationally known companies 
have joined under the single name of 
The Hill Acme Co. They are: The 
Hill Clutch Machine & Foundry Co., 
Cleveland; the Acme Machinery Co., 
Cleveland; Cleveland Knife & Forge 
Co., Cleveland; and the Canton Foun- 
dry & Machine Co., Cleveland (for- 
merly of Canton, O.) 

The Hill Clutch Machine & Foun- 
dry Co., owner of the Cleveland Knife 
& Forge Co., and the Canton Foundry 
& Machine Co., has purchased the 
Acme Machinery Co., Cleveland. 





These are no false props surrounding the 
dynamic president of the L. A. Benson Co., 
Baltimore. Mrs. L. A. Benson can give many 
male executives a head start on a day's 
work and catch them by noon. 
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WITH 25 STATIONS 
















Your Big PLU 











Atlanta, Ga. 
Boston, Mass. 
Buffalo, N. Y. 
Chicago, Ill. 
Cleveland, Ohio 
Dallas, Texas 
Denver, Colo. 
Detroit, Mich. 


Selling Point 


A sure sales closer—when you tell customers 
how Van Dorn’s Nation-wide “network” of 25 
Factory Branches saves “time out” for tool 
repairs! Van Dorn thus eliminates sending tools 
“back to the factory,” with expensive delays and 
production tie-ups. No matter where a customer 
is located, there’s a Van Dorn Service Branch 
nearby—manned by factory-trained mechanics, 


One of These Branches is Near Your Customers 


Indianapolis, Ind. 
Kansas City, Mo. 
Los Angeles, Cal. 
Memphis, Tenn. 
Minneapolis, Minn. Seattle, Wash. 
New Orleans, La. 
Newark, N. J. 
New York, N. Y. 


lee 


——— 





ao 


Oakland, Cal. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
San Francisco, Cal. 


St. Louis, Mo. 


Montreal, Que., Can. 
Toronto, Ont., Can. —=L= 


equipped for efficient, speedy servicing with 
genuine Van Dorn replacement parts. Van Dorn 
jobbers have a big 2-fold selling advantage. 
First, Van Dorn Tools need minimum servicing. 
Second, should tools require overhaul, prompt 
servicing is within easy reach. Stress these 
points—and you swing sales! Van Dorn Electric 
Tools, 717 Joppa Road, Towson, Md. 





(O.V¥. 


THE “RED- 





OF BLACK & DECKER 





MFG. CO.) 


HEADED” PORTABLE ELECTRIC TOOLS 
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A COAST-TO-COAST HOOK-UP 


To Give Your Customers Better Service 
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‘Helps Supply Houses 


Get More 
Business 





William. A. Corse of Root, 
Neal & Co., Buffalo, N. Y., 
says: “The Yarway certainly 
helps supply house salesmen 
to get more steam trap busi- 
ness. The novel design and 
ease of demonstration makes 
it a good item to feature in 


our sales work.” 
- 


Why don’t youinvestigate the Yarway 
—largest-selling steam trap in the 
supply house field. Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 








| selling job by the Barrett-Christie Co.. | 








New Missouri Tax Law 
Causes Complications 


With the promulgation of a new | 
regulation covering the taxable status | 
of sales of merchandise to be shipped 
into Missouri in interstate commerce, | 
sellers are faced with the necessity of | 
making a collection on all sales made | 
in the state. As a means of advising | 
supply sources on the new law, the | 
Coleord-Wright Machinery & Supply | 
Co., St. Louis, sent the following let- 
ter to 20() manufacturer sources of 
supply : 


Gentlemen: 


The state auditor of Missouri has 
promulgated a new regulation cov- 
ering the taxable status of sales of 
merchandise to be shipped into Mis- 
souri in interstate commerce. Full 
text of the new regulation involv- 
ing this type of transaction is at- 
tached. 

Accordingly, sales of an inter- 
state character, hitherto exempt, 
now come within the scope of the 
Missouri Sales Tax Act. 

The tax is imposed at the rate of 
two per cent on the sale and the 
Act further provides that it be col- 
lected from the purchaser. Not to 
do so is unlawful and shall be con- 
sidered a misdemeanor. 

Hence, we are making arrange- 
ments to charge and collect this tax 
on all direct factory shipments on 
and after Oct. 1, and it occurs to us 
that unless you do likewise on all 
sales for delivery in Missouri, you 
may unwittingly be subjected to a 
contingent liability that otherwise 
could be avoided. 

If you do not wish to burden 
yourself with the responsibility of 
charging, collecting and remitting 
this tax on orders placed with you 
direct by Missouri consumers, you 
can eliminate the necessity for do- 
ing so by arranging to invoice all 
such shipments through Missouri 
dealers. Transactions of this type 
would constitute sales for purpose 
of resale and transfer tax liability 
to the Missouri dealer. 

In view of the above we would 
appreciate your prompt response in- 
dicating the procedure that you will 
follow, 

Colcord-Wright Machinery 
and Supply Co., St. Louis 


Given Sales Job 


R. K. Lee has been promoted to a 


Chicago. Mr. Lee replaces J. K. 
Adams who died recently. The firm 
has improved facilities in its stock 
room by installing fluorescent lighting | 
and steel shelving throughout. 
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What does a 
DART SALE 





—_— PROFITS, of 
course. But the full value of 
a Dart sale goes far beyond 
that: Darts do the kind of a job 
that makes customers stick 
with Darts, makes them keep 
coming back for more. One 
sale turns into many. One 
profit into real money. The 
reason is pretty simple. Darts 
not only give quick sure tight- 
ness when installed: they can 
be taken down and re-installed 
again and again with per- 
manent tightness every time 
. . » In other words, your cus- 
tomers get more per dollar, 
and you get more per sale. 


i oe 
M. DART MFG. CO., Providence, R | 
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SPECIFYING AND BUYING AUTHORITIES TO HELP YOU SELL 
IN MAJOR INDUSTRIES 

= MORE LUNKENHEIMER 
REMEMBER... ghiswung. CHECK VALVES 

LA This month the advertising pages of leading trade jour- 
; e nals reaching virtually every type of industry will present 
; some sales-making facts on Lunkenheimer Check Valves. Be 


YOU CAN USE IT WITH 
[ GREAT EFFECTIVENESS 


tives who, year after year, have found that the surest 
way to convince buyers of Lunkenheimer’s ‘Engineered 
Superiority” is to take a Lunkenheimer valve apart and 
\ compare it point-for-point with whatever valve the pros- 
j pect has been using. Throughout the year, our advertis- 
% ing will feature this visible proof of Lunkenheimer qual- 
ity, so take full advantage of a proven sales strategy 
... make point-for-point comparisons on every call. 











SELL QUALITY-SELL LUNKENHEIMER 
The Line cf Correctly Engineered Valves 
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prepared to follow up this potent advertising with a thor- 


z ough distribution of our attractive and informative new 
WHEN YOU'RE SELLING Circular No. 588 which illustrates the various patterns in 
“CORRECTLY ENGINEERED” the Lunkenheimer line and convincingly explains the need 

for dependability in Check Valves. 

LUNKENHEIMER VALVES : 

: . Don't miss this opportunity to get more orders — make 

4 Lunkenheimer Check Valves the sales topic on every call. 

Profit from the experience of our own factory representa- 


ESTABLISHED 1862 


THE LUNKENHEIMER 


—wQUALITY’=— 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 
BOSTON PHILADELPHIA 
—_—_— 


EXPORT DEPT. 316-322 HUDSON ST.. NEW YORK 
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in SOCKETED 
SCREWS 
















FLAT HEAD 
Cap Screws %& 


Our Distributors report a quick response to 
this latest market-attraction from Hollow Screw Head- 
quarters. It swings more sales to your Allen line with 
practically no more sales- effort. 

This socketed screw sets up flush when seated in a 
regular countersunk hole. The head engages solidly in 
the countersink, giving great rigidity of grip. 

It’s “pressur-formd” of ALLENOY steel by the process 
that shapes the steel-fibres to the contour of the screw 
head by continuous grain-flow; no cut fibres. This in- 
creases strength for tight set-ups. 

It's “duo-process” threaded, which makes the axial 
fibres of the steel conform to the contours of the thread 
profile. ALL of the thread surfaces engage in the tap- 
ped hole, ensuring evenly -distributed friction- pressure 
over the entire length of thread. This increases holding- 
power under vibration. 


Available (from stock) in 90 standard sizes from No. 


4 to 34-inch. And like all other Allen products, SOLD 
ONLY THROUGH THE MILL SUPPLY DISTRIBUTOR. 


THE ALLEN MANUFACTURING COMPANY 
HARTFORD, CONN., U.S. A. 
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L. A. Jack is getting a big kick out of 
the morning mail. Even though he's head 
man of the Northern Machinery & Supply 
Co., Minneapolis, Mr. Jack believes in be- 
ing the first one in the office every morning. 


Buchanan Named Director 
At Allis-Chalmers Meeting 


W. C. Buchanan, president of Globe 
Steel Tubes Co., Milwaukee, was 
elected a member of the board of di- 
rectors of Allis-Chalmers Mfg. Co. at 
the company’s board meeting in New 
York. Mr. Buchanan was named to fill 
one of two vacancies on the Allis- 
Chalmers board created by the deaths 
of Gen. Otto H. Falk and Oscar 
Gubelman. 

In the early part of 1929, Mr. 
Buchanan joined Keystone Steel & 
Wire Co., Peoria, Ill, as president 
and general manager. He resigned 
that post to take his present position 
with Globe Steel Tubes in Milwaukee. 
With his wide experience in plant 
management, it is felt he will bring 
to the Allis-Chalmers board a first 
hand knowledge of manufacturing 
problems. 





Bill Kalibak, left, and Stewart Isbister, of 
the A. W. Davis Supply Co., Portland, Ore., 
report their company is pushing wire rope 
extensively, and further assert that they are 
the ones who do most of the pushing. 
This reel contains 15,100 ft. of %-in., 6-19, 
Seale plow hemp cable (Wickwire-Spencer). 
It weighs 19,760 Ibs. gross. Davis. Supply 
handles a lot of wire rope, stocking up to 
nearly half a million feet of all sizes from 
Yg-in. to 1%-in., including quite a lot of 
Wisco Lay preformed cable. 
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STRAIGHTENING drive shaft after jam up 
on conveyor. Porto-Power, in a pull com- 
bination, shown making temporary repairs 
while other work at big furnace proceeds. 
Porto-Power saves costly overtime and ex- 
pensive production shut-downs. 


\ WHAT ‘Porto-Power iS 


HYDRAULIC HIGH-PRESSURE ALL-DIRECTIONAL SPECIAL 


PUMP HOSE RAM ATTACH- 


—," 3, a MENTS 


COP OFF SALES BY BREAKING “BOTTLENECKS” 


Show your customers how Porto-Power with its 4 to 50-ton rémotely con- 
trolled, all-directional hydraulic rams and special attachments lick main- 
tenance emergencies. And when they learn how Porto-Power keeps ma- 
chinery running, production up, conserves man-power, cuts time losses 
— you've got yourself some mighty sweet orders and good-will! If your 
house is a stocking Blackhawk Distributor — be sure that all your cus- 


tomers know about this major development. 
Sete Cheong estaliivhed A Product of BLACKHAWK MFG. CO., Dept. P1611, Milwaukee, Wis. 
Industrial Supply Houses. 
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SIMONDS 


“RED TANG” 


Files with teeth that 
cut like a Metal Saw. 
Remove more metal. 
Stay sharp longer. 
Any style or length. 
First grade only. 


Best sellers-—Best cutter: 
Write for book ‘‘File Facts.” 


SIMONDS SAW AND STEEL C0. 


FITCHBURG, MASS. 











C. & H. Supply New 
"Comers" in Seattle 


The C. & H. Supply Co., 2723 First 
Ave. So., Seattle, starting from 
scratch in March, 1940, without either 
of the principals having been in the 
supply business in any field, seems 
to be off to a nice start. This picture 
of the interior of their new store 





shows W. K. Houston, vice-president 
and sec.-treas. in the foreground. Back 
of the counter are Ralph Stewart, 
outside salesman and 2 W. McMann, 
counter salesman. 

The other member of the firm is 
Phillip Coffer, president. Both Mr 
Coffer and Mr. Houston were for 
many years connected with the B. F. 
Goodrich Co. in Seattle. 

Metal, precision and machinists’ 
tools are their specialty. The list of 
lines speaks well of their ability to 
handle the business and render a real 
service to the industrial plants of that 
territory. To name a few: Union 
Twist Drill; Diston metal cutting 
tools; the Norton Co.; Stanley Elec- 
tric Tool Co.; Cleveland Pneumatic 
Tool and P. & C. Hand Forged Tool 
Co. 

There are three salesmen, besides 


the principals. The store is located 
in the heart of Seattle’s industrial 
district. 


Peer. _ 








"Well, fellows, are you coming or going?" 
chuckled B. O. Schmaling (in background) 
of Factory Supplies Co., Rockford, Ill., as 
Doug Clay (left) checked in and Ray Len- 
burg prepared to go trouble shooting with 
L. B. Burt (right) of Lincoln Engineering 
Co. 
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“RED END" 
HACK SAWS 


3 GRADES 


BRIGHT BLADE 
Full High Speed Steel for toughest 
kind of Production Cutting. 


RED BLADE 


Molybdenum Steel Blade. Long 
wearing. Exceptional cutting quality. 


BLACK BLADE 


Regular Tungsten Steel Blade for 
general work. 


The RED END trade-mark is a guarantee of 
quality for each grade of blade. Write for 
booklet “Hacksaw-ology.” 


SIMONDS 


SAW AND STEEL COMPANY 
Fitchburg, Massachusetts, U.S.A. 
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Better Grinding Wheel Production 
Facilities — Better NORTON SERVICE 


The extensive Norton plant modernization program in 
the interest of Norton Service to grinding wheel users 
is now nearing completion. Api! if 
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t buildings permit greatly 
acilities: 


—new tunnel kilns for increased 
burning capacity 


9 —more and better equipment for 
such operations as truing, bush- 
ind. balancing, testing and grading 


—an extensive conveyor system for 
easy handling without loss of time 













rubber and shellac bonded) is equipped 
modern press and oven equipment. fa 
‘ ae 


Alundum and Crystolon abrasives are being produced 
at the Norton electric furnace plant in both variety 
and quantity greater than ever before. 


NORTON COMPANY, WORCESTER, MASS. 





NORTON ABRASIVES 
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You can take an unknown 
product and sell it: any good 
salesman can if he will put the 
time and effort on it. But why 
sell wire rope clips the hard 
way? 

Make your working time more 
productive by selling the clip 
that has been recognized as the 
standard of wire rope fasten- 
ing safety since 1883 .... 


Those fifty-seven years of prov- 
ed dependability are backed 
by these strong selling helps: 


© Advertising in the national 
construction and industrial 


magazines. 


® Incessant direct mail pres- 


sure. 


® Liberal sales assistance to 
distributors in the form of 
imprinted literature, etc. 


® Striking display pieces for 
use in the distributor's sales- 


room. 


Use the prestige of the Gen- 
uine CROSBY CLIP to make 
more money for yourself in 


1941, 






AMERICAN HOIST & 


& DERRICK co. § 


cnicaco ST. PAUL, MINN. new vorx "7 N 


AMERICAN TERRY DERRICK CO 


SOUTH KEARNY WOU 








Who says that welding rods cannot be 
made into an attractive window display? 
J. H. Tadlock, manager of the J. E. Hasel- 
tine & Co., branch in Seattle, Wash., de- 
cided that with 75 types of rods, in various 
colors, to work with he ought to be able to 
do something clever. This picture shows 
the result, minus the color effect. The 
window is a real "stopper". 


Wide Demand for 
Quick-Assembly Aids 


The assembly of gear boxes of 
“Monarch” lathes is an excellent indi- 
cation of the urgent need for assembly 
ir service aids that will give expanded 
and uninterrupted production. For 
example, it is important to have 
accurate anti-friction bearing adjust- 
ment so that the cap holds the bearing 
at exactly the right pressure against 
the shoulders of the shaft. Too snug 


a fit would cause hot bearings. Too | 
free a set would throw gears out of 





mesh, with consequent chatter, end 
motion, and excessive wear on gears. 
lo eliminate lengthy grinding and 
fitting operations, Monarch utilizes 
the advantages of laminated shim cut 
to their specification. By such ad- 
justment accuracy is insured, bearing 


ind gear efficiency are made certain 
Subsequent 
service operations are likewise simpli- 


ind their life prolonged. 


fied because the shim laminations are 


merely peeled off the “solid” shim as 
required. 

\n attractive market is indicated by 
this, because many older, less modern 
but similar machine tools can be fitted 
with laminated shims in order to 


simplify subsequent adjustments made 
necessary by wear. 
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What a user said: 


A contractor who was faced with 
the difficult task of supporting a 












heavy conduit across a wide ex- 
cavation used a suspension 
bridge structure and made all 
ropes secure with Genuine 
CROSBY CLIPS. After the suc- 
cessful completion of the job he 
reported: “We insisted on Genu- 
ine CROSBY CLIPS and the work 
was completed without a slip.” 


Says a dishibutor: 
“It is a pleasure to sell CROSBY 


CLIPS as we never have any 
complaints from them.” 


In standard 4é30 containers 

For convenience in handling and stock- 
ing, Genuine CROSBY CLIPS from 1%" to 
1" are put up in standard size contain- 
ers. Clips of larger sizes — 3 16” to 1” 
— are packed in barrels and kegs. 
Tough fibre cartons 
for the 14" size and 
smaller quantities of 
any size up to 12”. 
Also for small lots of 
mixed sizes. 
Standard packing 
for all sizes from 
3/16” to 1”. Stoutly 
made wooden boxes 
with hand grip on 
each end. 


* Genuineg Red thor 
yOO CLIPS: 


= 


Catalog No. CCB-13 
gives all the import- 
ant facts. 

Be sure you have a 
copy of this catalog 
— write for it now — 
Ask also about auth- 
orized distributor- 
ship. Make money 
with CROSBY CLIPS. 


AMERICAN HOIST 
& DERRICK CO. 


cuicaco ST. PAUL, MINN. new vorx 


AMERICAN TERRY DERRICK CO souTw Kearny wy 
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Copyright 1937—W. O. Barnes Co., Inc. 
Sixth Printing—December 1940 





Yours for the Asking! 


Here is a booklet packed with practical, understandable, usable informa- 
tion that has helped overcome many of the common difficulties fre- 
quently encountered in the operation of hack saw blades and band saws 
—difficulties that often result from mistaken ideas that are here discussed 
in detail. It's a booklet loaded with facts, charts, pictures—the result 
of the combined experience of an organization of specialists which for 
years has been devoted to the manufacture and sale through distributors 
of Barnes Better Hack Saw Blades and Band Saws. 


Your request for a copy of the Barnes Manual should be made on your 
business letterhead. 
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DESMOND Is PREPARED 
TO PROMPTLY SERVE 


DISTRIBUTORS’ 


GRINDING WHEEL DRESSER 
AND CUTTER REQUIREMENTS 






DESMOND 
HEAVY DUTY 
DRESSER 





DESMOND HEX DRESSER 


Grinding wheels must be kept fast cutting and accurate to maintain production 
and from our complete line you can supply your customers with the proper 
dresser for all of their wheels. 





_ 








DESMOND DIAMO-CARBO DRESSER 


Our large and complete stock enables us to make prompt shipment of all types 
and sizes of dressers and cutters. Write for copy of our catalog and jobber’s 
price sheet. 





DESMOND HUNTINGTON 
DRESSER 


SIMPLEX 





DESMOND CUTTERS 


VISES | 


STEEL 
SLIDE 





DRILL PRESS & MILLING MACHINE VISE 


MACHINISTS’ VISE 


We manufacture a complete line of Machinists’, Combination Pipe, Welders, 
Production, Filers, Drill Press & Milling Machine Vises for most industrial require- 
ments. The exclusive solid steel slide makes them stronger and more serviceable. 


Write for copy of our new vise catalog and jobbers price 
sheet and start to secure your share of this business 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


We manufacture the only complete line of Dressers and Cutters 
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H. M. Soars (left), president and general 
manager of Sprout Waldron & Co., Muncy, 
Pa., announced the appointment of J. How- 
ard Waldron (right), as general sales man- 


ager. Mr. Waldron is the son of the late 
Mr. Waldron, one of the founders of the 
firm. He has been actively engaged for 
many years in the company’s field sales 
activities. 


Johns-Manville 
Plans Expansion 


A $625,000 expansion program by 
Johns-Manville has been approved by 
the directors, according to President 
Lewis H. Brown. The program will 
include the installation of manufactur- 
ing equipment in the recently acquired 
plant at Zelienople, Pa., where insulat- 
ing brick will be manufactured, and 
the building of new warehouses at the 


company’s plants at Nashua, N. H., 
and Richmond, Ind. 
Fred J. Davis 
On October 28, Fred J. Davis of 


Detlefsen & Davis, Chicago, Illinois, 
passed away at the age of 54. Before 
joining this company, Mr. Davis had 
been mid-western representative for 
the Miller Falls Co. of Greenfield, 
Mass., for twenty years. 





This aggressive group of inside salesmen 
for Louis Hanssen’s Sons, Inc., keep on 
their toes filling the wants of Davenport, 


lowa, industrial customers. Left to right: 
H. L. Lemburg, O. G. Fisher, A. P. Kohn, 
Fred Reitemeyer and Harry Potts. 
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AND Medanrt orrers You... 


THE OPPORTUNITY TO PERFORM COMPLETE SERVICE 


@ Your opportunities to serve 
industry and the nation better 
are greater today than ever be- 
fore. Emergency production de- 
mands emergency service and 
the Mill Supply Distributor has 
established his ability to supply 
that type of service over a long 
period of years. 


WCE 's 
- PRINCIPAL 


sTOCK IN TRADE.-- 














In the power transmission 
field, Medart, with a complete 
line of power transmission 
equipment, enables you to step 
up your service function to meet 
emergency conditions. The 
Medart distributor policy is 
sound and will fully meet the 
requirements of your territory. 


MEDART PERFORMS MANY COST-REDUCING 
FUNCTIONS FOR YOU 


@ Just as the Mill Supply Distributor reduces costs to industry by reducing: 


Stock Turnover... Interest Charges... Obsolescence 
and Depreciation... Transportation and Handling 
... Purchasing Costs... Warehousing 


—so does Medart reduce cost to the Mill Supply Distributor. Concentration in 
buying your complete line of power transmission equipment from Medart 
in turn reduces your costs just as your concentrated buying reduces costs to 


your customers. 


Medark Disbributoars will enjoy many aduantages during 1949 in 
handling a complete line of power lLransmission equipment under 


ARS ey 
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@ Speed — economy — safety! That’s the 
demand of American industry today. And 
the Wright Improved High-Speed Hoist is 
one of the answers to that demand. 

In the first place, the inclusion of the 
words “‘High Speed”’ in the WRIGHT HOIST 
name is a statement of fact. They mean 
what they say. The WRIGHT HOIST is fast, 
smooth and positive in action—because of 
its load wheel and driving spindle bearings. 

Wright’s economy comes through its 
rugged and precision design—its year-in 
and year-out durability—its full zinc coat- 
ing which makes WRIGHT HOISTS immune 
to corrosion. 

And safety is inbuilt. The load chain has 
a safety factor of 7 to 1 and the special 
process steel of which it is made permits 
the chain to elongate (because of over- 
load) 3” to the foot before breaking. This 
same visual factor of safety is inherent in 
the bottom hook because this hook will 
slowly open to indicate overload beyond 
the elastic limit of the chain. 

WRIGHT TROLLEYS are made to give 
the same fast —economical—safe service as 
WRIGHT HOISTS. Write for your copy of 
the new Wright Catalog and learn the 21 
points of WRIGHT superiority. 


WRIGHT MANUFACTURING 
DIVISION A, 


YORK, PENNSYLVANIA 


AMERICAN CHAIN & CABLE : 


COMPANY, Inc. 
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A seasoned pilot with many years experi- 
ence, J. H. Burton, Black & Decker salesman 
in Virginia and West Virginia, owns his own 
Luscombe two-seater cabin plane. Joe uses 
his plane quite a bit in covering his terri- 
tory and has found it especially helpful in 
making contacts with airplane manufactur- 
ers, airports, etc. He is shown here point- 
ing out the features of the B.&D. aircraft 
valve seat grinder to the head of the main- 
tenance department at Richmond Air 
Transport & Sales Corp. 


“Men You Never See" 
Introduced to Salesmen 


“Let’s Get Acquainted” is the title 
of a clever booklet recently sent by 
Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn., to several thousand 
of the firm’s distributor salesmen. On 
the theory that many of the inside 
people in the manufacturer’s sales de- 
partment are known to outsiders only 
through correspondence, these insiders 
are pictured informally and a short 
sketch tells of the personal traits of 
each. 

In the back of the booklet is a 
reply card offering the reader an op- 
portunity to return the favor by tell- 
ing the manufacturer all about him- 


self. Returns on this reply card have 


been heavy, according to Louis H. 
Brendel, manager of jobber relations. 





Cliff M. Rogers, with his Industrial Products 
Co. of Seattle, Wash., is doing an increas- 
ingly good job as distributor of special 
supplies and industrial equipment. His or- 
ganization is growing, so that it was pos- 
sible to collect six together at one time. 
Starting at the left: Douvall J. Martin, sec.- 
treas.; Guy S. Connolly, salesman; Homer 
E. Jones, warehouse man; Cliff M. Rogers, 
president; William W. Truesdall, vice-presi- 
dent; Miss Neva Creasy, stenographer. 
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Boost Electric Screw Driver Sales! 


NEW THOR PIX-UP FINDER AND ADJUSTO-TRAY nicks UP SCREW AND HOLDS IT FOR-DRIVING 





1. SORTS... 


Screws are tossed on 


slotted Adjusto-Tray. 
They drop into the 
slots with heads up, 
ready for instant 
pick up. 


2. PICKS UP... 


Screw driver is low- 
ered to Adjusto-Tray, 
which depresses to 
thrust screw head in- 
to “Pix-Up” Finder. 
Grip is secure. Screw 
perfectly aligned. 


3. DRIVES! ... 


The screw driver is 
brought to the work 
and the screw driv- 
en. One, two, three 
—the job’s done! 
Assembly goes 3 to 9 
times faster! 





INDEPENDENT PNEUMATIC TOOL CO. 
600 West Jackson Bivd., Chicago, Ill. 


BIRMINGHAM 
BOSTON 
BUFFALO 

CLEVELAND 
DETROIT 


ST. LOUIS 
SALT LAKE CITY 


SAN FRANCISCO 


TORONTO 
LONDON 





Though Thor portable power screw drivers have 
long been highly efficient at driving screws, the 
hand operations of picking up, starting, and 
guiding have always constituted a costly bottle- 
neck in assembly operations. But no more! For 
the new Thor Pix-Up Finder and Adjusto-Tray, 
teamed up with Thor Power Screw Drivers, re- 
duces screw driving to three quick steps, almost 
entirely mechanical. Now it’s simply — sort... 
pick up... drive! And assembly goes 3 to 9 times 
faster! Any Thor portable power screw driver 
can be equipped with the new Thor Pix-Up 
Finder to drive any size or type of screw. 
Write for Sales Information. 


atti ee ee ee ee) 


SALES of Thor Portable Electric ; 

Screw Drivers are greater now than  ! 

ever before! Credit goes to Thor 
Distributors for their enthusiastic 

R support of the new Thor Pix-Up_ ! 
Finder, which has completely mod- : 
4 

i 

‘ 

' 

‘ 

e 

’ 


’ \ 4 
LOS ANGELES Df) ‘ ernized power screw driving. 
MILWAUKEE Why not join this profit parade? 
NEW YORK ial Any of the Thor offices listed at left 
PHILADELPHIA will be glad to give you the facts. 
rims dn eee wwundiad 
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The completion of 100 years of successful service by fhe C. S. 
Mersick & Co. is fittingly marked by the distribution of. their 
twelfth Donnelley-compiled catalog. 


BUY CATALOGS on Value 


% Donnelley catalogs are compiled for distributors who are 


building for permanent success—distributors who recognize 
the importance of catalogs that reflect the quality of their 
goods and the standing of their houses. 


% Now—when time is money—Donnelley’s offer you the 
fastest delivery, with the least work for your organization, 
plus “repeat order” accuracy and dependability. 





R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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Chicago P. T. C. Elects, 
Announces Spring Program 


At a regular monthly meeting of the 
Power Transmission Club of Chicago, 
held early last December in Machinery 
Hall, the membership elected a new 
roster of officers for the year 1940- 





Newly elected officers of the Power Trans- 
mission Club of Chicago get together for 
a confab. Left to right: secretary, C. White 
(Ray M. Ring Co.); president, V. K. Alex- 
ander (Manheim Mfg. & Belting Co.); vice- 
president, K. B. Stiles (Chicago Belting 
Co.); and treasurer, G. E. Zimmerman 


(R. & J. Dick Co.) 


1941. The new officers are: president, 
Vincent K. Alexander (Manheim 
Mig. & Belting Co.); vice-president, 
K. Brad Stiles (Chicago Belting 
Co.); secretary, Claude White (Ray 
M. Ring Co.) and treasurer, George 
FE. Zimmerman (R. & J. Dick Co.). 
The club has a registered membership 
of over 150. 

In his first message to the member- 
ship, President Alexander stated, “Be- 
cause our purpose as a club is to 
foster, stimulate and encourage our 
knowledge in commonly used mediums 
of transmitting power, the officers of 
the club have already arranged a 
series of interesting educational meet- 
ings for the first half of 1941.” The 
program: 

January 6—“The Rearmament Pro- 
gram,” a talk by Colonel Barrett 
Rogers, Chicago Ordnance District, 
United States Army. 

February 3—A plant visitation to 
the plant of the Ahlberg Bearing 
Company. 

March 3—“Hydraulic Couplings,” 
an illustrated talk by Glenn V. Ed- 
monson, Hydraulic Coupling Division, 
American Blower Corporation. 

April 7—A talk by Ray Wiese, 
Western Editor, Amertcan Machinist 
and Preduct Engineering. 

May 5—An industrial movie. 


Sales Specialists 


C. H. Ramson, sales engineer and 
formerly direct manufacturers’ terri- 
torial representative on various indus- 
trial items, as been employed by Ma- 
chine Tool & Supply Co., Tulsa, 
Okla., as special sales representative, 
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WIDE MARKET! The field for these 


pumps is as wide as all industry. 


NEW SALES POINTS! When your sales- 
men sell the Electrifugal Pump, they’ve got 
something new and convincing to talk about 
. . . to arouse interest and close sales. 


FULL LINE! The Electrifugal Line in- 
cludes all sizes and types . . . with motors 
from 34 hp at 1800 rpm to 25 hp at 3600 
rpm. Other Allis-Chalmers pumps answer 
demands up to the largest. 


AGGRESSIVE ADVERTISING! Hard-hit- 
ting advertisements in leading industrial 
magazines stimulate strong acceptance 
among your customers. 


ENGINEERING COOPERATION! Your 
salesmen don’t have to be “pump experts” 
to close sales on these pumps. Allis-Chal- 
mers pump engineers and service men are 
located in most large cities . . . and famous 
Allis-Chalmers cooperative engineering is 
always available to help you. 


A-1333 


cpt. ©) ALLIS-CHAIMERS 


You Specitfy Cllr. Chalmero! 


BIG REAGON 


i PRICED RIGHT! Though full of 


ALLIS- CHALMERS 





NO WAITING FOR DELIVERY! E 
trifugal Units are in stock, and availa 
for immediate shipment. Special rati 
that require special work are ship} 
within a few days. 







features, Electrifugal Pump Units cos 
more than ordinary close-coupled u 
They meet competition easily ... t 
less time and effort to sell . . . give y 
salesmen a “package pump” to han¢ 








Your Customers’ doiiars go far- 


ther when they buy the new a. moregsbony 
Electrifugal Pump ~~ sr item 1 
the Allis-Chalmers pump line! 

Notice the all-in-one compactness. Turn 
it upside down and see how ~s 
passages are baffled to prevent sp 1 i kd 
into the motor. Take it apart anc 7 
the indestructible rotor, the distortion ‘ 
stator, the bronze-fitted pump = z : 
large space for adjusting glands, the w 
spread feet for greater stability* wil 

For the whole story on the — ing 

Electrifugal Pumps, write Allis-Chalmer 


Milwaukee . . . today! 














PAUKEE-WIS CONG 















Exclasively 
devoted to the 
manufacture of 


Socket Screw 
Prodacts. 


Every member of our or- 
ganization wholeheart- 
edly contributes to the 
Holo-Krome Manafac- 
turing Policy - Quality 
Socket Screw Products. 


Holo-Krome has a defin- 
ite Sales Policy for their 
Quality Products - 100% 
Selective Distributor 
Distribation. 





HOLO-KROME will continue 
to be the Standard of Value in 


dhe Bodhet Gasew laduntery. T HE H O L O a 


lold forged 
FIBRO FORGED 
Sockel Screws 





Main Office and Plant 
KROME SCREW CORD. 


HARTFORD, CONN., U.S.A. 


A - Bailt in 1936 
B - Addition constructed in 1939 


C - Latest Addition 1940 





New Home for Texas Belting; 
Plan to Move Eorly in January 


President O. F. Thompson an- 
nounced that shortly after January 1, 
1941, the Texas Belting & Supply 
Co., Houston, would move into brand 
new quarters. Its entire stock of 
power transmission equipment, leather 
belting and mill supplies are to be 
transferred from 1504-8 Lorraine 
Street to a newly erected building in 
the 3300 block on McKinney Avenue. 
Mr. Thompson also stated that the 
saw and knife department, operating 
as a branch at 3408 McKinney Ave- 
nue since November 1939, would be 
housed under the new roof. 

The main building, 75 by 160 feet, 
provides 12,000 sq.ft. of space for 
stock arrangement and an attractive 
office. The entrance, set back about 
seven feet in the middle of building, 
has twenty-five foot show windows on 
each side for displays. A warehouse, 
24 by 85 feet, adjoins main building 
in back and will be used to store pipe, 
shafting, bar iron, etc. The location 
also provides a large parking space in 
rear of building for exclusive use of 
Texas Belting customers. 












: A : In Washington 
@ The manufacturing processes in this 
field require frequent handling of a wide Editor, MILL SUPPLIES 
variety of parts and tools that are both Dear Sir: 
small and costly. Lyon equipment shown The September issue of MILL suP- 
here contributes substantially to speeding PLIES contained so much data relative 
cedaptenee Alite. up production operations... help cut to the defense program, including 
time investment assembling costs... reduce loss from several tables which I have not seen 
mis-handling of parts and tools. duplicated elsewhere, that we would 
This week, make it a point to discuss like to receive the magazine regularly. 
Lyon Shop Equipment items shown here Would it be possible for you to place 
with your customers who make electrical us upon your mailing list ? 
appliances or products requiring similar Sincerely cnt 
handling in production. You'll be surprised CAROL WANNER 
how this plan helps you make extra sales Librarian 
and open new accounts with a minimum THE ADVISORY COMMISSION 
of time and effort. TO THE COUNCIL FOR NA- 
LYON METAL PRODUCTS, INCORPORATED TIONAL DEFENSE. 
5301 MADISON AVE., AURORA, ILLINOIS 
District and Sales Offices in all Major Cities 
TOOL STANDS: Bring tools 








to the job. Saves steps 


a el 


BENCH LEGS: ASSEMBLER’S BENCH 





SHOP BOXES: Proctically every For steel or wood tops BIN: Speeds assembly 
plont uses shop boxes for stor Heovy, rigid and dur Requires only one square 
age and handling materials in oble foot of bench space to store 
process 








and feed 12 different parts. 


fou can't convince Bert Schmaling of Fac- 

* ‘ory Supplies Co., Rockford, Ill., that it 

doesn't pay to advertise. Paint was hardly 

SHOP EQUIPMENT (Se DUT 8 ea iry on above sign when in pops a customer 


‘or an Ingersoll-Rand portable air com- 


oressor. He signed on the dotted line and 
LYON METAL PRODUCTS, INCORPORATED, A. ron practically paid for complete paint job. 
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BLACK & DECKER 





“WHIRLWIND” 25, BRUSHES 





Boost “Pick Up” Sales 
by dispiaying Black & Decker “Whirl- 
wind” Wire Wheel Brushes on your 
counters or in your windows. Colorful, 
attractive packages attract the eye — 
make sales on sight. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


--AND THERE’S YOUR SALE! 


National defense orders are going to create plenty of new business for you 
on wire wheel brushes. Here’s where Black & Decker “WHIRLWINDS” 
fit into your sales picture—with many features that make them a “best buy”! 
Tell your customers about these points— 

¢ New, Patented method positively locks wires in place 

© Each tuft individually and independently anchored 

¢ Greater number of wire strands 

¢ High quality, tested steel wire 

© 6 sizes—4, 6, 7, 8, 10, and 12 inches 

¢ 3 widths—1, 2 or 3 sections 

e Fine or coarse wire 


Put these quality-made Black & Decker “WHIRLWIND” Wire Wheel 
Brushes on display in their snappy cartons... show ’em to your trade— 
and you'll see a big jump in your wire wheel brush sales! For further in- 
formation write The Black & Decker Mfg. Co. 717 Penna. Ave., Towson, Md. 





"“"ELECTRIC TOOL HEADQUARTERS" 
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“HALLOWELL” STEEL BENCHES 


Pat'd. ang, 4 Pend’g. 


ig. 
Drawer a extra 


Buyers are quick to recognize the 
many advantages offered by “Hallowell” 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. “‘“Hallowell” Benches have 
smooth steel tops—rigid flanged legs— 
ample shelf space and pilfer-proof drawer 
if desired. 


“HALLOWELL” STEEL TRUCKS 





Fig. 754 Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
The steel plat- 
. all parts 
. wheels and hubs are 
and they’re sup- 


them “Hallowell” Trucks. 
forms won't chip or splinter. . 
will stay rigid. . 
made for easy rolling, 
plied in wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily wher- 
ever it’s needed; an 
easy stand to sell. 
Made in a variety of 
types for all pur- 
poses. 
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STEEL SHOP EQUIPMENT 


“HALLOWELL” STEEL STOOLS 


a 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 








Fig. 799 
These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You can 
back these to the limit. 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability and 
highly polished ma- 
chine finish com- 
bined with low 
price give these 
collars a  world- 
wide popularity. 


Fig. 1432 


Supplied with 
Set Screws. 


“Unbrako” 


Self Locking 






“PIONEER 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 
and the only 
hanger with in- 
tegral feet. Mil- 
lions in use the 


world over. Fig. 300 


STANDARD Pressed STEEL Co. 


JERRIATOWR, 


— sseacens — 


BOX S19 


BOSTON + DETROIT + INDIANAPOLIS + CHICAGO + ST. LOUIS + SAR FRARCISCO 
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John H. Flora (right), treasurer, perchs on 
a desk corner while joshing Walter Heyd, 
sales manager. Both are well known in the 
supply field as members of Hagerty Bros. 
Co., Peoria, Ill. 


Worthington Pump Appoints 
New Traffic Manager 


R. A. Travisano, a member of the 
Traffic Club of Newark, N. J., well 
known to railroad and steamship of- 
ficials in the Metropolitan Area, suc- 
ceeds the late Mr. H. T. Smith as 





R. A. TRAVISANO 


traffic manager of the Worthington 
Pump and Machinery Corp. 

Mr. Travisano entered the employ 
of Worthington in 1912 as a stenog- 
rapher. In 1915 he was transferred to 
the local traffic department at the 
Harrison Works. He was moved to 
the general traffic department in the 
New York offices of the organization 
in 1924, to handle the clearance of all 
exports of the corporation, as well as 
his regular duties of traffic department 
routine. Upon completion of the ex- 
ecutive offices of the corporation at 
Harrison, N. J., in 1933, Mr. Travi- 
sano returned to the Harrison Works 
to become assistant to the late Mr. 
H. T. Smith. 
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acalN CENERAL ELECTRIC 


REDUCES 


LAMP PRICES! 





New Savings mean more sales of 
G-E MAZDA FLUORESCENT LAMPS 


VERY day the story of G-E MAZDA Fluorescent 
lamps grows more amazing. So swift has been the 
acceptance of this new, cooler, high-efficiency light 
source—so wide-spread has become its use through- 
out industry—so steady has been the development of 
new G-E manufacturing economies—that again General 
Electric announces lower prices. Again General Elec- 
tric passes its savings along to your customers. 
Now fluorescent light costs less than ever before. 
You can sell more of it—to help speed production, step 
up sales, cut errors. You can install “windows of day- 


light” everywhere—better work with less eyestrain— 
daytime morale on the night shift! You can provide the 
new higher levels of light needed to keep your cus- 
tomers forging ahead on today’s increased production 
schedules. 

General Electric offers electrical wholesalers a 
wealth of sales helps and direct mail pieces to send to 
stores, factories, offices, and other business prospects 
for “F” lighting. See your nearest G-E Lamp Sales 
Office, or write General Electric Co., Dept. 166-MS-A, 
Nela Park, Cleveland, O. 





Before you sell any type of 


FLUORESCENT LIGHTING 
ask yourself these questions: 


1 Are you stocking a wide 
enough choice of fixtures so 
that you can meet your custom- 
ers’ individual lighting needs? 
2 Is the performance of the fix- 
tures and ballasts and starters 





NEW LOW PRICES ON G-E MAZDA “F” LAMPS 


20-watt T-12 (daylight or whitet) 
30-watt T-8 (daylight or whitet) 
40-watt T-12 (daylight or whitet) 
100-watt T-17 (daylight or whitet) . 
(recently introduced ) 
Prices also reduced on colored G-E MAZDA “F"’ Lamps 
t Standard white (3500°K) 


15-watt T-8 (daylight or whitet) ee > OS oe NOW 85¢ 
was $1.25 NOW $1.10 
was $1.25 NOW $1.10 
was $1.90 NOW $1.60 
was $3.75 NOW $3.50 


Jan. 1st, 1941 








certified for best lighting re- 
sults by Electrical Testing Lab- 
oratories? 

3 Are you selling G-E MAZDA 
Fluorescent Lamps, which give 
all the efficiencies and econom- 
ies of MAZDA Research? 











G-E MAZDA LAMPS 
GENERAL 8 ELECTRIC 
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DEMING TURBINES 
FOR DEEP WELLS 


Think of this! Thousands of 
factories stand directly over 
ample sources of underground 
water but their managements 
buy water at high rates from 
central systems! 


These companies are prospects 
for Deming Turbine Pumps. 
Here’s where YOU come into 
the picture. 


Ask your customers whether 
they have ever investigated the 
possibilities of reducing water 
costs by installing Deming Deep 
Well Turbine Pumps. We have 
FACTS to show YOU how these 
pumps are saving their owners 
thousands of dollars annually on 
water costs. 


ASK US FOR MORE FACTS 


that will tell you the outstand- 
ing features of Deming Turbine 
Pumps to discuss with your 
customers. There’s money in 
this business for YOU! Write 
for details! 


THE DEMING CO. + SALEM, OHIO 


DEMING 








“Pumps 








Hardware Trade Association which it was pointed out that while 
| of N. Y. Elects Harriman prices of scrap, pig iron and coke 
have recently moved upward, the 
Officers for the year 1941 were prices of finished steel for the first 
elected by the Hardware Trade Asso- quarter of 1941 will remain the same 
ciation of New York during the regu- for the present quarter. It was 
lar monthly meeting on December 17. agreed that steel makers cannot con- 
M. C. Harriman (American Steel & tinue to absorb the increased cost of 
W ire) was elected president; Fred A. raw materials entering into their prod- 
Scholl (Long Island Hardware), M. uct without ultimate reflection in a 
LL. Langel (Osborn ), and E. T. B. higher price of finished steel—a result 
Penman (Neal & Brinker) were which neither the steel manufacturers 
elected vice-presidents, and E. S. Nor- nor the government considers de- 
vell (E. C. Atkins) was re-elected  cirable. 
secretary-treasurer, 
W. E. Clapp (Yale & Towne) was . 
named pra of the executive com- E. A. Phoenix Honored at 
mittee, while the following comprise Johns-Manville Luncheon 
the new board of governors: W. W. 
Edwards (Federal Hardware’), Cal 
Popp (Toledo Pipe Threading), John 
Davey (Russell, Birdsall & Ward), 
H. L. Gilliam (Wood Shovel & Tool), 





Edward A. Phoenix, assistant sales 
promotion manager in charge of in- 
dustrial products for Johns-Manville 
Sales Corp., was honored by a lunch- 

, é eon, Dec. 3, at the Hotel Commodore 

.. D. Merritt (Reed Mig.), and in New York The day marked his 

| Ww. & Hansen (Hansen & Yorke ). completion of 25 years of eutien oth 
R. E. Doti (Igoe Bros.), retiring the organization, 

president, was presented with a gift During the luncheon, which was at- 

in appreciation of his services to the tended by over 100 of his friends and 

association during 1940. associates, Mr. Phoenix was made a 
member of the J-M Quarter Century 
| Defense Commission Watching Club. Lewis H. Brown, president of 
Prices in Steel Industry Johns-Manville, presented Mr. Phoe- 

nix with a gold watch emblematic of 
Leon Henderson, member of the membership in the Club, while col- 
| National Defense Advisory Commis- leagues gave him a gold watch chain, 
sion in charge of price stabilization, fob and scroll in appreciation of his 
announced on Dec. 21 that meetings work. 
with members of the scrap, pig iron L. R. Hoff, president of Johns-Man- 
and perhaps related industries will be ville Sales Corporation, H. M. Shack- 
called in the near future to discuss elford, vice-president in charge of 
prices. sales promotion, and Arthur Elsen- 

These conferences are planned as a __ blast, staff manager in charge of filter 
result of a Dec. 19 meeting with rep- products, also spoke briefly on their 
resentatives of the steel companies, at association with Mr. Phoenix. 





































































Power engineers, busy stretching the capacity of their plants to handle increasing demands, 
were keenly interested in tools, refractories, valves, transmission equipment and other dis- 
tributor items at the recent Power Show in New York. Above, Beaver Pipe Tools’ exhibit, 
manned by Jack Gougler (Philadelphia), Paul Knauff (New York), Hal Rinear (New Eng- 
land) and Ray Barkeley, sales promotion manager. 
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—A complete selection 
of types and sizes. of 
Quality Tools 


DISTRIBUTORS find the Brown & 

| Sharpe Line Profitable because of the 
wide variety of items. Brown & Sharpe 
Mfg. Co., Providence, R. I., U.S.A. 

SF a act ie i a Rare 


BROWN & SHARPE 


TOVONVI GS 








A typical installation of Fairbanks Valves 


674% 
Stronger 


Fairbanks Iron Valves are made of a special high-test alloy iron 
which has a tensile strength of 40,000 Ibs. per sq. in. This is about 
662%4% greater than ordinary cast iron, giving greater strength to 
withstand pipe strains and sudden shocks. 


Spindles are of liberal dimensions, with full-cut Acme thread and 
bronze bushing in yoke. All parts are properly guided to insure per- 
fect seating and easy operation. 


For many years we have been pointing out the many advantages of 
Fairbanks Valves like the above in our advertisements, which reach 
more than 300,000 valve users. This gives Fairbanks Valves con- 
sumer acceptance and makes them easy to sell. Moreover, our sales- 
men work right with Fairbanks distributors to create a demand. 


The Fairbanks franchise gives distributors a protected territory in 
which they can build a permanent valve business all their own—a busi- 
ness that grows bigger and bigger every year. 


Fairbanks Valves are made in more than 3,000 different sizes and 
types, in bronze and iron, for pressures from 125 to 350 Ibs. The 
Fairbanks line is so complete that you can supply practically every 
need without carrying a stock of several makes, 


Why don’t you write now for catalog No. 21 and our special prop- 
osition? 


THE FAIRBANKS COMPANY 


Valves, Dart Unions, Hand Trucks and Wheelbarrows 
19 EAST 4TH ST., NEW YORK, N. Y. 


Boston, Mass., Pittsburgh, Pa. 


Factories: Binghamton, N. Y., Rome, Ga. 


Fairbanks 2“Valves 
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For this picture. of E. L. Housh of Housh 
Industrial Supplies, Evansville, we are in- 
debted to the alert camera-eye of Neil 
Hurley, vice-president of Independent Pneu- 
matic Tool Co. 


Southeastern Traveliers Club 
Holds Special Meeting 


The Southeastern Traveliers Club, 
an organization of manufacturers’ rep- 
resentatives in the hardware and mill 
supply field, recently held a banquet 
to which a number of representatives 
of hardware jobbers and mill supply 
distributors were invited as guests. 
Held at the Henry Grady Hotel in 
Atlanta, the meeting was featured by 
an elaborate floor show. 

Among the guests were Roy Almand 
and Lonnie Williams, Beck and Gregg 
Hardware Co.; Jack Sharp and T. F. 
Callaway, Sharp-Horsey Hardware 
Co.; Chas. Donnely and Sam Dennard, 
J. M. Tull Metal and Supply Co.; 
T. W. McAllister, secretary, Southern 
Hardware Jobbers Association; C. E. 
Boykin, Boykin Tool and Supply Co.; 
C. F. Coffee, Fulton Supply Co.; Cy 
\bercrombie, King Hardware Co.; 
Frank Almand, Almand Implement 
Co.; J. D. Bower, The Bower Co., 
Bainbridge, Ga.; and J. N. Causey, 
The Warren Co. 

The club also announces the recent 
addition of three new members: Wal- 
ter Sutherland, Faultless Caster Corp.; 
W. H. Burkitt, The Lunkenheimer 
Co.; and Jess Brewer, Columbus-Mc- 
Kinnon Chain Corp. and Chisholm- 
Moore Hoist Corp. 

Manufacturers’ salesmen calling on 
hardware jobbers and mill supply dis- 
tributors in the Southeast are eligible 
for membership in the club, which has 
its office at 1020 Grant Building, 
Atlanta, Ga. 


Bethlehem to Erect 
New Pipe Warehouse 


Announcement has been made by 
Bethlehem Steel Co. of plans for a 
new pipe warehouse and increased fin- 
ishing capatity to round out facilities 
at its new! €ontinuous-weld pipe mill 
at its:Maryland Plant, Sparrows Point, 
Md. The new warehouse will increase 
storage facilities 70 per cent. 


* 


» 
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For Three Generations the 


call has been for 


NATIONAL STEEL PIPE 








SERS of pipe from long experience have 
learned to depend more and more on 
NATIONAL for outstanding quality and satis- 
factory service. There are many reasons for 
this uninterrupted record of leadership. For 
more than 50 years NATIONAL Steel Pipe has 
met the most exacting requirements of indus- 
try. Here is a pipe that is strong and durable, 
low in cost, and long in service. Constant im- 


provements year by year, higher quality steels, 
better manufacturing processes, removal of 
scale, careful inspection, and retarding of cor- 
rosion have contributed to give users the great- 
est value per dollar of cost. When the call is for 
pipe—join the long list of experienced buyers 
and use NATIONAL. Quality distributors, located 
strategically in every major commercial center, 
are capable of helping youinevery pipe problem. 





UMI 


Here are some of the points that have helped to make NATIONAL the long-time leader: 


1, UNIFORM. In metallic structure, dimen- 
sional accuracy, strength, ductility, and 
corrosion resistance. 


2. STRONG and DUCTILE. These qualities 
are “built into” NATIONAL Pipe through a 
system of close metallurgical control of 
chemical and physical properties, all the 
way from ore to finished pipe. 


3. EASY to THREAD. Smooth, full, strong, 


easily cut threads are important to the user. 


4. EASY to FLANGE. Flanges without loss of 


material, time or labor—a feature practical 
men appreciate. 


5. MAKES SOUND BENDS. Many contractors 
report making thousands of close bends 
without buckles, splits, or open welds. 


6. MAKES SOUND JOINTS. It has the enthu- 
siastic endorsement of hundreds of work- 
men who have welded or coupled thousands 
of joints. 


7. RETARDS CORROSION. Butt-weld sizes 
Y, to 3 in. are freed of mill scale by the 
NATIONAL Scale-Free Process. All sizes 4 
in. and less are Spellerized. Both processes 
reduce corrosion. 


8. Available in COPPER STEEL. Introduced 
over 25 years ago, NATIONAL is the original 
Copper Steel Pipe. Resists atmospheric cor- 
rosion 2 to 5 times more than ordinary pipe. 


9. Available in DUROLINE. Lined with an 
impervious material, this pipe resists the 
attack of corrosive waters and many othér 
fluids that quickly rust unprotected pipe. 


10. THOROUGHLY TESTED. Thorough tests 
and inspections at every stage of production 
result in outstanding quality. The result is 
a product which the user may safely rely on. 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Franciscq, Pacific Coast Distributors 


PITTSBURGH, PA. 


United States Steel Export Company, New York 
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ave You okKF 


in STOCK 7” 


P...... you've received similar 
calls asking, “Do you carry SUS 
in stock?” And if you’re unable 
to say “Yes!” profits slip through 
your fingers... prospects stay away. 
The SSSI line of bearings and 
transmission appliances— backed 


mm re rep 
Oe LAU 


INDUSTRIES, 





TRANSMISSION 
APPLIANCES 
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by high quality products, special- 
ized engineering, far-reaching 
advertising and modern merchan- 
dising methods—is attracting 
inquiries from a// industries. So 
why not carry the S0SF line 


instead of saying, “No”? 4716 


PHILADELPHIA, PENNA. 
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Introducing Ernest “Dutch Foreman, new 
purchasing agent for the B. R. Paulsen & 


Co., Chicago. Dutch joined B. R. Paulsen 
this fall after eighteen years with the Gard- 
ner Wire Co. He is undergoing the "bap- 
tism of fire as an industrial distributor 
representative at the Chicago Purchasing 
Agents Product Show. 


Wholesalers Back 
Curb on Price Rises 


A resolution condemning unwar- 
ranted advances in prices and advo- 
cating the lowest possible consumer 
prices was adopted by representatives 
of the wholesale distributors of con- 
sumer goods in a meeting last month 
in Washington. The resolution was 
presented to Miss Harriet Elliot, con- 
sumer member of the National De- 
fense Advisory Commission. 

The wholesalers agreed to cooperate 
with the commission toward enforc- 
ing this stand and appointed a com- 
mittee of nine members to make such 
cooperation effective. 

The committee elected William H. 


Tyler, Tyler & Simpson Co., Fort 
Worth, Texas, as chairman = and 
Thomas A. Fernley, Jr., of the Na- 
tional Wholesale Hardware <Associa- 


tion, Philadelphia, secretary. 


New Building on Coast 
For Allegheny Ludlum 


Allegheny Ludlum Steel Corp. an- 
nounces the construction of a new 
warehouse situated on Pacific Boule- 
vard, Los Angeles. The building will 
be a concrete industrial building, 
necessitated by the growing business 
of the corporation on the Pacific Coast 
and the continued increasing demands 
for its alloy and special steels. 


Extra Phone Service 


A new telephone switchboard has 
provided another trunk line to handle 
increased orders at Hand Hardware 
Co., Elizabeth, N. J. The addition has 
required the services of another tele- 
phone operator. 








ps 
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THREADING 


Let them know that you stock the 
43 complete ARMSTRONG SYSTEM 


, Overnight the stupendous National De- ARMSTRONG 


eer fense Program has vitalized industry. TURRET LATHE AND 
—T Record breaking orders are piling up on POREW MACHIET TOOS4 


souna record breaking backlogs and 3-shift op- 4 
eration has become the rule. Large plants ae 
» Jenene and smallest shops alike want more tools —— 
. . . demand more tools NOW; and first - a) HOLDER 
BORING among tools they want are ARMSTRONG ‘ 

TOOL HOLDERS, for increased produc- mum gf 

tion begins in the tool room, on lathes, ty 

planers, slotters and shapers. wf 
‘ sou 
Lal R 
Here is an opportunity to service both a 


the national program, your customers 
and yourselves. Help speed production 


soon by reminding your customers that you < 
> stock ARMSTRONG TOOL HOLDERS 


PLAIN 
TURNER 


DRILL 
HOLDERS 


in all sizes and shapes—display them, 
send out ARMSTRONG TOOL HOLDER 
KNURLING circulars and talk the complete Armstrong ee 
“ene System. You will pick up sales wherever roo 
T a 4 you go. You too, can break all time —y 
’ record tool sales and tool department 2 . 


profits. io 


/ ' été 
MS, Paria emierel! 
Let us make one other suggestion. Check K% 
your stocks frequently and order well in’ 
— advance. With over 95°/, of the Machine © 
SHAPER Shops and tool roomsusing ARMSTRONG * a 
TOOL HOLDERS, we too, have produc-  @itumiremag 
tion problems. 


KNURLING 


ARMSTRONG 
TOOLS trom your 
Supply House 


ARMSTRONG BROS. TOOL CO. 


Fs S ee “The Tool Holder People” 
id 305 N. Francisco Ave. Chicago, U. S.A. 


StOTTER. PLANER Eastern Warehouse & Sales: 199 Lafayette St., New York 
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Happy New Year 


... IT DID HAPPEN HERE 


Now that the Holidays are over, Holidays 
we all enjoyed because we were away 
from a war torn world, we are all back 
on the job to keep our position, to make 
AMERICA safe. 


Industry is doing her part in this great 
plan and we as a part of Industry will 
do our share. 


In so doing there are two things we want 
you to remember. FIRST—LENOX QUAL- 
ITY will not be lowered in any way. 
SECOND—LENOX SERVICE and CO. 
OPERATION with our Distributors will be 
continued 100%. 


In other words boys, we will sell only 
through the Distributors and give full pro- 
tection and co-operation to LENOX DIS- 
TRIBUTORS whom we have always con- 
sidered a part of our Company. 


AMERICAN SAW & MFG. CO. 


SPRINGFIELD, MASS. 


-—s fe ANC ~| 7 * 
ie att ell Gas ry ‘e\ i 
on) oA Oe pe G lina) | 


\ 


UV ic ts 


; C - ae | 
| MO-sPEED GB nack saws, 


ak 






LENOX “Zhe Blade in the Plaid Bax” LENOX e 


MILL SUPPLIES © JANUARY, 1941 





* 
* 


PRR SS TTF PHP SH8 8ET e es 
id th dd et eee ee oe 














Bedecked in their Couch & Heyle shirts, 
these huskies build goodwill along with a 
neat volume in over-the-counter and floor 
sales for this Peoria, Ill., supply house. Left 
to right: Stoy Turbett, Jerry Pettit, Bob 
Cox, Jim Koch and Mel Aitken. 


Whole Machine Tool Output 
Slated for National Defense 


Practically the entire output of the 
nation’s vastly expanded machine tool 
industry is destined for the national 
defense program of the United States 
and the defense of England, with by 
far the major share going to United 
States aircraft builders and other man- 
ufacturers of national defense require- 
ments, according to a survey just com- 
pleted by the National Machine Tool 
3uilders’ Association. 

The survey is based upon informa- 
tion as to plant expansion, employ- 
ment, and engineering and develop- 
ment work undertaken on behalf of 
the national defense program, obtained 
from 115 companies representing ap- 
proximately 80% of the total machine 
tool capacity of the country. 

Increased output, the survey ex- 
plains, has been accomplished by plant 
expansion, by the installation of new 
equipment, by sub-contracting work to 
outside companies, and by training 
large numbers of new men and thereby 
operating equipment as continuously 
as possible. 

Employment in the industry, accord- 
ing to the survey, has more than 
doubled in the last two years, with 
the bulk of the increase occurring in 
1940. 

In discussing the industry’s em- 
ployee training program, the survey 
states, “The result may be summed up 
in the startling fact that well-nigh 
half of the nation’s machine tool em- 
ployees today have been trained on 
the job since September, 1939.” 

A chart accompanying the survey 
shows that machine tool production, 
which in the peak of the year 1929 
totaled $185,000,000, averaged only 
$23,500,000 in 1932 and 1933. A slow 
recovery from the depression brought 
the volume to $85,000,000 in 1935 and 
then to $200,000,000 in 1937. The 
chart indicates that defense produc- 
tion will reach $400,000,000 in 1940, 
with an anticipated output for 1941 at 
$600,000,000, 




















For over 95 years, RB&W has met the demands 
of industry—during other armament periods and 
manufacturing peaks where quality and service 


were essential to national emergency. 


Since 1845, RB&W has answered each call 
through added plant facilities and increased pro- 
duction—yet ever kept in mind those fair policies 
and co-operative trade relations due to old cus- 
tomers, as well as new, and continued to build 


good will while meeting increased demands. 


In 1941, RB& W is again prepared. New build- 
ings and additional equipment have been added, 
and are still being added, to three large and stra- 
tegically located plants. Immense supplies of raw 
materials have been acquired, and reserves of 
large, well assorted stocks of finished products 
are being maintained. 


Thus, as usual, RB & W is in an enviable position 
to help those needing stable facilities for 
EMPIRE Bolts, Nuts, Rivets, and other Threaded 


Industrial Fastenings. 
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Above—Plant expansion now 
being completed; below— 
plants and interiors at Cora- 
opolis, Pa. Rock Falls, Ill. 
and Port Chester, N. Y. 
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BOLT AND NUT COMPANY 


PORT CHESTER.N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA 
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To Help You 

Solve Your Customers’ 
Corrosion and Maintenance 
Cost Problems... . 


ALOYCO STAINLESS STEEL VALVES — FITTINGS 











Figure No. 111 
GATE VALVE 


Construction Data 


Ruggedly 
1502 W.P. 


built for severe service at 
Outside Screw and Yoke type. 
rising stem, stationary wheel. Full bonnet 
flanges with heavy bolting. 
through body without 
seats. 


Straight flow 
pockets back of 


Seats integral or renewable. 
stuffing boxes. 
mensions. 


Extra deep 
Standard face to face di- 


Wedge is of double disc ball and socket 
type, held by an arm which is threaded 
pinned to the stem. This flexible wedge 
construction assures tightness on both seats 
and facilitates repairs. 





Valves may be repacked under pressure 
when wide open or closed. Supplied with 
quick-opening feature if required. 1 
parts of alloy except handwheels, yoke 








bushing and nuts, and bolting material. 


The No. 111 Gate Valve is one of but many in the 
Aloyco line expertly designed and manufactured 


to supply the widely increasing uses among your cus- 
tomers. 


Every manufacturer in the Chemical and Process 
fields in your territory has contamination, corrosion 
and maintenance cost problems that you can help 


him lick . . . with Aloyco Stainless Steel Valves and 
Fittings. 


The “Aloyco Line” provides wide-awake distributors 
and their salesmen with a complete line of Stainless 
Steel Valves and Fittings to cash in on the new profit 
opportunities modern industry has created. Aloyco 
products are available in many alloys to meet most 
corrosive problems. 


Be prepared, with the “Aloyco 
Line”, to render a complete 
valve service. 







bos COMPANY, INC. 
1300 WEST ELIZABETH AVE., LINDEN, NEW JERSEY 
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Harry R. Thompson Dies, 
with Pattison 40 Years 


Harry R. Thompson, an employee 
of The W. M. Pattison Supply Co., 
Cleveland, died December 5 and was 
buried on Saturday, December 7. He 





HARRY R. THOMPSON 


had attained the venerable age of 84 
years. Until his retirement three 
years ago, he had covered one terri- 
tory for a period of 40 years. 

Among others, he was honored re- 
cently by the local Chamber of Com- 
merce, for 40 years of continuous 
service with one company. 

Harry was one of the best-known 
supply salesmen in Ohio. He was re- 
markable for his extraordinary fidelity 
to his customers, never failing to ap- 
pear at the time and on the day 
expected. He was happy in hearing a 
good story and enjoyed telling one. 


No Grinding Wheel Bottleneck, 
Industry Committee Claims 


Ample reserve manufacturing facili- 
ties to keep well ahead of defense pro- 
duction needs are revealed in a sur- 
vey just announced by the Industry 
Defense Committee of the grinding 
wheel industry. At the present time 
the industry has 82 per cent excess 
capacity over its present rate of oper- 
ation, and on six months’ notice can 
double its all-time peak production, ac- 
cording to the survey. 

The Industry Defense Committee, 
established in June, has been cooper- 
ating with the Tool Section of the 
National Defense Commission in de- 
veloping a plan to insure an adequate 
flow of wheels and other abrasive 
tools in the shapes and sizes required. 

Grinding wheel users are being as- 
sured that their needs will be met, and 
in turn are being asked to cooperate 
by ordering well in advance of the 
time the wheels are to be used. Like- 
wise, they are being asked to restrict 
their orders to near term demand so 
that orderly flow of abrasives will not 
be impeded by too large anticipatory 
or inventory purchasing. 
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Ready sellers among quality screw 
drivers are those carrying the 
trade names “Stanloid,” “Victor,” 
“Hercules” and “100 Plus.” Made 
by Stanley Tools, New Britain, 
they represent thirty years of 
steady improvement in materials 
and methods of production. 


A WORD FROM YOU 

to purchasing agents and 
operating men can save time 
both for them and for you. Ex- 
plain to them, “This tool saves 
you money because it’s. made 
from steel that’s strengthened 
and toughened with Nickel.” 
For helpful selling facts write 
for a copy of “Nickel Alloy 
Steels for Hand Tools”... no 
cost or obligation, 


THE INTERNATIONAL NICKEL COMPANY, INC. 




















What ruins screw drivers is their 
use on jobs for which they are not 
intended. But Stanley quality screw 
drivers withstand abuse. There are 
two reasoris why: 1. Use of Nickel 
alloy steel, and, 2. careful produc- 
tion constantly checked by rigid in- 
spection tests similar to one illus- 
trated here. 


\ | 








As the driver blade evolves by 
steps,so has manufacture itself 
progressed. First advance was 
cold rolling the carbon steel 
then employed. Next followed 
heat treatment of the whole 
blade, instead of only the tip. 
Finally material itself was 
made tougher and stronger... 
a Nickel-molybdenum alloy 
steel was adopted. 















No buyer of “Stanloid,” 
“Victor,” “Hercules,” or “100 
Plus” screw drivers need worry 
about failure of the tool. One 
thing that prevents it is the in- 
herent toughness and strength 
of Nickel alloy steel, supple- 
mented and developed by suit- 
able heat treatment. Another is 
the fact that each tool is sub- 
jected to rigid inspection. 
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Pecsok New Sales Manager 
For Osborn Brushes 

Appointment of M. C. Pecsok as 
sales manager of the Brush Division 
of The Osborn Manufacturing Co. has 


is 
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M. C. PECSOK 





been announced by C. W. Titgemeyer, 
vice-president 


i Mr. Peesok began work with Osborn 
s as an office boy in 1912. He rose 


through the ranks to a position on the 
PA C K WI TH B EL M O N Yi sales force where for the past sixteen 
years he has made an_ outstanding 
record as Osborn’s representative in 
Northern Ohio. One of his first jobs 
as Sales Manager was to organize 
Osborn’s national sales conference 
which was held in Cleveland Decem- 
ber 17 to 19 (see page 44). 



























Suggested Belmont Packings 
For Oil Service 


BELMONT 6100 


Gasoline Packing Made of high grade 
asbestos yarn, braided jacket 
over jacket. Special lubncating 
compound keeps packing soft 
and retains sealing 
qualities even when 
applied to volatile dis- 
tillates. Square cross 
section. Available in 
1, 3 and S lb spools 
and in sizes from “%" 
to *%" 


Drip drip drip. A tiny leak—a costly fire. 


This month we're talking to your “Oil’ 
customers. In the magazines they read, 
that go into their offices, catch them on 
the job, we pre-sell Belmont 6100 for you. 
Read the 6100 story yourself. Then cash 
in on this pre-selling advertising. 





Belmont 6100 is especially designed for uce 
on rods and valve stems handling volatile 
distillates. Gasoline, naphtha, kerosene and 
benzol tend to break down ordinary lubri- 
cants. But Belmont 6100 uses a special 
lubricant (our exclusive formula) that keeps 
it soft, retains its sealing qualities longer. 


SKF Industries Expanding 


SKF Industries, Inc., Philadelphia 
manufacturers of ball and roller bear- 
ings, is erecting an addition of 56,200 
sq.ft. of manufacturing floor space to 
Plant No. 2, on the Pennsylvania 
Railroad at Bridge St. This building 
is fire proof, saw-tooth construction, 
conforming to the design of the main 
building. 


6100 is just one item in the complete line 
of Belmont Oil Packings built to give maxi- 
mum performance in all types of o/l service. 
Belmont makes packings for all other serv- 
ices, too. And every Belmont Packing is 
constructed for ultimate wear and greater 
efficiency! 


BELMONT 189 


Hot Oil Asbestos Pack- 
ing Long fibre as- 
bestos yarn, braided 
jacket over jacket _ 
Oil penetrahon and | 
saturation minimized | 
by a special formula | 
lubricant. Designed | 
tor use on either hot | 
or cold oi] rods and ™“ 
plungers Square 
cross section Su 

pled in packing space sizes from “%" up 











The 1940 Belmont Catalog is full of sales 
points on every item in the complete 
Belmont Packing line. Use the catalog as 
your sales guide. It was designed for 
your use particularly. It will help you 
sell more. 


In addition, a two-story brick wing 
enclosing 12,000 sq.ft. is extending 
office facilities at Plant No. 1, Front 
St. and Erie Ave., bringing the total 
enclosed area of both plants to 666,600 
sq.ft. 





Duff-Norton Appoints Anderson 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 
Duff-Norton Mfg. Co., Pittsburgh, 


BK E; L M Oo N T announces the appointment of Alex S 


P A C K N G Ss Anderson as district manager for the 


mid-western territory. Mr. Anderson 
THE BELMONT PACKING & RUBBER COMPANY will be located in the Duff-Norton of- 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA acl agp te 
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Grinding Wheels 
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The Detense Program requires the 


use ot high-quality elanaren tare] wheel 
in large quantities, on sll kinds of 


grinding operations. 
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MACKLIN COMPANY 


Vanufacturers of Groudine Wheels 


AA 
v } 
d 














Manufacturers of Airbrushes 
able Airpainting Units—Sprayers—Stripers—Ventilatiag Units—Water, Oil and Dirt Separators. 


MAKES IT 
POSSIBLE 
FOR YOU 


TO SELL AIRBRUSHES 
FOR EVERY MARKET 


The complete Paasche line 
of Airbrushes gives you 
the right type with which 
to meet every sales oppor- 
tunity. Each type is de- 
signed to aircolor, airpaint 
faster, 
and with greatest economy. 


and aircoat finer, 


Lightweight, ease of han- 
dling, adjustability, better 
performance, durability, 
freedom from costly main- 
tenance—all are features 
that give you a better op- 
portunity for bigger profit. 


Paasche Airbrushes are 
widely used. There is a 
growing demand for them, 
and contrary to any experi- 
ence you may have had 
with less finely made de- 
vices, PAASCHE  AIR- 
BRUSHES ARE REALLY 
EASY TO SELL. 


When talk Paasche 
you talk the outstanding 
value in Airbrushes—get 
after these profitable sell- 
ers full 


you 


now—write for 


details. 


Aircompressor Units 






TYPE CUB 
for high production. $28.00 


Provides the fastest method of applying synthetic 
enamels, airplane dope, lacquers, oil paints, 
varnishes, glaze—a perfectly atomized spray 15 
inches wide at from 6 to 8 inches from the sur- 
face. Gives you.a wide market for profitable 
sales. 


TYPE BUB 
for 
medium production $19.75 


Equipped with many desirable features found 
only on the more costly airbrushes. Gives you 
a wide field in which to _ sell—medium-sized 
manufacturing plants, repair shops, garages and 
similar businesses. 





TYPE CB £e8 
for small production. $8.75 


An Airbrush for light duty maintenance in build- 
ings, residences, stores, hotels, theatres, public 
institutions, hosnitals, etc. Also for the appli- 
cation of adhesives, thin oils, cleaning fluids, 
water and dye solutions. 


Water Wash Booths—Hose Couplings—Oiling Guns 


Port- 
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One novelty at the Power Show was this 
display of miniature scale steam turbines, 
generators and condensers by Allis-Chalm- 
ers, ranging in price from $9,000 to $2,500.- 


000. Miss Edith Doherty above, popular 
Powers model, introduced a new kind of 
magnetism not listed in the company cata- 
logue, and gathered some new telephone 
numbers—of people anxious to spend a 
million dollars or so on new turbine equip- 
ment. 


Increased Capacity Theme 
of New York Power Show 


Stepping up power production was 
the theme of the 14th National Expo- 
sition of Power and Mechanical Engi- 
neering which closed Saturday, De- 
cember 7, after a week packed with 
interest for executives, engineers and 
technical specialists allied with manu- 
facturing and processing in all lines. 
Registrations at Grand Central Palace, 
where the show was held, exceeded 
40,000. 

About 300 exhibitors displayed an 
array of approximately 1,200 products 


against colorful individual — back- 
grounds, some of which included 


photomurals of plant interiors, others 
dioramas or charts, and still others 
scale models, or fullsized samples of 
their actual products. 

One important group of exhibits 
at the Power Show included apparatus 
used in effecting the combustion of 
fuel; for example, conveyors for han- 
dling coal, automatic weighing appa- 
ratus, blowers for forced and induced 
draft, cement and fire brick for fur- 
naces and boiler settings, fire arch 
constructions and materials, mono- 
lithic panels, suspended arch and wall 
construction, as well as a variety of 
refractory and insulating materials. 

The array of piping and valves was 
very extensive, ranging from both 
standard manual and solenoid operated 
3-inch pipe size up to huge power- 
operated gate valves for steam and 
water mains. In this group of ex- 
hibits were displays of drawn, welded 
and cast pipe, drawn and welded tub- 
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Uncle Sam can’t wait! 


National Defense needs a lot of rope . . . and needs it in a hurry. Wickwire 
Distributors can fill these orders fast and cash in on this business . . . they 
have, besides their own balanced stocks, strategically-located warehouses 
to draw from. Prompt delivery service plus a full line of regular lay and 
preformed wire ropes for every purpose place the Wickwire Distributor in 
a preferred position. For increased sales volume, faster turnover and bigger 
profits . . . write for the Wickwire Spencer Distributor’s Plan. 


Wickwire covers the nation with hard-hitting sales sup- 
port in men, promotion and advertising. Fourteen 
strategically located, company-owned warehouses, as- 
sure service-plus of Wickwire Rope in every size, grade 
and construction. It’s uniform ... It’s high quality. 





\ 
\ . \ 
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WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Seattle, 
Abilene, Texas. Export Sales Department: New York City 
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ROTARY PUMPS for General Use 


Industry uses a great many pumps for handling liquids of all kinds 
—and thousands of the jobs require positive displacement rotary 
pumps. You can cash in on this demand by selling the complete 
line of ROPER ROTARY PUMPS because they are well known 
throughout industry for efficiency, long life and dependable service. 


Get into these big sales opportunities with both feet—really make 
yourself some excellent pump profits in ‘41. See the Roper Repre- 
sentative in your territory. He'll give you valuable co-operation 
based on his wide experience. Once you get started selling Roper 
Rotaries you'll find your sales growing in a profitable way. 


BOOST YOUR PROFITS ... 
SELL ROPER ROTARY PUMPS 
TO ALL INDUSTRIES 





We have pumps standard fitted, 








bronze fitted and all bronze. . . Automotive plants, bottling works, 
capacities from | to 1000 gallons chemical plants, hospitals, sugar re- 
per minute ... pressures up to fineries, textile mills, utilities and dozens 
1000 Ibs. per sq. inch .. . speeds of other industries use ROPER pumps. 
from 1800 r.p.m. down . . . Thick or thin—acids or alkalies—cor- 
mountings and drives for every rosive or combustible— There is a 
practical need. ROPER that can handle any clean 
liquid. 





You are welcome to complete information on the opportunities for sales and 
profit that we know exist for you. Get our latest catalog 942— it is written in 
simple, non-technical language. Write to Geo. D. Roper Corporation, Rockford, III. 


ROPER Ksta.~ PUMPS 


CEPENOABLE- SENCE 1857 
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ing in iron, steel, chrome-molybdenum 
and other materials necessary for spe- 
cial conditions. Reducing valves, pro- 
portioning and mixing systems for va- 
rious liquids, gases and treatments, 
separators, relief valves, blow-off 
valves, pressure regulators, packing, 
gaskets and hangers also were shown 
for all manner of installation needs. 

Another group of exhibits involved 
a long line of clutches, speed reducers, 
variable-speed drives, bearings pillow 
blocks and hangers, ball and roller 
bearings, flexible couplings and other 
power transmission appliances. 

Included with exhibits of material 
handling equipment were hoists, lift 
and tractor trucks, elevators, convey- 
ors and many special purpose appli- 
ances; also hand, platform and special 
trucks, skid platforms, lift jacks, ship- 
ping boxes. At another booth were 
industrial casters, platform trucks, 
storage racks, elevating track tables, 
power lifters, hand lift trucks, steel 
skids and pallets. 


Kasper & Koetzle Adds 
Pipe-Threading Unit 


Kasper & Koetzle, Inc., industrial 
supply house in Brooklyn, has equip- 
ped their shop- with a new Oster 
threading machine with which they 
offer their customers left and right 
hand threading up to 15 in., as well as 
nut tapping, etc. 


To Represent Capewell 


Capewell Mfg. Co., Hartford, Conn., 
announces the appointment of Dunn 
& Bryan as its New York representa- 
tive on metal-cutting saw _ blades. 
Dunn & Bryan will introduce the line 
to industrial distributors and hard- 
ware houses in Metropolitan New 
York. 





Joseph Zastow (lef) of the Grand Special- 
ties Co., Chicaga, dropped in for a chat 
at the Kirby: Machinery & Supply Co., To 
ledo, Ohio. He's talking things over with 
K. A. Sass of Kirby. 








‘Pieces come cut-to-length from the 
Pratt & Whitney Stock Room .. . 


There’s no double handling of stock cut from bars at the Pratt & Whitney plant; 
no intermediate operations, no equipment tied up with slow cutting-off methods. 


Pieces, no matter how many, come from the stock room in slices or lengths 
ready for machining, because cutting-off has been made a stockroom operation 
by the new heavy duty, high speed MARVEL No. 9A Automatic Hack Saw 
with automatic bar push-up. 


Full length bars lift directly from storage racks to the bar push-up. With a 
few simple adjustments and the push of a starter button, pieces begin piling up 
at almost unbelievable speed, accurately cut off from large or nested bars. 
While the stock keeper attends to his many other duties, this large capacity, 
all-ball-bearing sawing machine AUTOMATICALLY feeds, AUTOMATICALLY 
measures and AUTOMATICALLY cuts-off identical pieces, stopping AUTO- 
MATICALLY at any predetermined point. MARVEL Production Saws, No. 6A 
and 9A, are today’s fastest, most economical means for accurate cutting-off. 


You will note, in your customers plants, that most new sawing machines are 
MARVELs and that there is a rapidly growing preference for the positively 
unbreakable MARVEL High-Speed-Edge Blades. From the seller's viewpoint no 
other hack saw blades or machines enjoy such universal acceptance. 


ARMSTRONG-BLUM MFG. CO., ‘‘The Hack Saw People,”’ 5743 Bloomingdale Ave., Chicago, U.S.A. 
Eastern Sales Office: 199 Lafayette St., New York 
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GRIFFIN RESULTS 


61 years of service proves 
that GRIFFIN BLADES have 
given results that satisfy. 





(Sam >, fi 

Trade Mark That's one thing the metal 
cutting boys are demanding 
in this NATIONAL DEFENSE 
PROGRAM WORK which 
has in it the cutting of all 
types of metal. 


Now here is where GRIFFIN 
HACK SAWS stand. The line 
is complete — blades for 
every metal cutting job — 
every type made to perform 
its particular job well. The 


GRIFFIN LINE knows that he 
is equipped to meet competi- 
tively every customer's 
metal cutting problem with 
blades that will give service 
and stay sold. 


Prompt Service from Griffin 


General Sales Agents 


JOHN H. GRAHAM & CO., INC. 


FOR PROFITS 
SELL 105 Duane Street New York, N. Y. 


NX Manufactured by G. W. GRIFFIN CO., Franklin, N. H. 1940 


GRIFFIN 


lo FUG GRY-UA) 
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Tool Steels To Be 
Standardized 


Standardization and classification of 
tool steels used in the production of 
tools, fixtures and gages, etc., is be- 
ing undertaken by a committee of rep- 
resentatives of leading engineering 
societies as well as government 
bureaus under the sponsorship of the 
American Society of Tool Engineers. 

Designated as Project B-52 by the 
American Standards Association, the 
standardization work will attempt to 
do for such steels what already has 
been done on general steel types, per- 
mitting purchasers of tool steels to 
specify the exact type of steel de- 
sired for any given purpose. 


Putting Inventory Records 
on a Merry-Go-Round 


Arthur C. Wallbaum of Crerar, 
Adams & Co., Chicago, doesn’t believe 
in doing things by halves. Art is in 
charge of the pricing and costing de- 
partment and hence responsible for 
keeping the perpetual inventory rec- 
ords up to the minute. The physical 
handling of this job is simplified by 
having stock records on leaf-like racks 





S. G. Powell (left) or John Santora simply 
twirl revolving table and stock cards are 
at hand ready for recording. Putting rec- 
ords out in open in a well-lighted office 
saves time and cuts down number of errors. 


fastened to a revolving table. Two or 
more men can work on the records 
at one time. Telephone salesmen can 
check cost or amount of stock on hand 
without tying up entire file. 

About ten years ago Art proposed 
a radical change be adopted in the 
physical handling of inventory rec- 
ords. Instead of being put in cabinets 
where a man would have to stand or 
sit facing a row of files, he suggested 
the records be put out in the open. 
The suggestion was adopted. A small 
octagon table was bought and racks 
made to hold the records in book 
form, 

However, in time the leaves in the 
racks became thicker each year as the 
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Duro __—ODrill 
available in 
Models, Single or Multiple 


Spindles, a complete range 


to meet every need. 


TABLE SAWS-JOINTERS-DRILL PRESSES 
BANO SAWS-SHAPER-CARVER-ROUTER 
SCROLL SAWS-FLEXIBLE SHAFTS 
LATHES-POWER GRINDERS-SANDERS | 
HAND GRINDERS-ACCESSORIES-MOTORS 
ELECTRIC DRILLS-V BELTS & PULLEYS _ 





92 


“You can 
bank on 


FAIRBANKS” 


Presses are 


Bench or Floor 


construction 
Analysis will 








do likewise? 


distributors. 


THE 


BALL 
BEARING 


DRILL 
PRESSES 


ENGINEERED FOR INDUSTRY 


A new standard of values has been established in the Drill Press 
field by Duro Precision Ball 
making this record possible include — heavier gray iron cast- 
ings; machining held to close tolerances; use of four ball bear- 
ings instead of the usual three; pulley bearing mounting is an 
integral part of head casting — it is not an inserted mounting 
to wear and cause misalignment. 
Duro Drill Presses are accepted by 
Industrial users 
finest available — 
Their dependable performance has 
given them the reputation of ‘Cost 
reducers through increased produc- 
tion and reduced maintenance costs." 
SPINDLE MOUNTING 
The illustration at the right shows the 
of Duro Drill 


over other types. 


| DURO METAL 


»PRODUCTS CO. 
2663 N KILDARE AVE. 
DEPT.MS-1,CHICAGO,ILL. 


form Trucks, Wheelbarrows, Casters, etc. 


FAIRBANKS COMPANY 
19 EAST 4TH ST., 
Boston, Pittsburgh 
Factories: Binghamton, N. Y., Rome, Ga. 


SS Fairbank 





Bearing Drill Presses. Features 











everywhere as the 


Presses. 
indicate its superiority 

















Get Your Share 


Of the Profits 


Other distributors are adding handsome profits to 
their income by selling Fairbanks Hand and Pilat- 


Why not 


Fairbanks distributors are getting the business 
because of the super-construction of our products 
and our advertising. 

More than half a century of experience gives Fair- 
banks the right to claim dependable manufacture. 

Fairbanks Trucks and Wheelbarrows are made in 


sizes and types to meet all conditions. 


Write for Catalogs 51-2-3 and our special proposition to 


NEW YORK, N. Y. 


Hand and Platform 
Trucks, Wheel- 


barrows, Casters 
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number and variety of items handled 
and stocked by the company increased. 
\ short while ago Art decided it was 
time for further simplification. A 
large circular table was made by one 
of the Crerar, Adams boys. More 
racks obtained and mounted around 
the table. The final step was achieved 
by mounting the large circular table 
on the smaller octagonal one so that 
it rotates at the slightest touch of a 
finger. Stock clerks, S. G. Powell and 
John Santora, can now sit in one spot 
and twirl table. This method saves 
time and speeds up keeping of in- 
ventory records, 


Leather Belting Industry 
Plans Advertising Drive 


Announcement of a new advertising 
and promotional campaign, to be 
sponsored by the manufacturers of 
leather belting and its accessories, was 
made following the annual meeting of 
the American Leather Belting Asso- 
ciation, Dec. 6 in New York. The 
campaign, which is to start imme- 
diately, will carry the message of 
leather belting to industrial managers, 
engineers, and other potential buyers 
through the media of trade paper ad- 
vertisements, direct mail, and house 
organs, 

During its annual meeting, the as- 
sociation reelected Ernest D. Key 
(Atlanta Belting) as president. Pres- 
ton de G. Baldwin (Baldwin Belting 
& Leather) and J. Edgar Rhoads (J. 
R. Rhoads & Sons) were elected first 
and second vice-presidents, respec- 
tively, and A. H. Rahmann (George 
Rahmann & Co.) was elected treas- 
urer. 

Directors of the association are Mr. 
Key, C. Carter Bond (Charles Bond 
Co.), Mark M. Jones (Akron Belt- 
ing), R. M.  Pindell (Alexander 
Bros.), W. T. Bell (Page Belting), 
J. J. Slowey (Holyoke Belting Co.), 
and A. E. Carpenter (E. F. Houghton 
& Co.). 





Mid-States Industrial Corp. mill supply 
bowling team lines up in front while the 
competition takes a back seat. This Rock- 
ford, Ill., group bowls twice weekly. Has a 
team average of 160. Team members, left 
to right: M. E. Meagher (sales manager), 
George Paul, Jim Crozier, Joe Kelly and 
Ray Dunberg. 
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PRECISION 


PERSONIFIED! 
Accuracy in ac- 
tion! A Dumore 
No. 7 grinds 
the bearing 
liners in che 
main crankcase 
of a Pratt and 
Whitney Twin 
Wasp Engine. 


A glamourous gown of cot- 
ton. Behind the scenes in 
the textile industries Dumore 
grinders will be found simplify- 
ing maintenance and reducing 
costs in many unusual ways. 


4 





are two Dumore No. 9 
usky” hand grinders being 
din production to smooth a 
tface weld on an aluminum 
ondow frame at the Orange Screen 
Company, Maplewood, N. J. 





@ While the air hostess has played an 
important part in making air travel pop- 
ular, Dumore precision grinders have 
contributed to the mechanical perfec- 
tion that has brought safety to millions. 

(twa. PHOTO) 9» 


Heavy grinding, internally 
or externally, to .0OO1” ac- 
curacy, is “right down che 
alley’ for a Dumore No. 12. 





@ A Dumore “Chief” with bakelite 
bond high speed wheel, re-surfacing 
atubber printing roll at the George 
Lovelock Co., East Orange, N. J. 


Dumore has developed grinders 
of uncanny accuracy for the 
widest imaginable variety of 


applications. Let Damore tackle : P R E C I ~ I O N 
your customer’s toughest grinding } 


problems. Show savings of time, 
labor, expense, and overhead. 


pal ona wanders 
























one reliable source. 


always stay sold. 


HERE IS FOOD FOR THOUGHT! 


With the Complete CARSON NEWTON LINE you can 


place combined orders for all your file requirements with 


There are only a very few places one may do this. 


Your benefits are increased by savings in handling and 
overhead expenses and you can be sure your trade gets 
the right file for the job, one that will give satisfaction and 


Why not become a ONE SOURCE FILE DISTRIBUTOR? 
BELLEVILLE, N. J. 


3 BRANDS— "DU-MORE" "KLEEN KUT" "ALLIGATOR" 


SWISS PATTERN 


CARSON-NEWTON 


FILES 
































Illustration above shows extreme simplicity—just 
four parts. Illustration lower right shows two tap- 
ered threaded sections which squeeze wire rope in 
a vise-like grip—stronger than the rope itself. 
Lower illustration shows complete assembly. Your 
chance for good business is NOW. Help industry 
to save valuable time—sell the last word in Safety, 
Simplicity, and Service—Sell SAFE-LINE Wire 
Rope Clamps. Get our literature today. 


Stock Sizes '"" to %" 


NATIONAL PRODUCTION CO. sessiie™.iciass 
« DETROIT, MICHIGAN 





INDUSTRIAL ACTIVITY OF ALL 
KINDS MEANS IMMEDIATE 
BUSINESS FOR DISTRIBUTORS 


WHO SELL SAFE-LINE 
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WIRE ROPE 


|. tremendous holding power. 2. easily 
assembled by anyone. 3. quick and 
easy to apply in a single operation. 
4. can be set up in field or shop—no 
special tools needed. 5. entirely en- 
closes sharp, needle-like ends of wire 
rope. 6. autornatically exerts a uni- 
form grip. 7. trim—shipshape—safe— 
powerful — efficient. 8. streamline 
shape eliminates fouling. 





CLAMPS 


Some Reasons Why Users will Want this 
Moderate-Priced SAFE-LINE CLAMP: 














Richardt Alcott (Riechman-Crosby) and 
his granddaughter, Louisa Wedell, at the 
Memphis airport. She is a veteran traveler 
by plane, having flown from San Francisco 
three times. 


N.A.M. Defense Committee 
Headed by W. P. Witherow 


Announcing that W. P. Witherow, 
Pittsburgh steel manufacturer and 
president of the Blaw-Knox Co., had 
accepted the 1941 chairmanship of the 
National Association of Manufactur- 
ers’ Committee on National Defense 
and Industrial Mobilization, the N. 
A. M. on Dec. 28 revealed plans for 
the committee’s immediate expansion 
in view of the “urgency” of the pres- 
ent defense crisis. 

Not only will the main committee 
consider virtually every phase of de- 
fensé activity, it was made known by 
N. A. M. spokesmen, but sub-com- 
mittees will be appointed with all 
possible speed. A special group will 
be named to act as a liaison between 
government agencies affected; another 
sub-committee will deal with proposed 
legislation on national defense as re- 
lating to industry. In addition sub- 
committees will be formed to study 
priorities, prices and production prob- 
lems. 

Every manufacturing group is to 
be represented in the new committee’s 
membership, it was made known by 
the N. A. M. Mass production ex- 
perts, men who know every resource 
needed for industry’s speedy execu- 
tion of Army and Navy demands, 
technicians from every part of the 
country, will be selected with a view 
toward rendering the greatest possible 
defense aid to the government and 
the people of the nation. 
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MALLEABLE CASTINGS 














ELDED 


-  tomake 


“ENDWELDUR’ 


~ CHAIN 


Because American Chain engi- 
neers perfected the art of welding chain 
links on the ends instead of the sides— 
and because they developed anewalloy 
—users are getting “4 to 1 longer chain 
lifein tough service." Endweldur Chains 
stand up under elevated and subzero 
temperatures, moderate impact load- 
ings and bending and gouging. 

This chain hinges perfectly at every 
link. Each link is entirely normalized 
—all internal strains removed. Uniform 
quality provides maximum safety. 


Send for this FREE booklet Bim 


It gives all the facts about End- 
weldur Sling Chain. Tell our engi- 
neers of your chain problems. They 
will be glad to offer suggestions. 
Address American Chain & Cable 
Company, Inc., York, Pa. 





Also Chain, Chain Fittings and Attachments for Every Purpose 


In the American Chain line, largest and most 
complete in the world there are welded and 
weldless chains of all types, sizes and materials 
—and every conceivable kind of chain fittings 


and attachments. All these chains, fittings and 
attachments are designed for your safety, econ- 
omy and convenience and are thoroughly pre- 
tested in our laboratories. 


SUMMARIZED: American Chain offers a full line of welded and weldless chain —also cotter pins, eye bolts, cold 
shuts, lap links, round eyes, malleable castings, grab hooks, slip hooks, sash chain fixtures, screw hook hangers, 
shackles, S hooks, sling chain hooks, snaps, special attachments, swivels, toggles, utility jacks, welded rings, etc. 





AMERICAN CHAIN & CABLE COMPANY, Inc. 
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ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
7 WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
_ ae Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... 1 Business for Your Safety 
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OFTEN IMITATED 
... NEVER EQUALLED 


AWS that grip like a vise—knives 
that shear through the toughest wire 
—handles with just the right spring for 
comfort—that’s Klein pliers! 
Ask any man who knows good tools 
—he’ll tel! you, “Klein’s for satisfac- 


tion’ —every time! 


Your copy of the Klein Pocket 
Tool Guide will be sent on 
request. 


Foreign Distributor: 
International Standard Electric Corp., New York 


KLEIN 


3200 Belmont Avenue, Chicago, Illinors 


R. C. Duncan Co. Starts 
a House Organ, “Industry” 


A new publication made its debut 
among industrial plants of the Twin 
‘ities and surrounding territory last 
month as the R. C. Duncan Co., Min- 
neapolis supply house, issued its first 
number of “Industry.” 

Vol. 1, No. 1 explores some of the 
uses of industrial supplies by Duncan 
customers by picture stories of bot- 
tling plants, granite quarries, cream- 
eries, woolen mills, machine shops, 
and flour mills. Feature story of the 
issue is a pictorial account of main- 
tenance operations carried on by 
Northwest Airlines (the cover shows 
a Winsome lass inspecting something 
in a Northwest Airliner—and using a 
Duncan safety ladder). 

The concludes with a page 
devoted to the up-to-date power plant 
in Rochester (Minn.), informal snap- 
shots of Duncan salesmen, and a 
listing of Duncan's industrial lines. 


issue 


Vincent Steel Adds Plant 


Jerry Jaekle, president of Vincent 
Steel Process Co., Detroit, announced 
the construction of another plant addi- 
tion to their present facilities. This 
makes the second addition put up in 
recent months for Vincent Steel. 


Stewart-Warner President 
Sounds Note of Warning 


James S. Knowlson, president and 
board chairman of Stewart-Warner 
Corp., opened the 25th annual con- 
vention of the Alemite division, in 
Chicago, Dec. 6, with a warning 
against regarding current increases in 
\lemite equipment orders embodied 
in the national preparedness program 
as indicative of a return to permanent 
prosperity. He said: 

“It’s awfully difficult not to become 
enthusiastic about defense orders. It’s 
difficult to keep from watching this 
added business that flows in so easily, 
when what should 
upon is the normal 
company, 


we concentrate 


business of the 
“Economic trends can best be lik- 
ened to a pendulum that is constantly 
being moved by social and business 
forces. These forces exert to carry us 
in long swings, first to 
ind then another. 


one extreme 
We are all riding 
long on this pendulum movement.” 

Knowlson urged delegates to re- 
member that when the pendulum does, 
upon the present war's conclusion, be- 
gin to swing the other way, it will 
bring with it the trials of interna- 
tional economic warfare. The present 
irtificial gains, he said, should not be 
allowed to endanger resourcefulness in 
seeking and finding new products and 
new markets. 
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“Two rolls of Veelos 
in my car 
make friends for me” 


says 


W.H. FETTKETHER 
Iinois-lowa 
Bearing Company 


Davenport, lowa 


66@ OMETIME ago I put a roll 

of each of the two most 
popular sizes of Veelos V- 
Belting in my car to use for 
demonstration. Since then I 
have made a lot of Veelos 
sales just because I had it 
handy and I have been able to 
help a number of my custom- 
ers by furnishing them a 
V-Belt in an emergency. Once 
the customers see how easy it 
is to make up any length 
V-Belt from a Veelos roll, 
they want a roll or two for 
their own use. I wish I had 
more products like Veelos to 
sell, for Veelos makes friends 
and sales for me.” 
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THE SIMPLE “TORQUE-TEST” PROVES THE JUST STAND THE SIMPACT UP  OJL POCKETS PERMIT OIL TO FLOW 
"TOLEDO" SIMPACT REQUIRES LESS EFFORT WHEN NOT IN USE. BALANCES DIRECTLY ON THE SIMPACT DIES, WITH- 
TO OPERATE. EASILY. ALWAYS READY. OUT WASTE. CLEAN THREADS. 


A FEW TIMELY SALES HELPS ON THE 
NEW "TOLEDO" SIMPACT 1” TO 2” 
SELF-CONTAINED RATCHET THREADER— 


One set of high-speed steel dies thread all 4 sizes 
of pipe. 


= sant 


Finger tip die adjustment. Sizes changed in a frac- 
tion of time ordinarily required for cam-type receder. 


Automatic drip oiling. Oil pockets are filled at start 
of thread and oil continues to drip on pipe and 
dies as tool revolves. 





Pulls easier for a given depth of thread than any 
other one set dies threader. 


Minimum number of moving parts, easier to clean, 
longer wear. 


Work holder is simple, positive and long lived. 


The "Toledo" simpact stands up on floor for easy 
handling. 


aes oy 


A VERY IMPORTANT FEATURE OF THE “TOLEDO” 
SIMPACT IS ITS MINIMUM NUMBER OF PARTS. A 
SMALL NUMBER OF PARTS MEANS QUICK ASSEMBLY 
AND DIS-ASSEMBLY. EASY CLEANING. LONG LIFE. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


TOLEDO, OHIO NEW YORK OFFICE, 502 NO. 2 RECTOR STREET BLDG. 
ee 99 
TOLEDO 
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Sell the "Toledo" simpact—for service—for satis- 
faction—for repeat business. 











Products that make 
Enthusiastic Customers 
for you 


GREENE, TWEED wuricccing PACKINGS 


More than 90% of the engineers who try working samples 


of these packings become permanent users. Invite your cus- 
tomers to mgke their own tests,—you will find a trial brings 
repeat orders. PALMETTO for steam, hot fluids; PALCO 
for water; PALRO for solvents, oils; CUTNO for alkalis; 
SUPER CUTNO for acids. 


BASA* Reptaceable Face HAMMER 


By far the best-designed replaceable-face hammer on the 
market. Cadmium-plated tempered alloy-steel head, with 
split jaws which permit speedy replacement and convenient 
adjustment of the rawhide, babbitt or copper faces. 


FAVORITE* “nets WRENCH 


Sells itself on sight to every engineer who has ever skinned 
his knuckles on an open-end wrench or who has frequent 
occasion to back off or tighten nuts on bolts and studs. Has 
interchangeable heads to fit all sizes of nuts. *Reg. U.S. Pat. Of 


GREENE, TWEED & CO. 


101 PARK AVE., NEW YORK, N. Y. 
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When Chicagoans tangle with a problem 
in mechanical rubber goods, they're likely 
to call on Walter B. Hunt, rubber specialist 
for Barrett-Christie Co. Augmenting his 
personal sales service is B-C's special 28- 
page rubber goods catalog. 


F. W. Heitmann Co., Houston, 
Celebrates 75th Birthday 


An enterprise that grew up with 
the Lone Star state, the F. W. Heit- 
mann Co., industrial supply house of 
Houston, Texas, last month was hark- 
ing back to the reconstruction period 
following the Civil War as its 75th 
anniversary was commemorated by a 
feature article in the monthly Cham- 
ber of Commerce publication, Hous- 
fon, 

It was in 1865 that F. W. Heitmann 
watching a stream of prairie schoon- 
ers pass his office forwarding agent’s 
office, determined to start a business to 
serve Houston’s own growing com- 
merce. His first years were difficult, 
for the Civil War had just ended and 
American manufactures disrupted. 
Hence, Mr. Heitman was obliged to 
buy most of his merchandise from 
England and Germany. As_ soon, 
however, as American enterprise made 
it possible to purchase goods in this 
country, he transferred his patronage 
to home manufacturers. 

On January 1, 1881, F. A. Heit- 
mann entered the employ of the com- 
pany, of which he is now head, as 
traveling salesman and general assist- 
ant to his father. Prior to this time 
he kad been practicing dentistry in 
Denver, Colorado, but on account of 
his father’s failing health he gave up 
his practice and returned to Houston. 
His aptitude for the business was so 
marked that in 1885 he was given an 
interest in the business, and in 1889 
when his father died and left the busi- 
ness to his sister and himself, he be- 
came president. 

Under his management the business 


| grew rapidly, expanding its plant as 





When your customers need 
Iron-Body Double-Disc Gate Valves 





Some of the Kennedy 
Iron-Body Double-Disc 
Gate Valve Types 


‘ | 
4 
y 4, 
’ 
‘ 


Low - pressure Electrically-oper- 

non-rising stem ated valve with 

flanged valve by-pass and 
square bottom 


you will find 568 different types and sizes 
in the new Kennedy Catalog 


Whether the valves you are called upon to supply are for 
125-Ib. outside- 250 - Ib. non - rising low, standard, or extra heavy pressure, for steam, water, oil, 
screw-and-yoke stem flanged valve 

screwed valve air or gas, and for operation by hand, gear, cylinder or elec- 
tric motor, you will find an exactly suitable type in the Ken- 
nedy catalog—with all data complete and conveniently ar- 
ranged. 


Some of the convenience features of this new catalog are 
dimensions, prices and service recommendations on the same 
or facing pages for all types of valves, large illustrations 
throughout, sectional views with part lists for all valves, com- 
plete references to accessories, pipe end standards, and five 
different indexes for greatest ease of finding the desired in- 
formation. Write for copy of this 240-page helpful, informa- 


tive catalog. 
Bell-end valve for a ~y valve for oil 


water mains The Kennedy Valve Mfg. Co. . . . Elmira, N. Y. 


Send the The Kennedy Valve Mfg. Co., 1810 E. Water St., Elmira, N. Y. 
Please send copy of your new 240-page catalog 
coupon Name 
for f Pon 
Company 
your copy Address 


évtraValues in VALVES and PIPE FITTINGS 
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SELL THE BELT-LACING SYSTEM WITH 
THE LARGEST PROFIT FOR YOU! 


‘ Saletxy 


MES US PAF OFF 


XZ. BELT HOOKS AND LACERS! 
The Safety Portable Lacer, plus Safety Belt Hooks offer you a 


sound combination of quality that appeals to mechanics and 
makes sales and profits easy. In the first place, Safety Belt 


5 
Hooks come in numerous sizes .. . all are guaranteed to hold 
and do the job. 

6 


Second, the Safety Port- 
able Belt Lacer has a full 
6" capacity. The jaws are 
not flat, but ribbed. Each 
rib contacts one hook 
only. Hooks are easily sunk below the 
surface of the belt. Se// the Safety 
System. \|t means more profits for you. 
A letter to us will bring complete price 
list and description of our distributor- 
sales co-operation. 


SAFETY BELT-LACER CO., TOLEDO, O. 


pravocrarnenCATALOGS 


“After carefully looking through the completed 
book, we want you to know that it meets with our 

























































entire approval, and really exceeds our expecta- 
tions.” 


F. W. Norris, Sec’y 
Tracy, Robinson & Williams Co. 
Hartford, Connecticut 





A modern planograph catalog with high 
speed tools priced in red, tied up closely 
with the manufacturers you represent by 
reproduction of their trademarks, will do 
a maximum job of selling for you. 


For Details Write today to: 


WEINBERG & MCKEE, Inc. 


610 W. VAN BUREN ST. CHICAGO, ILLINOIS 
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well as its lines of merchandise. Dur- 
ing this period many smaller compet- 
ing firms were absorbed. First of the 
firms to be absorbed was that of T. 
W. House, noted banker of Houston. 
Then followed the Ellsworth stock of 
Galveston in 1886, and later that of 
the Texas Railway and Mill Supply 
Company of Houston, to which was 
added shortly the supply stock of 
Dumble, Armistead and Cronin. These 
additions and absorptions had placed 
the company into the machinery busi- 
ness, and in 1899 this part of the busi- 
ness was organized as a separate de- 
partment under the management of 
H. A. Paine. 

Then came the Beaumont and Cor- 
sicana oil booms, the growth of the 
rice business, and MHouston’s pre- 
eminence as a lumber and cotton cen- 
ter, all of which added to the firm's 
prosperity and led to greater ex- 
pansion, 

In 1903 the company was_ incor- 
porated for $500,000. Its growth from 
this point on was steady and sure 
until 1917 when the United States en- 
tered the World War. Immediately 
the demand for merchandise of all 
kinds was stepped up rapidly and dur- 
ing this period the company enjoyed a 
wave of great prosperity. In 1918 the 
capital stock was increased to $1,- 
000,000. 

The construction of Camp Logan 
and Ellington Field and the vast 
military development around San 
Antonio led to a great volume of 
business with the War Department 
and army contractors. Refusing to in- 
crease its normal profits on merchan- 
dise, and giving priority to all govern- 
ment demands, the company won an 
enviable reputation for service and 
fair dealing with army authorities. 
This fact was recognized, when short- 
ly after the war the company was 
cited by the War Department for its 
cooperation in helping to win the war. 
This honor, given to few business 
houses, is much prized by the firm. 

At the present time the company 
occupies approximately 115,000  sq.it. 
of floor space in its store and ware- 
house on Main, Franklin and Fannin 
streets, and its warehouse on North 
Main St. It employs approximately 
one hundred persons, and works in- 
tensively most of the state south of 
Austin, including East Texas and the 
Rio Grande Valley. It has adhered 
consistently to its original business, 
adding only allied lines that fit in with 
the hardware and mill supply business. 

The present officers of the company 
are: F. A. Heitmann, president; J. W. 
Dittmar, active vice-president; Mrs. 
F. A. Heitmann, vice-president; H. A. 
Newman, vice-president and treas- 
urer; Henry Oliver, vice-president, 
and G. E. Ploeger, secretary and 
assistant treasurer. A. L. Bacarisse 
is sales and traffic manager and Gus 
C. Dittmar, buyer. 






















A NEW WAY 
TO OPEN DOORS 


AMCO Rope is a sure-fire sales maker. It AMCO cordage solution contains no creo- 
helps you get new rope business. sote, tar nor graphite and lasts as long as 

the rope. And then there is the matter of 
AMCO is made from high quality manila price. You would expect to charge more for 
fibre rot-proofed and water-proofed with a a longer lived rope . . . but AMCO weighs 
special cordage solution that gives it length no more per foot nor costs no more per 


of life far beyond that of ordinary ropes. pound. 


Every dealer who has taken on the AMCO 
line has experienced substantial increases in 
his rope business. Let us show you the proof. 

bility of AMCO means 


less wear from bendin 
ALL-WEATHER over sheaves. AMC 

does not readily ab- 
A A N | L A sorb water therefore 

does not freeze stiff. 


AMERICAN MANUFACTURING COMPANY 
NOBLE AND WEST STS., BROOKLYN, N. Y. 


western Factory: §T. LOUIS CORDAGE MILLS J st. Louis, mo. 


BOSTON © BALTIMORE © PHILADELPHIA @ CHICAGO @ CHARLESTON © NEW ORLEANS @ GALVESTON 








The exceptional flexi- 
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SALABILITY! 


OF PRIME IMPORTANCE 
TO DISTRIBUTORS . . 


.. COFFING HOISTS 


sell easily because Coffing knows what users expect 
and need. All facilities are concentrated on supply- 
ing hoists second to none—hoists that have built up a 
reputation for safety—performance—quality. Any dis- 
tributor knows that a combination like that means 
something very important to him—SALABILITY! 
Coffing Distributors experience progressive increases 
in sales volume year after year and our factory-trained 
salesmen give very effective sales help. There's still 
time to get with us— 


“QUIK-LIFT" 


“'Quik-Lift’ Electric Hoists are dependable, economical, 
lightweight, speedy, powerful, and have low head room. 
Simple and extremely sensitive in operation. Model ‘'S" 
Quik-Lifts incorporate the Two-Gear Cam Actuated Power 
Unit—an ingenious speed reduction device which requires 
less motor power and assures longer life with higher 































































efficiency. 
COFFING HOIST COMPANY 
DANVILLE ILLINOIS 
COFFIN( “besIon HOISTS 
RATCHET LEVER .. R GEAR .. . » ELECTRIC 


LOAD BINDERS. .... .- TROLLEYS - « « « « « DIFFERENTIALS 











ror MODERN 
METAL CUTTING TOOLS 


ee 














ad 
} 
NATIONAL TWIST DRILL 


& TOOL CO., detroit, u.s.a 


Tap and Die Division WINTER BROTHERS CO., Wrentham, Mass. 
TWIST DRILLS ¢ REAMERS e HOBS © MILLING 
CUTTERS ¢ COUNTERBORES ¢ SPECIAL TOOLS 


cute Branches © San Francisco « New York 
Chicago © Philadelphia e Cleveland 
Distributors in Principal Cities 
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“Industry Néeds Associations’ was theme 
stressed by J. D. Maguire, president of 
the Federation Bank and Trust Co., speak- 
ing before the annual luncheon of Power 
Transmission Council, December 5. To his 
left is B. A. Keiley, Council's board chair- 
man, and to his right W. W. French, presi- 
dent of the Council. 


Munnell & Sherrill Add 
To List of Lines 


Munnell & Sherrill, of Portland, 
Ore., long factory branch representa- 
tives for Pioneer Rubber Mills, Day- 
ton Mfg. Co., Main and Chicago Belt- 
ing, Rockwood Mig. Co. and Globe 
Mfg. Co., also have a number of in- 
dustrial lines on which they act as 
distributors. Chief among these are 
the products of the Pioneer-Flintkote 
Co., and World Bestos Co., together 
with a number of other mill and in- 
dustrial supply lines. 

Recently, according to George W. 
Novak, sales manager, the firm has 
been building up this distributor list, 
by adding outstanding lines. Four 
of these additions are: Norton Co., 
complete line of abrasive wheels; Mac 
Whyte wire rope; Fire Equipment 
Co. products and Henry A. Disston & 
Sons’ complete line of saws, blades 
and files. 





What part of a hide gives the best quality 
leather belting? Alexander Brothers an- 
swered this question in the above exhibit 
at the recent Purchasing Agents Show in 
Chicago. 

















THE 300 POUND LIN 


INTEGRAL FLANGED 


Drop Forged Steel 
GATE VALVES 


“’4Noot 


Never before has a new line of valves 
CLICKED so rapidly as our 150 Pound Series. 













Now follows the 300 Pound line in sizes 
from 2” to 8", with flanges forged integral, and 
complying with the 300 Pound American Standard. 
Stainless Steel Trimmings are regularly furnished 
and we recommend them for steam, water, oil or 
gas service up to 300 pounds working pressure 
and temperatures to 750 deg. F. 





Write for supplementary 
page 157-B for further 
details. 


seep: voer MACHINE CO., INC., LOUISVILLE, KENTUCKY 


ORARCH. OFFICES:  wew vorn ed PRILADELPRIA © CLEVELAND ¢ CHICAGO ¢ DALLAS 
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A GOOD LINE 
TO HANDLE ¥ 


The way to make money is to handle 
a complete line, an established and 
accepted line, a line backed by de- 





pendable production, a line that 
offers you full protection, full con- 
sideration and full cooperation — 
that's the 


Etter~Emrick LINE 








AA 





Etteo~ Emrich veyiess, 


SELF-TIGHTENING 
DRILL CHUCKS 


Time and energy savers. 
The heavier the load the 
tighter they hold. Excep- 
tional quality —all parts 
hardened. Made in 5 
sizes for #60 to %" 
drills. 


















Etter ~ Emrich 
FRICTION CLUTCH 
DRIVE TAPPING 
ATTACHMENTS 


Unexcelled for fast, sensi- 
tive, positive performance. 
Sure-fire clutch provides 
maximum protection for 
taps. Ball bearing spindle, 
automatic reverse, all heli- 
cal gears. Tap idies ‘in’. 
Sizes for #0 to |" taps. 








A 





POSITIVE, VISIBLE GRIP 
TAP HOLDING CHUCKS 


_ Time and tap savers. Visi- 
Ph ble grip assures proper 
insertion of taps. Sure 
grip prevents injury to 
tap shank. Tightening 
knurled nut, centers shank. 
/ 5 sizes for #0 to |" taps. 


















fw 





tor proposition. 


ETTCO TOOL CO. 


600 Johnson Ave., Brooklyn, N. Y. 


DRILL CHUCKS 

TAPPING CHUCKS 
TAPPING ATTACHMENTS 
TAPPING MACHINES 


MULTIPLE SPINDLE TAPPING 
AND DRILLING HEADS 


Unexcelled for Design, Materials 
and Workmanship 








2 ACT NOW! 


FOR Write today for complete 
MORE AND) details about the fully 
BIGGER protective and highly 
PROFITS profitable ETTCO Distribu- 


| 





Charles J. Nesel has been named Pacific 
Coast representative for the Greene Tweed 


Co. With a |6-year acquaintanceship with 
West Coast distributors, he will be a fa- 
miliar figure to them in his new post as 
specialist in packings. 





Defense Program Spurs Suppl 
Houses to Issue New Catalogs, 


From the’ four corners of the na- 
tion come reports about distributors 
issuing new catalogs. With the im- 
petus given business by the defense 
program many supply houses are pre- 
paring to re-emphasize the value of 
their stocks and services to old cus- 
tomers, via the catalog, while encour- 
aging new ones to make fuller use of 
existing facilities. 

Distributors whose catalogs have 
just come off the press at R. R. Don- 
nelley & Sons Co. in Chicago, are: 

In the East—C. S. Mersick & Co., 
New Haven, Conn. Their new cata- 
log “H” marks the 100th anniversary 
of the house, 


and covers approxi- 
mately 500 manufacturers’ lines and 
40,000 items in stock—one of the 
largest stocks of industrial supplies in 


New England. 

On the Pacific Coast—M. N. Thack- 
aberry, Los Angeles, Calif., has issued 
its first catalog reflecting their busi- 
ness of portable electric tools, wood- 
working machines and _— supplies. 
Thackaberry’s stock of this equipment 
is best expressed in their motto, “If it 
is an electric tool, we have it,” Cata- 
log is handbook size and attractively 
bound in black cloth cover stamped 
with silver ink. 

Another West Coast distributor who 
issued a new catalog is Marshall- 
Newell Supply Co., San Francisco. 
New catalog is devoted entirely to 
builders’ hardware and locks. Is at- 
tractively bound with a blue cover 
stamped with white ink. 

In the South—Batson-Cook Co., 
West Point, Ga., are distributing their 
new catalog “A”, the first one this 
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THEY ARE ALL 
LOOKING 






You Tell 
Them How 


Steam is at a premi- 
um these days and 
every steam-leaking 
thread or gasket connection is costly 
— wasted steam and enforced idle- 
ness while repairs can be made. Show 
your customers how Key Graphite 
Paste will eliminate steam wastage 
and costly delays. They will thank 








you for it... in fact, you will be the 
man they are looking for. 

Key Graphite Paste should be used 
on all hot and cold oil lines and wher- 
ever oil service is involved as well as 
for high pressure steamlines. 

Here is the story on Key Graphite 
Paste: 


1. Itis absolutely leak-proof against 
high pressure steam, gasoline, 
kerosene, etc. 

It expands under heat. 

it lubricates as it seals. 

It leaves joints easy to discon- 
nect and clean. 


2. 
3. 


> 


Key Graphite Paste is economical 
...it requires only water for thin- 
ning. 


SALESMEN! If your house is not handling 
Key Graphite Paste ask them to give you a 
break ... suggest they order in a stock if 
it is still available for your territory. 





















ELECTROCOATING . . .WHAT IT DOES 


I" THIS current period of increased industrial 
production, practically every industry is called 
upon to produce more goods—which results in an 


BEFORE Before ELECTROCOATING was 
increased use of surface coated abrasives. discovered, abrasive grains laid ir- 
regularly on their sides. Photomi- 

Armour Sandpaper Works, producers of superior abrasives, are ready to crograph. 665 times enlarged. 


meet this increased demand for abrasives with fast-cutting, long-lasting 
ELECTROCOATED Alundum Cloth. 

Whatever the needs of your customers in sheets and rolls, Armour can 
supply ELECTROCOATED Alundum Cloth to fill these needs. In addition, 


Armour has available abrasive engineers for consulting on abrasive problems. 


Urge your customers to give ELECTROCOATED Alundum Cloth a ngmpese : . 

ial j er eee dt tien dike ek OO ; a eas oll > AFTER Armour’s ELECTROCOATED Abra- 
trial In their shops an actories this week. Continued use 0 rmour s sive Product. Grains stand on end 
abrasives will be profitable to both them and you. evenly spaced—sharp! Photomicro- 


graph. 665 times enlarged. 


ARMOUR SANDPAPER WORKS 


Division of ARMOUR &XD COMPANY 
C8 0S 2. oe OP oe oe 6 On 28 eae On» On -UCEO 
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“3, FOR CONSISTENT 


-* mf 


, SALES VOLUME 





THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


New York Chicago St. Leuis New Orleans Los Angeles San Francisco 





Real SALES VOLUME RESULTS 
FROM INCREASED PRODUCTION 


> a 
ee 























There are hundreds of production operations where Milwaukee 
Industrial Brushes can fill the bill and at the same time materi- 
ally cut costs. Call in a Milwaukee Industrial Brush Specialist 


shows a single jot 


MILWAUKEE 


Picture 


using ¢ 


ero ge ogee Ga and let him suggest the proper brush for the operation. This will 
cripping =the contact result in more business and more profit for you. The Milwaukee 
points on storage battery I'ne con meet all industrial needs. Let us give you more details. 
plates passing between a 

continuous conveyor line 


THe MILWAUKEE BRuSH MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 














house has issued. It is quite com- 
prehensive, covering the complete list 
of lines represented in their industrial 


| supply department. 


Along the Great Lakes—One of the 
largest industrial supply catalogs is- 
sued in this region recently is the new 
Catalog 44 of the W. M. Pattison 
Supply Co., Cleveland. It contains 
over 700 pages of supplies, machinery 
and tools. Although the catalog cov- 


| ers their complete lines of stock, and 


a separate listing of all the leading 
manufacturers Pattison represents, it 
is not unwieldy. Catalog is printed 


| on a light weight paper, thus reducing 














WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


PUSH BROOMS - 





BENCH BRUSHES - 


FOUNORY BRUSHES 


FLUE BRUSHES - FLOOR BRUSHES - 
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bulk to a handy, convenient thickness. 
Book is attractively bound in green 
cloth cover with company name and 
design stamped in white. 

In the Middle West—Indianapolis 
Belting & Supply Co., Indianapolis, 
are distributing a new 500-page cata- 
log covering mill, mine and electrical 
supplies. At the present time the In- 
dianapolis Belting book is considered 
one of the newest and largest strictly 
industrial supply catalogs in the cen- 
tral Indiana territory. Book is bound 
with black cover and has name and 
design stamped in white ink. 


Rawiplug Opens New 
Branch in New Orleans 


The Rawlplug Co., Inc., New York 
City, has announced the opening oi 
a branch at 918 Union St., New Or- 
leans, La. Joe E. Muniot, Jr., will 
be in charge. 

Recent additions to the Rawlplug 
staff include L. E. Waldron to the 


| Atlanta office and M. S. Raudebaugh 


to the Cleveland office. Mr. Waldron 


| will make Charlotte, N. C., his head- 


| quarters and will travel in North and 


South Carolina. Mr. Raudebaugh will 
headquarter in Toledo. 








Dec. 2! was oyster party time for the local 
distributor friends of Ray Horner, Chicago 
territorial sales manager for Black & Decker 
| and Van Dorn. Ray, smiling at left, is look- 
ing out for wants of the first shift at his 
annual Christmas party. 











BEARINGS ann BARS 


@ A largely augmented program of national 
advertising in 1941 is telling your cus- 
tomers and prospects that they do not need 
to wait for delivery of any quantity of com- 
pletely finished Cast Bronze Bearings and 


fully machined Bearing Bronze Bars. 


Bunting advertising is making industrial 
America aware, more than ever before, of 
the ability of the Bunting wholesaler to in- 
stantly serve any requirement for such prod- 
ucts, which are available in hundreds of 
different sizes and in any desired quantity: 
The Bunting Brass & Bronze Company, 
Toledo, Ohio. Warehouses in All Principal 
Cities. 


EVERY PIECE SHOWS THE 
SIZE STAMPED ON BAR 
FROM END TO END 



































-—— 
BRONZE BUSHINGS { - BEARINGS 
PRECISION BRONZE MARS BABBITT METALS 
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the same as they always have. 


replaced without charge. 


from satisfied customers. 


WORCESTER 








Service Givers 


LOWELL REVERSIBLE RATCHET 
WRENCHES are giving SATISFACTION 
and SERVICE in hundreds of jobs today. 


They 


have stood the test for over 71 years and 
are covered by the GUARANTEE: Any 
broken handle returned to us will be 


Sell LOWELLS, the Time-Tested and Time- 


Proven REVERSIBLE RATCHET 
WRENCHES. They will build your profits 


LOWELL 


WRENCH COMPANY 


MASS. 


The name LOWELL stands for an Honest Deal with Honest Tools 


























the jagged, broken wires that make it dangerous to inspect or handle: 


in condition for more months of hard use. 


construction and quality materials give your customers the ve 
appreciate most .. . safety, long life, service, and economy. B 
profit-plus features are of the utmost importance to you. Satis: 


also for our distributor plan. 





CLEVELAND, 















This example is just one of the many sales appeals of U-W LAY-RITE wire rope. 

characteristics they 
IDES, these LAY-RITE 
fy your customers—sell 
LAY-RITE PREformed wire rope. Write for the complete list of U-W products . 


SAFETY: LONGER LIFE: 
SERVICE and ECONOMY 


SELL U-W LAY-RITE 
PREFORMED WIRE ROPE 


Here's a section of ordinary wire rope after a few months of tough use. . 


Then notice the section of UPSON-WALTON LAY-RITE PREformed wire rope below. Under 


the very same conditions of use, it still remains smooth and unbroken .. . it is still 


OHIO, U.S.A. 
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“In both technical and sales training, 1940 
was the most successful year in our history,” 
declares J. M. Driesbach, president of the 
North Jersey chapter of the Power Trans- 
mission Council, at its year-end meeting. 
At the head table: Walter C. Menk (Gra- 
ton & Knight), P. Cady (Manhattan Rub- 


ber), Mr. Dreisbach (Scandinavian Rub- 
ber), J. G. Wilson (Dodge-Newark), and 
L. E. Shaw, consulting engineer who ad- 
dressed the gathering. 


Hancock Valve Names 
New Manager in Boston 


Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn., makers of pressure 
gauges, safety valves, thermometers, 
and globe valves, has announced the 
appointment of Clinton D. St. Clair 
as works manager of their Hancock 
Valve Division Plant in Boston. 

Mr. St. Clair attended Purdue Uni- 
versity and Pennsylvania State Col- 
lege. Since then, he has had 22 years 
of manufacturing experience with such 
prominent industrial organizations as 


| B. F. Goodrich, Ohio Match Com- 
| pany, Erie City Iron Works, and 


American Machine & Metals, Inc. 


| His duties for the past 15 years have 


been similar to those of his present 
capacity. 





salesman at the Indianapolis 
Machinery & Supply Co., handles a rush 
order quickly and accurately. 


Hyman Lewis, 





A BRAND bor (BCE mn A BRAND NEW PROFIT 





Carriage bolts of heat treated steel are accurately 
made, have smooth, round heads and true, square 


Elevator Bolts are made in four standard types. No. |, 
flat head countersunk; No. 2, oval head; No. 3, flat 


shanks. Available in either rolled or cut threads. 
Stocked in a full list of sizes up to %4-inch diameter, 
14-inch length. Larger sizes made to specifications. 


head, with slot, four fins beneath head; No.4, flat head, 
four fins beneath head. Stocked up to %-inch diame- 
ters; made with large heads to Bolt Institute standards. 

















The Weather-tight Bolt is for wood construction. 
Head of this bolt sets flush with surface of wood 
without counter-boring. Prevents moisture seepage 
beneath head and from nut end as well. Tapered 
splined shanks prevent turning when nut is applied. 


Twin Thread Lag Bolts penetrate wood twice as fast 
as old-style single thread lag bolts. Hold tighter; 
self-centering; long tapered point permits starting 
by hand. And they sell at standard lag bolt prices. 





® A new bolt which has more than usual profit possi- road box-car construction, to make box-caz sheathing 
bilities for you! It has so many uses that we ourselves water-tight. It works so well in other uses however 
don't know all of them yet! It’s the new Lamson that its application is spreading rapidly. For garage 
Weather-tight Bolt, which can be used wherever your doors, for instance—and wherever wood is bolted 
customers use carriage, step or elevator bolts. It is for and exposed to weather. Ask for samples from 75% 
wood construction—and it’s designed by our engineers your jobber, or from us, naming your jobber. 

7 to prevent water or moisture from entering the wood * a 
from either end of the bolt! It was designed for rail- THE LAMSON & SESSIONS CO., Cleveland, Ohio 

















LAMSON & SESSIONS 


o N U £ae 8 C 





WALL CORDAGE is particularly worthy of Mill Supply distribu- 
tion. Specialized constructions catering to a variety of uses enable 


Oil 
General 


RELIABLE— 
FOR EVERY 
FIELD AND USE 


INCLUDING 


Pile Driver 
Hoisting 
Hammerfall 
Transmission 


Drilling Cable 


Bolt Rope 
Shovel Rope 


General Contracting 
Structural Requirements 


Marine 
Stevedoring 
Dredging 


Distributors to supply the proper rope for the particular job. 


WALL ROPE WORKS, INC. 
48 South Street, New York City—Factory: Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, Tulsa, Baltimore, New Orleans, 
Norfolk, Pittsburgh 


IN THE WORLD 


LONGEST ROPE WALK 


& Water-Well 
Hardware 








CAPITAL "RED CAP" 


BRUSHES AND BROOMS 
—Give the Kind of 
Service that Pays 
DIVIDENDS to 
Distributors... 


Long-time users of CAPITAL “RED CAPS” 
expect—and get—good quality, good serv- 
ice, and the proper broom or brush for a 
particular job. Thus has been built the 
reputation which helps Distributors to 
make good, sound sales with a minimum 
of sales effort. 


CAPITAL “RED CAPS” definitely save 
money for users—they do a better job— 
they wear longer—there are fewer re- 
placements needed. Busi exp i 
opens up added opportunities for selling 
CAPITAL “RED CAPS”—every industry— 
shops, properties, etc. want the best main- 
tenance equipment they cun get for their 
expenditure, and Distributors who sell 
CAPITAL “RED CAPS” are in on the 
ground floor—ARE YOU ONE? 





CORNER BRUSH & BROOM STS. Est. 














INDIANAPOLIS BRUSH & BROOM CO. 


INDIANAPOLIS, IND. 
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Convivial Philadelphians at the Keystoners’ 
Christmas party: Bill Hoffman (Maddock 
& Co.), Jim Ossilton and Bill Miller (p.a.'s 
of Edward G. Budd), Carl Meister (Allen), 
Bob Brown (Union Twist Drill), H. Under- 
wood (Theo. C. Ulmer), and W. H. Tup- 
peny (Maddock). 





Puchasing Agents Report 
3-6 Months Buying Policy 


Industrial activity throughout most 
sections of this country and Canada 
continues at top speed, with many 
manufacturers operating at 100 per 
cent of capacity and with the trend 
continuing toward higher levels where 
plant facilities permit, according to 
the year-end report to members of 
the National Association of Purchas- 
ing Agents. 

In the all-important machine tool 
industry the breakneck pace continues 
with the expectancy prevalent that 
another 20% will be added in 1941 
to the already history-making volume 
of production of equipment for manu- 
facturers. 

Meanwhile, steel in mill-run form 
and fabricated items are becoming 
more and more difficult of procure- 
ment in. quantities to conform with 
the quickened rate of consumption in 
many lines of manufacture. This is 
by no means brought about entirely 
by Government orders, as commercial 
demand on many industries has picked 
up with the tide of increased activ- 
ity, in addition to which wide cover- 
age of essential materials is the pol- 
icy of most purchasing departments 
as protection against the time when 
materials needed for armament proj- 
ects will dominate the picture more 
completely. 

However, all this is occurring with 
a saneness not heretofore experienced 
and this augurs well for the year 
ahead, as supplies for manufacturing 
needs are being assured with prac- 
tically no indication of speculative 
buying that can so easily distort 
markets and upset the supply-demand 
relation generally. 


COMMODITY PRICES continue 
to strengthen gradually, with firm- 











materials but 


in 
actual advances in practically all cases 
being quite moderate. 


ness apparent most 


INVENTORIES on the whole 


are 
showing further increase but there 
ire many instances where supplies 


would have been built up to greater 
extent by this time had the materials 
been available. 

BUYING POLICY recommenda- 
tions must of necessity vary with the 
types of materials involved as supply- 
demand features are far from uniform 
at this time. Those companies iden- 
tified with the metal trade and ma- 
chinery are attempting to protect man- 
ufacturing requirements well through 
the whole new year. However, the 
more common procedure at present 
is coverage on materials that will be 
needed through the next 3 to 6 
months, with inventories being re- 
plenished or commitments extended on 
that basis. 

Overbuying or _ speculative pur- 
chases have no place in the present 
state of affairs but considerable plan- 
ning ahead is essential to the preven- 
tion of interrupted operating sched- 


ules during the early and middle 
months of the incoming year. There- 


fore, more extensive commitments are 
quite advisable where deliveries from 
vendors’ production schedules are 
essential, and this liberal purchasing 
policy is all the more warranted in 
view of the indications of moderate 
but gradual upward movement in 
commodity values during the next 
several months at least. 








shine nor 


Neither 
could deter Miss L. M. Hill from her daily | 
stint at the billing machine for Kirby Ma- | 


rain nor camera man 


chinery & Supply Co. in Toledo. The smil- 


ing faces behind her are H. W. Farling | 


(left) store manager, and E. L. Isham. 











| 
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GOES PRODUCTION 
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"Om comes COST 
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SLING 


double 


SERVICE 
SAFETY 

Smooth movement of materials through manufac- 

turing departments means more profits. Herc-Alloy 

Sling Chains, America’s FIRST alloy sling chains, are 

facilitating speedy production, safeguarding men and 

materials, and vein costs in every type of industry. 





Fabricated from a high-grade alloy steel of nickel and 
molybdenum, Herc-Alloy Sling Chains have the endurance 
and stamina to withst | the toughest industrial assignments. 
Heat treating under rigid pyrometer control insures uniform- 
ity and ductility. Herc-Alloy Sling Chains never crystallize or 
develop grain growth... therefore, they NEVER require an- 
nealing. Links are electric welded by the patented “Inswell” 
oe providing 25% more metal at the critical point in the 
link...at the weld. For double strength, service and safety, 
plus cost- -cutting performance, specify Herc-Alloy Sling Chains. 


CM manufactures a complete line of chain for every 
application. Trained engineers are available for consultation 
on your chain problems. Write for Herc-Alloy catalog today. 


MBUS -M°KINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


advantages of CM products—sales messages that smooth the way for profitable distributor sales. Mill supply dis- 
tributors interested ‘in tying up with an accepted and outstanding line are invited to write us for franchise details. 


THIS CM ADVERTISEMENT IS ONE OF A SERIES APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 
Every month the important specifying and buying powers among industrial operating executives are ifolfoMelolole) mial- 





120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 


%t 
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improved Grinding 
Wheel Dressers and 
Cutters.......... 


Grinding wheels trued and 
dressed properly permit fast, 
accurate, quality work which 
helps your customers to meet 
present day emergency needs. 
The Improved type Vincent- 
Huntington Dresser and cutters 
are now standard equipment in 
many of our largest industrial 
plants for this very reason. 





Vincent - Hunt- 
ington distribu- 
tors are helping 
their customers to 
save time and 
expense on pro- 
duction and 
maintenance _re- 
quirements by 
having the right 
Product to sup- 
ply when the need arises. 
We can handle your cus- 
tomers’ orders with speed 
and efficiency. Send them 
tight along! 


= 


New Type Hardened Steel Bush- 
ings are a new design to eliminate 
turning and wearing out the bush- 
ing holes in the dresser. Pin re- 
volves freely in bushing and cut- 
ters revolve on pin, insuring con- 
stant changing of relativity of cut- 
ters to each other which makes for 
better dressing and truing. 






Non-Burring Cutters all full size 
with 18 TEETH. Milled from high 
carbon steel, scientifically heat 
treated by the ‘‘Vincent Process”’ 
to a uniform hardness insuring 
tong life. Vincent Cutters cannot 
burr or mesh even if washers are 
left out. 





“If it's a Huntington Dresser or 
Cutter Vincent makes it" 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 






INCENT | 


HUNTINGTON 




















The best wishes of Philadelphia distributor 
| friends are conveyed to Ben Hughes (right) 
| of the Wood Shovel & Tool Co. by Aubrey 


Hager of Theo. C. Ulmer Co. 


from Philadelphia to Chicago, where he will 


represent his company as district manager. | 


New Year Promotions 
Announced by Hajoca 


Four New Year promotions in the 
managerial staff of Hajoca Corp. have 


been announced by W. A. Brecht, 
president. 
W. J. Hayes has been made man- 


ager of the company’s Rosslyn ( Va.) 
branch. N. D. Tompkins has been 
named head of Hajoca’s government 
department in Washington. 

C. P. Wilfong, for many years in 
charge of Hajoca’s Chester (Pa.) 
branch is to be manager of the Wil- 
mington branch. A. W. Brady, who 


has sold industrial supplies in both 
Wilkes-Barre and Bethlehem (Pa.) 
moves up to the manager’s post in 


Chester 


J. M. Tull Announces 
Promotions in Staff 


Effective the | 
| first of the year, Mr. Hughes is moving 





Several new appointments have been | 


announced by J. 1 
manager of J. M. Tull Metal & Supply 


\. Naylor, general | 


Co., Inc. of Atlanta, Ga. Sam Den- 
nard has been named floor manager, 
Jas. Joyner has been promoted to | 
brass and copper sales, and Bill James 
and E. H. Powell have been ap- 


pointed to store sales. 


Promotion for Brinkman 


After two years’ experience in the 
auditing department of the Wm. T. 
Johnston Co., Cincinnati supply house, 
“Hy” Brinkman has been transferred 
to the sales department. 
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& 
Let T0 <7 


PROMPT DELIVERY 


Boost 
Your 


QUICK 
PROFITS 









NOW 3 _ vines every order 


is RUSH . when ready profit 
depends upon your ability to make 
quick deliveries . . . get your 
share of the profit in FLEXIBLE 
SHAFT MACHINES. For STOW 
—the pioneer maker, the house 
with 65 years of the “know how 
of design and manufacturing—is 
offering delivery in from 2 to § 
days after receipt of order, de- 
pending upon the specifications. 
STOW'’S expanded plant facilities—with 
the biggest output in STOW history— 
assure you prompt delivery for industry's 
immediate  de- 
mands. STOW'’S 
complete line 
of flexible shaft 
machines and 
flexible shafting 
blanket the ma- 
chinery field. 


Also the 
New STOW Junior 


STOW makes the 
Heavy Duty line for 
big time production, 
the Junior line for 
general utility work, 
and a full line of 
shafting. Consider 
OwW’S name, 
PLUS its big month- 
ly advertising cam- 
paign. Sell STOW 
— “the line your 
Prospects know.” 


WRITE TODAY 


Line up with STOW in your own exclusive 
territory! WRITE TODAY for full information 
[ jobber's prices. 


vv Un lela Vanae 
5 Sheor St 









Inventors of Flexible Shofts 




















Timken Expands to Meet 
Defense Requirements 


A three million dollar expansion 
program, designed to meet defense re- 
quirements, is under way in the four 
plants of The Timken Roller Bearing 
Co. at Canton, Gambrinus, Columbus 
and Mt. Vernon, Ohio. New build- 
ings totaling 184,625 sq.ft. will cost 
$572,000. A new 60-ton electric fur- 
nace and auxiliary equipment will cost 
$551,000. Orders for $961,825 worth 
of machine tools have been placed in 
the last 120 lays with additional orders 
pending. Orders for $132,175 worth 
of maintenance equipment are on file. 

The entire expansion program in- 
volves an immediate expenditure of 
$2,217,400 with projected additional 
expenditures which will bring the 
total to the three million dollar mark. 


Miers Transferred to Boston 


R. N. Miers has been appointed 
eastern district engineer, steam turbine 
division, of Allis-Chalmers Mfg. Co., 
Milwaukee, Wis. For the past six 
years, Mr. Miers has been traveling 
out of Milwaukee on steam turbine 
sales and general engineering mat- 
ters. He will make his new head- 
quarters at the company’s Boston 
office. 





“Now if the belt creeps to the right 
C. E. Shaw, consulting engineer, demon- 
strates the behavior of belting under vari- 
ous conditions of misalignment with this 
operating model. An expert in power drives, 
Mr. Shaw addressed the December meeting 
of the North Jersey chapter of the Power 
Transmission Council. 















| = order 
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A DMIZAHIAUS @MODERN PACKAGED SHIM STOCK... 


Look into our complete line meeting all 


















HOW LONG WILL IT 

TAKE 10 GET HOLD OF 
THIS SHIM STOCK FOR 

Z@ COMPANY, NICK ? 


requirements. Brass ond steel. Eliminate 
delays for your customers. You will build 
valuable good-will . . . with little effort. 


Less handling ... you reach for a package 
instead of the shears! You gain a bigger 
unit of sale... you receive “fill-in” orders 
automatically. 


Write today for our catalog and dealer mer- 


‘“ 


chandising plan. Turn an “accommodation 


nuisance” into a business asset. 


LAMINATED SHIM CO., INC., 58 Union St. 
Glenbrook, Conn. 





business is  profit- 
able business for 
you. And there’s lots 
of repeat orders for 
Wells Saws because 
they satisfy custom- 
ers. They're fast, 
accurate and de- 
pendable for contin- 
uous production, or 
the 1,001 odd jobs 
in any plant. With in- 





Now Built in 3 Sizes: 
No. 5—5" dia. round or 


dustry under forced 5" x 10" flat. 
draft, these all-around No. 8—8" dia. round or 
tools are moving fast. 8" x 16" flat. 
Will you take some of the No. 12—12" dia. round or 


profits? Then write for full 12" x 16" flat. 


information now! 


Also the No. 9 upright Saw. 





WELLS MFG. CORP. 





Three Rivers, Michigan | 
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PEERLESS 
HOISTS 


geared for 
production 





Now, if ever, your customers want 
uninterrupted performance in ma- 


Down Texas-way the Oliver H. Van Horn 
Co. stopped passersby with this colorful 
terial handling. Christmas window, featuring Blackhawk 


wrenches. Decorations by A. W. Huddles- 
All-Steel ~ 


Peerless Hoists eliminate 
lost time through breakdown and re- 
pair. Peerless Hoists are sold with | 
this exclusive warranty— | 


ton and O. S. Ferguson, office manager. 








$200,000 in Awards Offered 
For Aids to Fast Production 
EVERY GEAR IS 


GUARANTEED FOR FIVE YEARS In answer to William S. Knudsen’s 


request for suggestions to speed the 


; , National Defense program, the James 
Meet increased needs with Peerless F. Lincoln Arc Welding Foundation 


Model C All-Steel Hoists. of Cleveland points to its current 
$200,000 program of 458 awards as a 


THE HARRINGTON CO direct stimulus to this vital objective. 
. 


According to the Foundation, men 
17th & Callowhill Sts., Philadelphia, Pa. who learn and describe how produc- 
tion of machine tools and other es- 
sential items in our defense program 
can be speeded up and otherwise im- 
proved by use of arc welding, can 
share in the award money offered. 


BELT LACING Tale FASTENERS Speeding up production is an im- 


cls transmission and conveyor belts portant factor of judgment for the 


Foundation awards. Machine tools, 
both metal cutting and metal forming, 

which have been termed the bottle- 

Trade Mark Reo. =P” Uv. S. Pat. Office > \ , neck in the defense program, are 

‘ . ‘finitely designated as subjects 
STEEL BELT LACING =F Ge | | tie desienated, a9 subjects, for 
@ World famed in general service for strength * ats . say I pie 288 gens gs 
ae Bae. 
> oe 4 




















and long life. “Just a hammer to apply it.” participation. Top award for such a 
A flexible steel-hinged joint, smooth on both study is $13,700. There are also ad- 
- ‘Made in Sen leech tant” ond some 5 ditional machine tool awards amount- 
magnetic alloys. Long lengths supplied if @ . ing to $3,200. 

needed. Bulletin A-50 gives complete details. The Foundation’s program of study 


embraces all important items in the 
National Defense picture. Awards will 
| FLEXCO EiL) be made for studies under 46 divisions 

including: automotive equipment such 
Registered U. S. Patent Office as tanks and combat cars; military 


BELT FASTENERS AND RIP PLATES and commercial aircraft; railroad 


equipment; naval vessels as well as 
@ For conveyor and elevator belts of all thick- 





“JUST A HAMMER TO APPLY IT” 






































aeaeen, mealies G@ Galt batt tei of qpent machinery products and structures of 
strength cad durability. Compresses belt ae all types. 
“ T " tween toothed cupped plates. Templates an ™ 
ee ee oe Seeley FASTENSS — Clips speed application. 6 clees. — 
in steel, “Monel Metal’’, non-magnetic an cae 
UTTER abrasion’ resisting alloys. | . Addition Made to Rochester 
y using Flexco ip Plates, damaged con- ; H H 
ALLIGATOR BELT oT veyor “— * can mS to satisfactory Plant of National Twist Drill 
. U. &. PAT. OFF. - 8. . service. e extra lengt — -.* ‘ 
a pe any belt (except es gives a long grip on edges National Twist Drill & Tool Co., 
stitched) UP a. 4 a ie yorizontal ad NF = ore 4 Detroit, have announced the comple- 
inches in Wironch or up-ended on the In standard boxes of ten tion of a new addition to their plant 
sition on be Bulletin No. BC-300. complete sets. For complete See . P . 
loor. Write for Bu information ask for Bulletin  FL&XCO HD facilities at Rochester, Minn. This 
No. F-100. Belt Fastener addition was undertaken because of 
the increased demand on the plant fa- 





FLEXIBLE STEEL LACING CO. cilities in Detroit. Operations in the 
new section of the Rochester plant 
were scheduled to begin on January 1. 


4633 Lexington Street, Chicago, Illinois 
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. +... are assured when you 
handle “American Swiss’’ 
Swiss-Pattern Files. Each sale 
develops enthusiastic custom- 
ers for you and brings repeat 
orders, because every “Ameri- 
can Swiss” file is perfect in 
every respect, with strong sharp 
teeth, uniform hardness, and 
with more filing surface than 
most Swiss-Pattern files. 


The large line of over 3000 dif- 
ferent shapes, cuts and sizes 
provides a suitable selection 
for every intricate and pre- 
cision filing job. Our distribu- 
tors are doubly protected by 
our 100% distributor sales 
policy and our guarantee of 
every file. 





American Swiss File & Tool Co. 
Elizabeth New Jersey 


AMERICAN 
SWISS 





| but 





SWISS-PATTERN FILES 








The U. S. Navy gets some distributor at 
tention at the Keystoners' Christmas party 
in Philadelphia. Let to right: J. F. Dunn, 
Purchasing Division of the Philadelphia 
Navy Yard; Fred Casanave and Joe Boggs 
of Casanave Supply; W. L. Brash of W. O. 
Barnes; and J. McLaughlin, Harry Kling and 
W. S. Casanave, all of Casanave Supply. 


Foote Brothers to Expand 


Officials of the Foote Brothers Gear 
& Machine Corp., Chicago, announce 
that the company will expand its plant 
at a cost of $1,020,000. A building 
has been purchased at 4545 S. West- 
ern Ave. from Central Steel and Wire 
Co. 

The new quarters will add 125,000 
sq. ft. of floor space to Foote Brothers’ 
facilities. The expansion will necessi- 
tate an increase of several hundred in 
the company’s working force. Com- 
pany executives plan to go into pro- 
duction of for Navy aircraft 
engines. 


gears 


Here's An Extra Service 
For Wrench Buyers 


Don Gooch, counter salesman of the 
Campbell Hardware Co., Seattle 
developed an idea which will save 
most any floor salesman a lot of time. 

Customer and says: “I 
want to get a wrench for a 3 in. nut.” 
As everyone knows, that’s not all the 
specifications necessary. 


has 


comes in 


So you have 
to ask him if he wants a wrench with 
exactly a § in. opening or one to fit 
a & nut; also if it is a U. S. Stand- 
ard or S.A.E. By that time, the cus- 
tomer is not exactly sure of anything, 
that if he could 5 
nut he would recognize it. 

So the next thing is to go down to 
stock, which may be at the other end 
of the room, or perhaps in the base 


feels see a 


ment and get cap screws and nuts 
and bring them to him. He looks 
them over and says: “Thats the one. 
Get me a wrench to fit that. Then 


you sell him the wrench. 

As salesmen work at the counter 
all day, by night time there is gen- 
erally about a hat full of assorted nuts 
and cap screws laying around and 
someone has to go and plant them 
all back in stock again. 

This sort of thing got Mr. Gooch’s 
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A hockey player could 
never burn up the ice 
in a pair of tennis 
' shoes. His shoes must 
be fitted to his job... 


Casters, too, 
must be fitted 
to the job 





Bond distributors can always supply 
the right caster for customers’ re- 
quirements. Because Bond manu- 
factures a complete line of indus- 
trial casters there are no lost sales. 
And friendly factory service enables 
Bond distributors to make good on 
“quick delivery” promises. The ad- 
vanced engineering of Bond Casters 
assures maximum performance on 
any job for which they are in- 
tended. Maybe you're missing some- 


thing and you'll never know 
until you investigate the Bond 
proposition. 


Illustrated is the 136-A. This caster combines 
extra long life with amazingly easy swiveling. 


| BOND FOUNDRY & MACHINE CO., MANHEIM, PA. 


TRUCK CASTERS 
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Knurled SOCKET CAP SCREWS 


The cold-forged "“Unbrako” head is unique by 
being knurled to insure a non-slip grip. It appeals 
equally to mechanics and designers because it saves 
set-up time and space; makes locking practicable 
and improves looks. 

And, lasf-Minute alloys, skilled heat treating and 
precision machining endow all "Unbrako’’ Products 
with outstanding strength and accuracy. 


Such a real seller should be on your shelves. 
Is it? Details gladly sent on request. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. Box 519 
—— snancues 
BOSTON - DETROIT - INDIANAPOLIS - CHICAGO - ST. LOUIS - SAN FRANCISCO 


































Stationary Jaw and 
Swivel Base 


MORGAN Semi-Steel 
VISES 


Special semi-steel castings, tested and 
proved by actual breaking strain, give 
Morgan Vises their d dable strength 
—where it is most needed. Get the 
right line back of you—the MORGAN 
Line. You can do a big selling job with 
our Machinists’ Bench, Combination 
Pipe, hmakers, Chucking, Wood- 
working, Solid Nut Continuous Screw, 


»\ Quick-Action Lightning Grip, and Stream- 


\N 
AK line Garage types. Let us tell you 
we 


os about our clean-cut sales policy at 
. gives you a real profit opportunity. 











MORGAN VISE CO, vos erenowss CHICAGO. ILL. 
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With this sample board, Don Gooch of 
Campbell Hardware can let a customer pick 
just the wrench he wants to fit a certain 
cap screw. And the screws don't get kicked 
all over, or under, the counter. 


goat, so he made up this clever board 
for holding every size of cap screw, 
and which remains on the counter 
under the wrench stock. Holes are 
bored in the board of various diam- 
eters to take all the sizes of cap 
screws. On top of the board oppo- 
site each is a tab showing the size of 
cap screw. On the edge of the board 
opposite each is another tab showing 
the actual diameter of the cap screw 
head and nut. 

Now, when the customer comes in 
and asks for a wrench, the board can 
be set in front of him in a second, he 
makes his selection, the wrench is 
brought down and checked against it 
and the job is done. 








Sales Meeting in Print 


(Continued from page 32) 








1. No. 80 (0.013-in.) to No. 1 (0.- 


228-in.) 

2. Letter A to Letter Z (0.234 to 
0.413-in. ) 

3. @1-in. 

4, #i-in. 


5. Yes—metric sizes from 0.5 over 
10.0 mm. 

6. 30-ft per minute. 

7. 70 to 100 f.p.m. 

8. 35 to 50 f.p.m. for carbon drills, 
70 to 150 f.p.m. for high-speed. 

9. 60 to 100 f.p.m. for carbon drills, 
200 to 300 f.p.m. for high-speed. 

10. r.p.m. x drill diameter in inches 

—— 

x 3.14 





minute. 
11. Turn the formula around, to get: 





12 
er f.p.m. 
——— = r.p.m. 


| 13. 0.002 to 0.004 per revolution. 


14. 0.004 to 0.007-in. per revolution. 
15. 0.007 to 0.015-in. per revolution. 
16. Yes, 0.015 te 0.025-in. per revo 


lution. 


- = peripheral speed in feet per 


drill diameter in inches X 3.14 X prop- 


| 12. 0.001 to 0.002-in. per revolution. 








UMI 





17. Feed reduced, as 
should speed. 

18. 50 to 70 f.p.m. 

19. No, feed can usually be increased 
in softer metals. 

20. Turpentine. kerosene, and soda 
water. in that order. 

21. Lard oil, soda water. 

22. Dry 
jet for cooling and chip removal. 

23. Soda water. 

24. When a very hard material or a 
very soft one is to be drilled. 

25. In the first case to prevent heavy 
feeds without chipping the cutting 
edges, and in the second to keep the 
drill from “hogging in” or “grabbing”. 


should be 


—or with a compressed-air 


(Answer to Problem on Page 32) 








The Silent Salesman 


(Continued from page 30) 





For the first time, new steel and new 
heat treatment have produced a tungsten 
blade that cuts and lasts like an all-hard, 
yet is so flexible that it is guaranteed un- 
breakable in use in a frame. For the first 
time, a tungsten blade has been given an 
all-over (patented) metallic finish that lubri- 
cates and protects. For the first time, a 
tungsten blade is printed with clear, com- 
plete identification in contrasting colors 
(yellow on black). 


Yet you can give your customers all these 
extras at no advance in price. That's news! 
Headline it now and cash inl 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, NEW YORK 





Be Sure Your Customers 


TRY THIS NEW BLADE 







These blades 
are packed in 


modern metal 





boxes. 








items, deleting others. Telephone 
and counter salesmen made sugges- 
tions. 

When the publisher's representative 
was called in for consultation, he 
found not one man but a whole orga- 
nization primed and ready to lend a 


hand. 


was wrapped up in jig time and ready 


As a result. the new catalog 


for the press. 

Measuring the effectiveness of a 
new catalog in terms of increased 
sales volume is difficult. It’s like pre- 
senting the anchor man on your bowl- 


If he fails to use the new 
ball properly his bowling average re- 
mains unchanged. But the boys at 
Barrett Hardware didn’t “muff” their 
chance. Honors go to both the inside 
and outside sales force for handling 
this new sales tool effectively. 


strikes. 


Outside salesmen are constantly 
reminding buyers of the new catalog. 
When questioned about a_ product 
listed in the book. invariably they 
reach for the buyer's own copy and 
point out the item. Telephone sales- 
men politely request buyer to turn 





to page so and so. and suggest he 






ing team with a new ball, loaded with | 





very Account 






on Your Boc 


‘Can use a SIMPLEX 
Emergency Jack! 


Whether it's heavy industry or a wet-wash laundry, 
right down the line they need Simplex Emergency 
Jacks especially these days when all have machines 
to move, equipment to maintain, new installations 
to make. 


Simplex Jacks save time and work— just a suggestion 
about their usefulness and prospective buyers see the 
fallacy of trying to struggle along without them. 


There's a size of Simplex Emergency Jack for every 
buyer—No. 522, 5-ton; No. 310-A, 15-ton; and No. 2030, 
20-ton capacity. They lift on the cap, toe and auxil- 

| iary shoe that hooks into cap or on the chain, any 
link of which engages in a recess in the cap. 


Cash in on the ‘‘emergency” that exists with Simplex 
Emergency Jacks. How's your supply of the new 
Junior Catalog No. 40 and other current Simplex 
sales ammunition? 


TEMPLETON, KENLY & CO. 


@ CHICAGO, ILL, 
Better, Safer Jacks Since 1899 


the Gold Medal 


Awarded 
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SIMPLEX Jacks 


Safety 
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Chicago Rawhide Hammers and Mallets sell and 
stay sold, because there is no tool made that will 
do a better job of striking hard blows on surfaces 
that must not be marred or damaged when being 
struck. Genuine Java Water Buffalo hide, treated 
and compressed into striking heads is unequalled 
for the purpose. 


Chicago Rawhide Mallets sell because they are 
a necessity in the foundry, in sheet metal, elec- 
trical and many other industries where speed 
and production with safety, even in unskilled 
hands is required. 


Chicago Rawhide Hammers have none of the 
faults of lead, rubber or wood. They are well 
balanced tools with indestructible malleable heads 
and replaceable Java Water Buffalo insert faces, 
are accurate, economical and definitely superior to 
similar tools which chip, split.and “‘mushroom.” 


Send for circular and learn about these better 
hammers and mallets which have such wide sales 
possibilities in an ever-increasing market. 


CHICAGO RQWALCE MFG.CO. 


1290 ELSTON AVE- CHICAGO -U-S-A- 
























Blast Gates. 


ciency. 


All sizes and all types 


50 CHURCH ST. 





CLINCH THE SALE BY BEING ABLE TO 
PROMISE “IMMEDIATE SHIPMENT” 


Your customers USE Blast Gates 


Wherever a plant in your territory uses low-pressure 
air and gas you have a live prospect for Rockwell 


Plant expansion and modernization to meet the de- 
mands of national defense give you many oppor- 
tunities for an additional source of profits when you 
handle the Rockwell line—the complete line nationally 
recognized for its highly effective modern design and 
for the high standards it sets in economy and effi- 


Send at once for the Rockwell Catalog. 


W. S. ROCKWELL COMPANY 

















available for prompt shipment. 


NEW YORK, N. Y. 
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NO SELLING problem 


with these important safety tools | 





mark the catalog number when send- 
ing in an order. The result has been 
contagious. Requisitions and orders 


n_ hitherto slow-moving items 
ounced up appreciably after the 
campaign started this Fall. 

With tangible results from our new 
catalog piling up weekly, I make this 
suggestion to distributors who are 
debating the question of whether or 
not to put out a new catalog. If your 
present book is five years old, or old- 
er, don’t sit on the fence any longer. 
Get the whole organization in on the 
job. It simplifies compilation and 
provides a “shot in the arm” that can 
be counted on to boost the sales 
curve. 


a) 





Priorities Talk Grows 


(Continued from page 25) 








through the madhouse conditions of 
the previous war will recall that their 
greatest nightmare was caused by the 
tight situation in transportation. In 
the World War there was an average 
of 200,000 loaded cars lying in the 
yards at all times. The Association of 
American Railroads has for its slo- 
gan, “Cars for Transportation, Not 
Storage,” and it will not permit a 
car to be dispatched unless its un- 
loading at destination has already 
been arranged for. 

The situation calls for distributors 
to keep their heads and to avoid be- 
ing stampeded into making demands 
for more consideration than that to 
which they are entitled. They can 
make their best contribution to the 
defense effort by continuing to do 
their jobs with the usual efficiency, 
by soundly planning ahead for pos- 
sible emergency conditions and by 
steadily exercising sound judgment 
especially in their purchasing poli- 
cies. They may rest assured that they 
are not being left out of the consid- 
erations of the Defense Commission: 
that, in fact, there exists a healthy 
respect for what they can do to keep 
the wheels turning smoothly; and 
that, should their position become dif- 
ficult, they will promptly receive 
whatever special attention is neces- 
sary to keep them at their jobs. 























BRAKE AND WHEEL — 


DEFENSE CONTRACTS 


Placed from July 1, 1939, to September 14, 1940, and unfinished to that date 

















Delivery 
Source of Supply Amount Date 
AIRPLANES (waR) 
f vy Aviation Mrc. Corr., Wayne, Mich $1,853,451 Indefinit L MACHINERY 
v Beecn Arrcrart Corp., Wichita, Kansas 458,764  Indefinitd ELE 
¥ Bert Aincrart Corp., Buffalo, N. Y 2 ,833 ,236 6/31/41 ° 
¥ Boeinc Arcrart, Seattle, Wash 8,102,892 6/20/41) PEDERAL TELEGRAP: t 
¥ Consotipatep Aircraft Corpr., San Diego, Calif... 8 613 ,674 6/20/41 GIN 
¥ Curtiss-Wricut Corp., (Curtiss Aeroplane Div.) Buffalo, N. Y 5,203 ,481 6/30/41 AY 
¥ Dovctas Aircrart Co., Inc., El Segundo, Calif. . 14,470,082 3/ 2/41 Der 
. v Faincuitp Encine & Arrptane Corp., (Fairchild Aiece fe Div.) 
135 Subscribers Hagerstown, Md : 2 1,038,300 3/31/41 
i 4 1,586,573 Indefinite 
Ba ers ¥ Guienn L. Martin Co., Baltimore, Md... 16,125 ,586 6/30/41 
ants ¥ Nortu American Aviation, Inc., Inglewood, Calif 11,847,652 Indefinite 
2,731,617 1/21/41 
v Seversxy Arrcrart Corp., Farmingdale, L. I., N. Y 3,547,255 Indefinite 
(NAVY) — 
¢¥ Consouipatep Airncrart Corp., San Diego, Calif £20,016,599  Indefinit Ett. 
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; AMERICAN MACHINIST, A McGraw-Hill Publication, 330 W. 42nd St. 
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Aireraft Welding Torch 


Oilproof Belts 

Paving Breaker 

Flue Rolling Machines 
Water Wash Airfinishing Booth 
Steam Unit Heaters 
Bench Bin 

Pallet Truck 

Sectional Drill Press 
Secrew-Holding Driver 
Fluorescent Lamp Starter 
Metal Fume Respirator 
Pile Driver Hose 

Bench Brake 
Self-Locking Nut 

Barrel Truck 

Tilting Arbor Saw 


Recessing, Boring, Tapping 
Machine 


Respirator 

Interval Timer 

Die Handling Truck 
Mercury Switches 


\djustable Die Sets 
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MAIN FEATURE 


Featherweight, cool grip 

No rubber, synthetic gums 
Powerful, light weight 

For rolling extra large tubes 
Reduces fire hazards 
Completely redesigned line 
Has twelve compartments 
Hand-operated 

Continuous production table 
Expanding bit type 
Eliminates sputtering 
Affords comfort, protection 
Heat, abrasion resisting 
For metal duplicating 
Knurled shank, clinch type 
Features speed with safety 
Solid, rigid base 


For integral joint casing 


Light-weight 

Dust and moisture proof 
Has mobility, stability 
Carry greater currents 


Speed up production 





MANUFACTURER 


Dockson Corp. 

Browning Manufacturing Co. 
Independent Pneumatic Tool Co. 
Ingersoll-Rand Co. 

Paasche Airbrush Co. 
Autovent Fan & Blower Co. 
Lyon Metal Products, Inc. 
Yale & Towne Mfg. Co. 
Delta Manufacturing Co. 

H. J. J. Co. 

Hygrade Sylvania Corp. 

Mine Safety Appliances Co. 
Manhattan Rubber Mfg. Div. 
O’Neil-Irwin Mfg. Co. 

Elastic Stop Nut Corp. 
Barrett-Cravens Co. 

Duro Metal Products Co. 


Landis Machine Co. 


Willson Products, Inc. 
R. W. Cramer Co., Inc. 
Lyon Iron Works 
Durakool, Inc. 


S. B. Whistler & Sons, Inc. 








NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Aircraft Welding Torch 
Featherweight, Cool Grip 


Announcement has been made 


120 


ot 


al 


new featherweight aircraft welding 
torch, weighing 5 ounces. In addi- 
tion to extreme ease of handling, it 
features a Duralumin tip tube and a 
fibre handle. This handle insures a 
cool grip, while the conveniently lo- 
cated spring tension torch valves make 
it easy to adjust the torch with one 
hand during operation. This welding 
torch is especially designed for speed 
production on sheet metal and light 
welding jobs. There are six smooth- 
bore copper tips which may be changed 
to fit the job—Dockson Corp., De- 
troit, Mich—Mitt Svuppties, Janu- 
1941. 
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Oilproof Belts 
No Rubber, All Synthetic Gums 





Made entirely from synthetic gums, 


























DIETZ LANTERNS 
ARE EASY TO SELL 


At the mention of "DIETZ" your cus- 
tomers instantly know that you are 
offering LANTERNS that will give de- 
pendable light whenever needed even 
under the most adverse conditions. 
Lantern buyers, as long as they can 
remember, know DIETZ LANTERNS 
as top quality, full value merchandise, 
and prefer them always. 

So take a tip, check your stock. De- 
mand is under way. 


ay 4 
LANTERNS 


R.E.DIETZ COMPANY 


Output Distributed Through the 
Jobbing Trade Exclusively 














“Gripbelts” contain no 
rubber. They are resistant to oil, gas- 
oline, many acids, alkalies and other 
chemicals. These belts made with syn- 
thetic gums may be used at continu- 
ous temperatures of 150 degrees or 
peak temperatures of 200 degrees with 
good results. They are non-spark and 
do not generate  static_—Browning 
Manufacturing Co., Inc., Maysville, 
Ky.—Mitt Suppwies, January 1941. 


these oil pre ot 


Paving Breaker 
Powerful, Light Weight 





More powerful, lighter in weight, 
and incorporating the most recent ad 
vances in paving breaker design is the 
new No. 23 medium weight paving 


used where handling ease is the main 


makes it possible for the operator to 
handle the tool with greater speed 
and less fatigue and thus greatly in- 
crease output. The No. 23 is designed 
for general demolition of all kinds 
street and wall openings, asphalt cut- 
| ting, digging, and on odd jobs of 
| many kinds. This paving breaker can 
| also be fitted with a special head for 
| driving spikes up to 12-in. long.— 
| Independent Pneumatic Tool Co., Chi 
| cago, Til—Mitt. Suppiies, January 
| 1941. 


Flue Rolling Machines 


For Rolling Extra Large Tubes 
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breaker. This paving breaker can be | 


requirement, as the lighter weight | 


Two new flue rolling machines, 
sizes 55-Q and 35-R have been intro- 


IF ITS DARNELL 


ITS EASY TO SELL 


DARNELL 


Casters & Wheels 


Nearly 4000 models 
from which your 
customer can select 
the exact type for 
his particular needs. 


Darnell Casters and 
Wheels keep turning 


and earning —for 


you as well as for 


your customers. 


DARNELL CORPORATION, LTD. 
STATION B. LONG BEACH. CALIFORNIA 
36 N Clinton CHICAGO — 24 £ 22nd NEW YORK 











CONGRESS DRIVES 


BUILD GOOD SALES VOLUME because 
OF HIGH QUALITY AND CONSISTENTLY 
FINE PERFORMANCE ........... 


Good, consistent, day-after-day performance spells repeat business 
and increased sales volume for Congress Distributors. This is the main 
reason for the decided preference, by many large industrials, for 
Congress Drives. Our large complete stocks are ready to serve you— 
our discount arrangement is unusually attractive—there is a definite 
market NOW for Congress Drives—let us tell you how to profit by it. 


CONGRESS DIE CASTING DIVISION 


Congress Tool and Die Co. 


3754 East Outer Drive Detroit, Michigan 








V-STEP CONE PULLEYS 


V-BELT PULLEYS 


FLEXIBLE MOTOR COUPLINGS 











FOR A PERFECT FIT IN PERFORMANCE 
AND IN SALES 


sELL SAFETY 
“BLUE DEVIL" 
SOCKET SCREWS - - - 








KNURLED CHAMFER .. . COLD FORMED HEAD . . . HEXAGON 

SOCKET WITH SQUARE SIDES — — FULL WRENCH FIT... 

CONCENTRIC HEAD — — SQUARE SHOULDER . . . ACCURATE 
DIE-CUT THREADS . . . DISTINCTIVE SCALE-FREE FINISH 








An increasing num- 
ber of progressive 
engineers today 
are specify- 
ing Safety Socket 
Screws in their de- 
signs. This wide- 
spread approval 
indicates the satis- 
factory quality 
and dependability 
of Safety Socket 
Screws. 


SIrCY SOCKE 


4445 N. KNOX AVE., 


Sell Safety Socket Screw 
Products—call on us for 
special designs required 
by your customers—we 
guarantee not only the 






highest quality and 
proven reliability, but unexcelled 
service too. Our catalog contains 
complete details and will help 
Send for it! 


BCU CURPURETIOT 


CHICAGO, ILL. 


you get business. 
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duced. Both machines are powered by 
a “Multi-Vane” type air motor. The 
machines are reported to be extremely 
powerful having been built especially 
for rolling extra large tubes as used 
in oil refinery stills; tapping for, run- 
ning in or removing large pipe plugs; 
tapping flue sheets in large boilers; 
heavy reaming such as propeller shaft 
coupling, and for practically any ex- 
tra heavy work of similar nature. The 
manufacturer states that the working 
speeds of these machines are very low 
with correspondingly high torque. The 
size 55-Q has an average working 
speed of 32 r.p.m. The size 55-R has 
an average working speed of 20 r.p.m. 
and approximately 50 per cent greater 
torque than the 55-Q.—/ngersoll-Rand 
Co., Phillipsburg, N. J—Mutu Svup- 
PLIES, January 1941. 


Water Wash Airfinishing Booth 
Reduces Fire Hazards 





The water wash airfinishing booths 
just introduced may be had_ with 
water wash for back, the sides and at 
bottom. The water wash below shelf 


is a particularly desirable feature 
when shelf type water wash booths 
are selected. These booths include 


panels, a wash chamber, settling pan, 
eliminator plates, non-clogging noz- 
zles, removable strainer, float valve 
and the flow water of 4 gallons per 
minute, per foot of booth width. Users 
find that these new type water wash 
airfinishing booths reduce fire haz- 
ards; effectively wash away all over- 
spray by curtain of water; that solids 
are prevented from accumulating on 
rear and side-walls, ventilating pan 
and exhaust piping; that no solids or 
overspray articles are exhausted out- 
side. These water wash airfinishing 
booths may be had in all types and 
sizes. Paasche Airbrush Co., Chicago, 
Iil—Mitt Suppries, January, 1941. 


Steam Unit Heaters 
Completely Redesigned Line 


\ completely redesigned line of 
steam unit heaters has just been an- 
nounced. One of the important fea- 
tures is the ruggedness of construc- 
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Generate BIG 
REPEAT ORDERS for 
Cesco Masks & Face Shields 


These daily increasing 
hazards mean a_ daily 
growing market for 
CESCO'S ‘‘Weapons of 
Defense’’ against them! 
Sample orders of these 
two low-cost, effective 
devices, strategically 
placed, lead surely to a 

salesman's victory’’ on 
repeat orders that will 
quickly follow 








Z 
- iy 
CESCO PAINT SPRAY 
MASK... 
Protects both head and 
shoulders. Wide vision 
plastacele window slides 
out for easy cleaning. Air 
tube permits compressed 
air ventilation if desired, 
Choice of models tor 
every purpose 


Cesco No. 750 
FACE SHIELD 


Light weight, comfortable, 
strong and rigid. Tilting, 
non-inflammable plasta- 
cele window 4” x 9”. Ad 
justable headband. Deep 
visor permits use of gog 
gles or glasses 

Write for Complete De- 
tails, IMustrated Circulars 
and Discounts. 


CHICAGO 


EYE SHIELD CO. 
2329 Warren Bivd., 
Chicago, 1. 








AFTER INVENTORY 


when you begin 
Restocking 


BE SURE TO ORDER 
THE 
FAMOUS 


“ATLAS” 


IT will INCREASE your 
sales and give you more 
Satisfied customers. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 
formerly at Appleton, Wis. 


~~ 
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| heating element. 
| the “31 
: ; 
loading fan wheels. 


tion. The casing is entirely new 
throughout. Strength and durability 
have been stressed in the casing de- 
sign to give added protection to the 
These units employ 
Series Autovent” non-over- 
A special screw 
compression fitting is used between 
tube and header, thus eliminating any 
welded or brazed joints. The coils 
are tested at 500-lb. hydrostatic pres- 
sure and provide efficient heating at 
any steam pressure from 2 to 150-Ib. 
gauge. In addition to creating proper 
working temperatures, these unit heat- 
ers are installed to stop drafts, elimi- 
nate excessive moisture, to hold back 
cold air seepage on unprotected walls, 
and to lessen heat loss even when out 
side doors are frequently opened. 
They are designed for installation in 
all types of commercial and industrial 
buildings.—Autovent Fan & Blower 
Co., Chicago, Ill—Miti Svuppvies, 
January, 1941. 


Bench Bin 


Has Twelve Compartments 





The new assembler’s bench bin con- 
centrates a large supply of 12 different 
small parts, such as nuts, bolts, screws, 
cotter pins, springs, and washers, on 
a bench space of 16-in. by 9-in. This 
speeds production by permitting the 
assembler to work without over-reach- 
ing or getting up to locate scattered 
parts. The 12 compartments are ar- 
ranged in three capacity groups of 
four compartments 
larger 


each, affording 
capacities for the bigger or 
more frequently used parts. The load- 
ing compartment openings at the top 
of the bin are each 4-in. wide by 3-in., 
deep, and the hopper front openings 
are 4-in. wide by 3-in. high. Of bolted 
and welded construction, the overall 
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TAPES 


UOFH/N 


SAGINAW, MICHIGAN 


RULES 


New York City 


PRECISION TOOLS 








Y/ 4 
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My friends—Have you noticed the 
business index charts lately? I'll 
bet you have—and wondered how 
you could grab hold of that rising 
line. Well, perhaps you'll get a 
rise out of these profitable points. 


With almost every industry going 
full blast, with more orders than 
they can fill, they need improved 
methods and material. If you can 
show them how the fine depend- 
able adhesive tapes of the In- 
dustrial Tape Corporation can be 
used to save them time, labor and 
money — and that the standard 
line includes a tape for almost 
every industrial purpose, your 
business and profits will rise too. 
Why not get busy right now! The 
Home Appliance"Industry, Avia- 
tion, Electrical, Automotive, Body 
Building, Radio, Metal, Metal 
Novelties, Furniture, Machinery 
and Equipment, Toy, Transporta- 
tion Equipment, Wood Finishing 
Industries and many more are 
waiting to hear from you. You 
know you have the goods. It 
might be a good idea to show 
them, don’t you think? 


Nosey Nich 



































SEND COUPON 


Gentlemen: 


Please forward at once, in- 
formation on industrial adhesive 





tapes. No obligation, of course. 
NAME ___ . ee —— 
ADDRESS____ — 
CITY. STATE. 





INDUSTRIAL 
TAPE 


CORPORATION 


NEW BRUNSWICK, N. J. 
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dimensions of the bench bin are 16}- 
in. wide by 9}-in. deep by 15-in. high. 
—Lyon Metal Products, Inc., Aurora, 
Tll—Miutvt Suppties, January 1941. 


Pallet Truck 
Hand-Operated 


— aw ed 





\ new hand-operated pallet truck, 
the Y4RP-9, brings the economies of 
pallet-load handling of materials with- 
in the scope of hand truck operations. 
It also a valuable supple- 
ment to electric truck handling, being 
particularly useful for short hauls and 
quarter operations, Among the 
features of this new truck is an effort- 
lift through a multiple stroke 
lifting mechanism. For easy roll and 
smoother operation, all wheels are ball 
bearing equipped. Safety to load, 
truck and floors is assured through a 


seTves as 


close 


less 








positive locking device and hydraulic | 


release check which cushions every 
descending load. This truck is made 
in several frame widths—25-in., 27- 
in., and 30-in., and in frame lengths 
36-in., 42-in., 48-in., 54-in. and 60-in. 
Load capacities range up to 4,000- 
Ibs.—Yale & Towne Mfg. Co., Phila- 
delphia, Pa—Mt.t Suppwies, Janu- 
1941. 
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Sectional Drill Press 


Continuous Production Table 





\nnouncement has been made of a 
new sectional drill press which per- 
mits any user to make up his own 
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WHITNEY 


LEVER PUNCHES 





The right PUNCH 
for the job gives 
THE RIGHT “PUNCH” 





Every call you make—every customer 
you talk to—is a prospect for one or 
more Whitney Hand Lever Punches. Their 
application is so wide and varied and 
the workmanship and quality of our tools 
so reliable that customers are always 
satisfied with results. Find out more 
about this profitable line—send for our 


descriptive booklet. 
¥ 





‘HI 


Rockford, Illinois 

















Ottemil- 
ler’s dis- 
tributor 
service makes the Otte- 
miller line attractive and 
profitable to handle. As a 
reliable source of supply for 
screw machine products, 
Ottemiller has already won 
the recognition of leading distributors 
in all parts of the country. 






The 100% dealer cooperative service 
offered by Ottemiller is worth while 
investigating because it results in 
building a profitable, steady, repeat 
order business. Ask us for details of 
the Ottemiller line and the sales prop- 
osition which pays you 
for your efforts. 


te 


THE WM.H. 
YORK, PA. 


i haba. 
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drill presses to fit his exact needs, 
from a single spindle to a drill press a 
block long. By using these sectional 
drill press production tables, it is pos- 
sible to build up drill presses with 
anywhere from one to an_ indefinite 
number of spindles, all 14-in. or all 
17-in. or any combination of both, with 
the drilling heads spaced to fit the 
user’s individual requirements. Each 
table measures 223-in. deep by 30-in. 
wide, with room for two spindles, pro- 
viding a minimum distance of 15-in. 
irom center to center between spindles. 
The tables are accurately ground and 
fitted, and are heavy, rugged and ac- 
curate. Maximum table working sur- 
face is available for large pieces.— 
Delta Manufacturing Co., Milwaukee, 
Wis—Mitt Suppiies, January 1941. 


Screw-Holding Driver 


Expanding Bit Type 





a NNO 


A screw-holding driver of the ex- 
panding bit type has just been intro- 
duced. This new tool facilitates both 
the insertion and the removal of 
screws, especially screws that are lo- 
cated in places where it is difficult to 
use an ordinary screw driver efh- 
ciently. A screw is merely placed in 
position on the end of the driver and 
pushed back with a light pressure. 
This causes the two members that 
comprise the bit to recede into the 
body of the driver and at the same 
time to expand in the screw slot, so 
that the bit is held securely. The screw 
can be quickly released by pressing 
the end of the rod which projects be- 
yond the end of the knurled handle. 
The tool is now available in sizes and 
lengths adapted for both production 
and service in photographic, electrical, 
radio, automotive, and office equip- 
ment industries—H. J. J. Co., Oak- 
land, Calif—Mutv Suppries, January 
1941. 


Fluorescent Lamp Starter 
Eliminates Sputtering 


Announcement has been made of a 
new and improved fluorescent lamp 
starter, the “Mirastat”, now available 
n three sizes. “Mirastat” No. 2 is 
lesigned for use with 15 and 20 watt 
fluorescent lamps; No. 4 is designed 
for use with 30 and 40 watt lamps; 
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The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS, Lacers 
and Lacing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth "humpless” joint. 


FoR Tre 8 ‘€ 
Rr” 
FS ALiGning 


a vena 
‘mL 












f- 


WIREGRIP Belt Lacing Machines, Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 
Pull all gears, wheels, motor wheels and motor 


pulleys regardless of distance from end of shaft. 
The ‘Universal’’ puller. 


Write for 
Catalog 
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You'll Get In—with MORSE 


No doors are closed to the Distributor who 
is prepared to meet the modern demand 
for positive power transmission drives. By 
completing your power transmission line 
with MORSE Silent Chain and Roller 
Chain equipment, you can “hit on all six” 
in getting into the plants of —— who 
know the advantages of chain drives and 
therefore prefer them. 


By selling the Morse line you can in- 
crease your service effectively and profitably 
by insuring proper applications on specific 
jobs. 

Get the facts concerning the Morse Fran- 
chise — NOW! 


MORSE 


CHAIN COMPANY 
ITHACA...NEW YORK 


INTERCHANGEABLE 
AND 
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mere: 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People’’ 
310 N. Loomis Street 
Chicago, U. S. A. 








CHANNEL LUBRICATED 


4 


125 





THE LAMSON & SESSIONS CO! 


Mr. J. F. Donahue, Vice 
President — In Charge of 
Sales The Lamson & 
Sessions Company 





The Lamson & Sessions Company Advertising Prepared by 
Stephan National Industrial Advertising 








0! Supports Distributors 
ith Advertising in Factory 


Me. J. F. DONAHUE, Vice President in 
Charge of Sales of the Lamson & Sessions 
Company, says: “Selling through distributors 
as we do, we naturally endeavor to support 





them in every way we can. One of our major 
activities in this respect is the placing of our 
story before their logical prospects, through 
industrial publication advertising. 

In consideration of the extremely broad 
group of diversified industries which Lamson 
& Sessions is serving today, the fact that these 
‘logical prospects’ seem to coincide remarkably 
closely with FACTORY ’S circulation we be- 
lieve is a testimonial to the effective coverage 
of this publication— and a forceful reason for 
our current use of it as a vehicle for Lamson 
& Sessions advertisements.” 

Shown on the opposite page is Mr. Donahue’s 
complete statement telling why his company 
uses advertising in FACTORY to support sales 





MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 


FACTORY 


efforts of its distributors. 

More than 400 manufacturers advertise regu- 
larly in FACTORY because they know it reaches 
industry’s more influential buying group... 
plant operating men with management, pro- 
duction, and maintenance responsibilities in all 
manufacturing industries. 

In fact, more plant operating men pay to read 
FACTORY than any other business paper serv- 
ing the broad industrial field . . . both men who 
can be seen by salesmen and many who cannot 
be seen, yet wield an important influence on 
buying. 

If you have not had an opportunity to exam- 
ine a recent issue of FACTORY we shall be 
glad to send you a copy so that you can see 
for yourself why its editorial and advertising 
Pages are so interesting to your customers and 
prospects. At your request, we'll be glad to 
send a copy with our compliments. 
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MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 








CORRECTLY 
DESIGNED... 


to Insure Unequalled 
Efficiency, Safety and 
Protection for the Hose! 





“GJ-BOSS” 


GROUND JOINT 
FEMALE HOSE COUPLING 


STYLE X-34 


A washerless, leakproof coupling that's guaranteed 
to provide important savings in service and main- 


tenance costs. Copper insert in spud fits rounded 
head of Stem, forming soft-to-hard metal seal that 
will not leak, regardiess of wear or the presence of 
abrasive particles. No service interruptions to re- 
place washers, and no possibility of blow-offs. 
Sizes '/)"' to 4'' inclusive, with 4-bolt ‘‘BOSS" In- 
terlocking Offset Clamp on I'' and larger; 2-bolt 
clamp on %'' and smaller. 


“BOSS” “Asi 
FEMALE HOSE COUPLING 


STYLE W-16 


Same as above, except that head of Stem and 
coupling end of spud are flat, to accommodate 
Washer. Sizes '4,"' to 4'' inclusive. Cadmium plated 
—rustproof. All ‘BOSS’ and ''GJ-BOSS"' Couplings 
are designed to actually protect the ends of the 
hose upon which they are used, permitting the hose 
to be kept in service /onger without cutting back 
to reset couplings. 


NEW "'COR-O-ZIG" STEMS: This patented design 


affords a tighter grip of hose on coupling under 
clamp pressure. Regular corrugations for half the 
length of the stem; zig-zag corrugations for other 
"6J- 
BOSS" Couplings (male and female) 
and larger. (Corrugated sfee/ stems 
and smaller). 


half. Now furnished in malleable iron on all 
BOSS", and 
in sizes I'/, 
furnished in sizes | 





MALE COUPLING 


“BOSS” STYLE MX-16 


The companion coupling for the ‘'GJ-BOSS" and 
"BOSS" coupling described above. Much more 
practical and economical than standard iron pipe 
nipple, as it eliminates the need of oversize hose. 


Cadmium piated—rustproof. Sizes '%4'' to 4" in- 
clusive, with same clamps as ‘'GJ-BOSS" and 
BOSS" Female Couplings. 


NEW CORRUGATED STEEL STEMS: To further in- 
crease their strength and durability, ""BOSS'' Male 
Couplings, sizes '/.'', %4'' and |"', now have stems 
of corrugated steel, in place of the malleable iron 
stems formerly furnished. (Sizes |'4"' and over 
have Malleable Iron ‘‘COR-O-ZIG"' Stems, de- 
scribed above.) 

Sold only in strict accordance with our 

established Distributor Policy 


DIXON 


VALVE & COUPLING CO. | 


Main Office and Factory: Philadelphia, Pa. | 
Branches: Chicago ¢ Birmingham « 


Houston 


Los Angeles « 
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and No. 6 is designed for use with 
100 watt lamps. Improvements 
claimed for this patented starter in- 
clude elimination of sputtering, due to 
proper preheating of lamp cathodes; 
retardment of blackening at the end of 
lamps; longer lamp life; and definite, 
accurately-timed starting. These start- 
ers operate with fluorescent lamps on 


either direct or alternating current. 
The starter is interchangeable with 


flow relay types of starters as it uses 
the type of socket. -~Hygrade 
Sylvania Corp., Salem, Mass.—MI_u 
Suppiies, January, 1941. 


Same 


Metal Fume Respirator 


Affords Comfort and Protection 








For protection against fumes of met- 
als such as generated when burning, 
pouring or molding lead, cadmium, 
zinc, etc., this U.S. Bureau of Mines- 
approved respirator affords comfort 
and protection to workers where metal 
fumes are a hazard. The unit provides 
complete working freedom, permitting 
use of goggles or headgear of any kind 
without interference. Some of the con- 
struction of this respirator 
are: filters of unique design, having 
high filtering efficiency against fine 
metal fumes; aluminum filter contain- 
ers, assuring long filter life by keeping 
out grease and dirt: all rubber face- 
piece. This unit is named “Comfo 
Metal Fume _ Respirator.” — Mine 
Safety Appliances Co., Pittsburgh, Pa. 

Mitt Suppries, January, 1941. 


features 


Pile Driver Hose 
Heat, Abrasion Resisting 


Constructed especially to 
the 
on .steam pile drivers is the Condor 
pile driver steam hose. According to 
the manufacturer, the hose has a 
special tube of strong rubber com- 
pounded to resist the 


1 withstand 
strenuous conditions encountered 


deteriorating 
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QUIET 


Please: 


Do you disturb building 
occupants when you drill 
holes? 


For work in occupied buildings and offices where 
noise isobjectionable—frequentlyrequiringafter-hour 
work—the Carboloy Masonry Drill permits work 
at any time without disturbing occupants. It's 
QUIET —eliminates all noisy hand chiseling of holes. 

Saves time too! Drills holes in concrete, tile, 
porcelain, brick, etc. 50';—75‘, faster! Lasts 
longer! Stays sharp for long intervals of continuous 
use because it's tipped with Carboloy cemented 
carbide—a metal approaching the diamond itself in 
hardness And here's another valuable feature: 
Carboloy Drills won't splinter fragile work. Drills 
clean, accurate holes. Use in any rotary drill. 


CARBOLOY COMPANY, INC. 
11131 E. 8-MILE BLVD. « DETROIT, MICHIGAN 








Quick Profit 


ite for 
nat position 


Resale Pro 
pr ofit able 


JOBBERS: 


demand for 


You'll find 4 electricians, 


Drills among 


: en, sign 
Carboloy Jant main enance rosa pont 
— rel hone installatio 
hangers, telep dvertiseG- 


CARBOLOY 


MASONRY DRILL-POINTS 











UNBRE AB AOL E 
MALLE ABLE 
ROW CASTINGS 


Malleable lron-Unbreakable 


VISES for: 


Consistent Profits 
Distributor Protection 
Immediate Service 
Complete Line 
Dependable Source 
aenantiitebinin 
The Columbian Vise & Mfg. Co. 
9019 Bessemer Ave. 


Cleveland Ohio 











UMI 








——_————— 
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effects of heat and oil. Heat insulation 
is provided by the use of one ply of 
braided asbestos cord, and five to 
seven plies of close-woven extra heavy 
duck, depending upon the size, give 
the hose necessary strength for this 
service. The black rubber cover is 
heat and abrasion resisting.—WManhat- 
tan Rubber Mfg. Division, Passaic, 
N. J.—Mutv Suppuies, January, 1941. 


Bench Brake 


For Metal Duplicating 





The “Micro” bench brake is a pre- 
cision die substitute machine for metal 
duplicating and creating angle and 
channel materials from sheet and strip 


stock. Angle and channel materials 
may be formed in sizes from 4-in. 


dimension upwards. It will also form 
angles, brackets, etc., and any other 
type of folding to 110° of radii. This 
bench brake covers the folding range 
of work between the floor type brake 
and light work that is usually per- 
formed by a hand operated vise or 
pinchers. Folding operations are com- 
pletely visible to the operator. Com- 
plete horizontal and vertical adjust- 
ment of the folding plate is provided. 
Accurate folding stops are provided 
for duplicating all folding operations 
to a tolerance of .001-in. Material 
guides can be quickly adjusted for 
accurate metal duplicating and rapid 
folding of sheet material and _ strip 
stock on a semi-production basis.— 
O’Neil-Irwin Manufacturing Co., Min- 
neapolis, Minn.—MIuu Supp ies, Jan- 
uary 1941. 


Self-Locking Nut 
Knurled Shank, Clinch Type 








For 
blies in which the parts must be read- 
ly removed and returned to position, 


fastening sheet-metal assem- 


a clinch type of self-locking nut with 
knurled shank has been introduced. 
To install the nut, a hole is drilled in 
the structure and the shank is pressed 
into the hole. The mouth of the shank 
is then spread against the back of 
the structure to effect a clinching hold. 
The knurling engages the drilled sur- 
face and thus assists in eliminating 
any turning of the nut. The head of 


the nut is fitted with a vulcanized 
fiber collar. This collar, being un- 
threaded, resists the entrance of the 


screw, thus automatically taking up all 
thread play and bringing the load- 
carrying thread faces of nut and screw 
into a tight pressure-contact. The 
screw cannot work loose even under 
the most severe vibration. Because of 
the resilient character of the fiber col- 
lar, the may be removed and 
replaced repeatedly without loss of 
the locking action.—Elastic Stop Nut 
Corp., Union, N. J—Muti Surpwies, 
January, 1941. 


screw 


Barrel Truck 
Features Speed With Safety 





New barrel truck handles either full 
or empty, bilged or straight-sided bar- 
rels, drums or cylindrical fiber con- 
tainers with speed and safety. They 
are prevented from falling off by a 
double hook which aids the operator 
in tipping the barrel onto the truck. 
Holds the barrel or container while it 
is in transit. Truck can be tipped back 
while loaded and rested on steel legs. 
This ruggedly constructed unit has a 
capacity of 800 Ibs. and is equipped 
with 9-in. wheels of semi-steel or rub- 
ber-tired. Hyatt bearings are used in 
either 
Chicaqo, 
ary 1941, 


case.—Barrett-Cravens  Co., 
Til—Mit.. Superies, Janu- 


Tilting Arbor Saw 
Solid, Rigid Base 


Recently developed, a new 10-in. 
tilting arbor saw has been introduced. 
Designed to take large work, a ca- 
pacity up to 33 in. depth of cut has 
been provided. It has a table top 
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—Gest = SELLERS 


~Best PERFORMERS 


@ Jas. P. Marsh on 


gauge, dial thermometer or heating 


a pressure 
specialty is a name that industry 
Marsh 


Mastergauge a finer gauge with 


knows and respects. The 
a long list of exclusive features is 
illustrated above. It is a leader in 


a line of leaders. 


Write for details 
of a Marsh distributorship 


JAS. P. MARSH CORP. 


2079 Southport Ave., Chicago, Illinoi 















Defense Contractors Want 
Proven Heat Tools 





Plants with defense contracts are taking 
no chances buying tools of unknown 
quality. That’s why big C & L sales 
lately. So, be sure to get your share. 


C & L Heat Tools have been accepted 
as standard in many factories for years. 
Reason is their reputation for reliable 
service. C & L Heat Tools are built 
strong and sturdy for years of heavy 
duty. Choice of quality-conscious me- 
chanics for three generations. 


Examine your stock of Torches and 
Fire Pots today. Re-order now. Offer 
C & L—the Heat Tools defense manufac- 
turers know and will buy without hesi- 
tation. 









CLAYTON & LAMBERT 
0 CH OL@) Detroit, Mich 
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2... YOU POINT OUT 
GLOBE’S MANY USES 
TO YOUR CUSTOMERS! 


@ It helps your customer, and in turn, 
it helps you if you sell belting products 
that, under the same quality trademark, 
can be used for many purposes. The 
GLOBE line equips you to do just that. 
With a GLOBE franchise, you can cover 
many of your customers belting require- 
ments. And besides offering him versa- 
tility, you can sell him GLOBE long serv- 
ice life, special applications and unvary- 
ing quality. Take advantage of the profit 
opportunities offered by GLOBE : 
write today for our price and product 
list . . . also for a copy of GLOBE'S 
cooperative distributor plan. 


A FEW GLOBE ITEMS INCLUDE: 


® SOLID WOVEN COTTON BELT- 
ING 


® KANRY-TEX BELTING 
@ ENDLESS WOVEN BELTS 


® WATER-PROOF TREATED BELT- 
ING 


® SIFTER BRUSH WEBBING 


GLOBE 
WOVEN BELTING CO., INC. 


1400 Clinton St. Buffalo, N. Y. 





PROLONC the LIFE 
of WIRE ROPE with 


Efectholing 


CONNECTORS 








Sv streamlined, Electroline-FIEGE 
Connectors are being rapidly adopted by In- 


strong, } 
dustry because their design damps vibration 
stresses and thus prolongs the life of wire rope. | 
This unique gripping unit “holds like a bull- 
dog” with a graduated compression which 
feathers off from maximum at rear to zero at 
front, so that limes held by these connectors are 
not subject to “weak point” crystallization and 
consequent failure. 

The complete line of Electroline-FIEGE Con- | 
nectors, available in black and stainless steel, | 
bronze and mone! metal, is fully described in 
a new 8-page Bulletin, a copy of which will be 
sent you at your request. No obligation—send 
for the book today. 


Electictine Company 


4072 SO. LASALLE ST. CHICAGO, ILL. 
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working surface of 1080 sq.in. The 
base was built to be more solid and 
rigid, also vibration-free, by using 
heavy gray iron castings as a frame. 
Its outstanding features include chute 
that guides saw dust past the working 
parts, built-in compartment for extra 
saw blades, heavy rip-fence (that 
locks at both front and rear), saw 
guard, splitter and anti-kickback. The 
special motor mounting design takes 
any standard motor. Any motor may 
be used with this arbor saw, and one 
is not compelled to obtain a special 
motor with particular specifications. 
—Duro Metal Products Co., Chicago, 
i1l.—Miuut Supptties, January, 1941. 


Recessing, Boring, Tapping 
Machine 
For Integral Joint Casing 

















Designed to completely: machine the 
internal or tapped end of integral 
joint type casing at one chucking, is 
the new recessing, boring and tapping 
machine, just introduced. This ma- 
chine has a special carriage on which 
is mounted the recessing, boring and 
tapping tools. Three tool slides are 
mounted on a cross slide which can 
be indexed to bring any one of the 
tool slides into working position. All 
movements of the tool slides as well 
as the cross slide are hydraulically 
controlled with the circuits arranged 
with interlocks to assure correct oper- 
ating sequences. The cross slide is 
hydraulically locked into position on 
the carriage when any one of the tool 
slides is in action. The operating 
controls for this hydraulic cycle are 
conveniently centralized on a _ panel 
at the front of the machine, providing 
the operator full control from a posi- 
tion permitting the observation of 
the tools in action during the machin- 
ing cycle—Landis Machine Co., 
Waynesboro, Pa—Mt1tv Supp ies, 
January 1941. 


Respirator 
Light-Weight 
The recently announced “Bantam” 
respirator is the lightest weight, 


throw-away, filter-type respirator yet 
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Bureau of Mines. It is the result of 
constant research to meet industry’s 
demand for protection without loss of 
working efficiency. It is so light in 
weight and so easy to breathe through 
that it can be worn for long periods 
of time without causing any notice- 
able discomfort or slowing down of 
the worker. From headband to ex- 
haust valve it is a completely rugged 
assembly. All rubber f piece 


to receive the approval of the U. S. 
of 


face 
can’t be crushed out of shape.—lWill- 
son Products, Inc., Reading, Pa.— 
Mitt Suppwies, January, 1941. 


Interval Timer 


Dust and Moisture Proof 





Designed primarily for the control 
of industrial equipment which can be 
automatically timed, Model D2 interval 
timer has wide application on various 
types of mixers, such as tumbling bar- 
rels, heat treating furnaces and laundry 
machines, as well as for other indus- 
trial applications in which timers may 
be subjected to excessive moisture and 
dust conditions. A standard self-start- 
ing synchronous motor driven interval 
timer is enclosed in a dust tight and 
splash proof cast aluminum housing 
arranged for conduit connection and 
provided with a full vision window and 
external setting knob.—R. IV’. Cramer 
Co., Inc., Centerbrook, Conn.—MI i 
Suppiies, January, 1941. 


Die Handling Truck 
Has Mobility, Stability 


Die handling truck has been de- 
signed for taking out or putting in 
heavy dies in presses where the space 
for maneuvering is rather limited. 
Has auto type steer at both ends which 
not only helps maneuvering in close 
quarters but adds stability to the 
truck. 

Turning of wheels is controlled by 
turning bar to which a_ removable 
handle is attached. Handle is arranged 
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GLASS 
BODY 
OIL 
CUPS 


Check valve for 
gasoline engines 
and air compressor 
service—plain type 
for industrial ma- 
chinery bearings. 
Controlled feed. 
Rugged design and 
construction stands 
severe use. Stand- 
ard on industrial 
and agricultural 
machinery and in 
the machine tool 
industry. 

NEW BUSINESS — REPLACEMENT BUSI- 
NESS — CONTINUED BUSINESS. REASON- 
ABLY PRICED — DISCOUNTS ARE AT- 
TRACTIVE. PROFITABLE ITEMS THAT ARE 
A GOOD SOURCE OF INCOME. INVESTI- 
GATE NOW! 


GREASE CUPS 


A full line of all 
standard design 
grease cups in all 
types brass and 
steel. 





AMERICAN 
INJECTOR CO. 


Detroit, Mich. 














PAINE PRODUCTS 
Are Your Best Bet 


Fs FOR 









¢ PERFORMANCE 


Nationally Advertised To 
q Over 400,000 Carpenters, 
© Plumbers, Electr:cians, 
c. Factories and Institutions 


EW ANC 


LEAD WOODSCREW E 
ANCHOR — 


TTT 
a 


S 
3 


Supplies new positive — 

threads in old screw holes —= 
in heavy timbers; also pro- = 
vides added holding strength B= 

for screws in new construc- BS 
tion. Cuts own deep thread—and new design 
assures firm gripping on entire circumference 


Fig. 950 








and depth of hole. 


ee eer 


LS Ss 


= —— 





WOODSCREW FIBER ANCHOR Fig. 955 


Provides positive threading for wood screws 
in brick, tile, marble, slate, wood for fasten- 
ing storm doors, clothes line hooks, door 
locks and other devices. 
3-POINT MACHINED TYPE DRILL 

A handy tool for tradesmen who install ex- 
pansion anchors in masonry walls, floors and 
ceilings. Can be used in tool holder to give 
larger striking surface. 


Write TODAY for complete catalog of Fig. 385 


Drills, Anchors and other builders 3-Point 
specialties. We ship immediately from Machined 
stock. Type Drill 


THE PAINE CO. 


2969 Carroll Ave. Chicago, Illinois 


New York Warehouse & Sales: 48 Warren St. 














for hand drawing or towing back 

a power truck. May be drawn from 
either end. Truck is arranged so that 
wheels on either end may be locked 
in position for drawing at the opposite 
end. 
nished with braking arrangement to 
hold the truck in position when load- 
ing or unloading dies. 


One wheel on each end if fur- | 


Capacity of truck is 8,000 Ibs. Plat- | 


form is 24-in. wide by 60-in. long by 
30-in. high. Trucks of other speci- 
fications of similar design can also 
be furnished—Lyon Tron Works, 
Greene, N. Y.—Miuti Suppwies, Jan- 
uary, 1941. 


Mercury Switches 


Carry Greater Currents 

















demand _ for 

capacities in switches 
overall mechanical 
two new mercury 
been developed. One bears catalog 
No. A-5M; the other takes catalog 
No. A-10Z. Both switches have new 
internal construction characteristics 
that enable them to carry substantially 
greater currents than the regular 
switches with the same dimensions. 
A standard A-5 Dur&ikool mercury 
switch is rated for 200 watts A.C. 
lamp load at an operating speed not 
to exceed 20 times per minute. The 
\-5M, although having the same 
physical dimensions as the A-5, has 
successfully withstood 750,000 opera- 
tions on a 500 watt A.C. lamp load 
at an operating speed of 5 times per 
minute 24 hours a day. It 
taken 50,000 


To meet the 
electrical 
smaller 
sions, 


larger 

with 
dimen- 
switches have 


has also 
operations on a 
watt D.C. lamp load at a rate of 25 
times per minute. The performance 
of the A-10Z is equally impressive 
when compared to a standard A-10 
Durakool  switch.—Durakool, Inc., 
Elkhart, Ind—Mui.. Svupprtes, Janu- 
ary, 1941, 


Adjustable Die Sets 
Speed Up Production 


\n aid in reducing time required to 
get into production and at the 
time answering the 


dies for 


Same 
problem for eco 
nomicé cal perforating and 
sheet metal, is the recent in- 
mn of adjustable die sets, Made 
in various sets permit 


notching 
troducti 
sizes, these die 
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FROM STEADY SALES 


GIANT 
PROFITS 
GROW 


CLEMENTS 


CADILLAC 


PORTABLE ELECTRIC 


BLOWERS & SUCTION CLEANERS 


—Will Bring You Steady Sales 


Industry knows of their definite and superior 


value in 
Oat a) 4% 


combating destructive 


@ In reducing costly breakdowns 


@ In lessening costly repairs 
@ In minimizing fire hazards 


—wWill Bring You Profitable 


The Nationally advertised Clements-Cadillac 
complete—5 models to meet every 
cleaning condition and price demand—with 
liberal profits to our dealers and distributors. 


Write Today For Full Particulars 


line is 


CLEMENTS MFG. 


6656 S. Narragansett Ave., Chicago, Ill. 






iMustrated 
MODEL HP 
1 HP. 







2 SPEED 


dirt and 


Sales 


co. 














1905Grranp 941 


HIGHEST QUALITY 
FLEXIBLE SHAFT MACHINES 
Ve to 3 H.P. 


Many types and sizes 


Attachments 
for hundreds 


ic 





Your 
Success 





Satisfied Customers 








peretitzea | OUR NEW 
pecan 80 PAGE 
meats P CA TA LOG 
crows | READY 
poy Write for 
Rotary Files copy 











N. A. STRAND & CO. 


5001 No. Wolcott Ave. 


Chicago 
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titi | much closer grouping of punches and | 
— strippers than is possible by any other BA L 
A GG method. These sets may be rear- Ww 
o ® a ranged as often as the manufacturer 
% desires. Various sizes of punches for BALL GRINDERS 
Ball Bearing perforating and notching can be ar- BEARING 
| ranged in different positions to suit 


LOOSE PULLEYS the requirements of the job in hand. for accurately sharpening 
Available in stock sizes from zero to 

| 14-in., most punching arrangements * A a 5 i D - 
can be made up without any loss of 

time, and because of compact design, T Oo Oo L S$ 





press operations are reduced to a 
minimum, allowing close grouping of 1 YEAR 
larger number of dies in a given area. GUARANTEE 
—S. B. Whistler & Sons, Inc., Buf- 
falo, N. Y.—Mutv Suppties, January, 
1941. 












.... MAKE MONEY ON 
INCREASED PLANT ACTIVITIES 


e Plants are constantly modernizing 
because of increased activity. Distribu- 
tors can cash in on this activity by 
offering money-saving Daggett Pulleys to | 
the plant managers who realize that | 
plant shutdowns are costly. 


Daggett engineers are at your service to 
give you the benefit of their long experi- 
ence and show you why it is profitable to 
sell these pulleys. Write! 


* 


CHICAGO PULLEY & 







=~ 

More AND More Factories are Usinc 
Carsiwe Toots AND NEED THIS SPECIAL 
GRINDER. 

Precision-built for accurately and quickly 
sharpening Carbide Tools. '/2 h.p. heavy-duty 
motor. ASK FOR BULLETIN No. 83. Price, 
complete, $95.00. 

BALDOR ELECTRIC COMPANY 

4364 Duncan Ave. St. Louis, Mo. 


BALDOR GRINDERS 


SalesHelps 











SHAFTING CO. 


21 N. Ocs Plaines St. CHICACC, ILL & from the 


| built by Motor. Specialists 
| ofa ct wh eh ( This ad in Mill & Factory will hel, 

















FOR BELTS 
Proves its Value to You 








THE POWER KING 

CAR MOVER PORTABLE ELECTRIC TOOLS—\ 6\)- 
page 1941 catalog has just come off 
the press, which fully illustrates the 
manufacturer's complete line of 132 
portable electric tools. Such new 
items as the 4-in. standard ball bear- 
ing drill and the No. 95 “Vackar” 
are some of the products illustrated 
in this attractive orange and_ black 


There's sales 
og: catalog —Black & Decker Mfg. Co., 
opportunities Towson, Md. 
now for... 
FILES— Just off the press is a new cat- 


—BADGER CAR MOVERS- alog on files. Besides containing full 


descriptions of all file types, their uses 


THE ADVANCE 
SAFETY CAR WRENCH 








These are good and profitable times ind applications eneri: eorts $< 
for distributors who sell BADGER Car reeds.” aren ws Se ial section i 
Movers. Industry wants speed, power, devoted to Cleveland Super Duty 
easy handling, and durability in car Biel Deceit . Be ’ ae : 

me Man Then want the teh twee for Spec ial | mapee ; Files. —s pu The salesman's ‘Demonstrator above 
a job whether it's heavy, light, or ture of this J2-page booklet 1s the shows conclusively how Cling-Surface 
medium. BADGER Car Movers have illustration and he renee - the ; ' ihe 

all these advantages plus low first a aien and descriptions ot the prevents slip, preserves leather belts 
cost, safety in use, and no mainte- file marking system.—Cleveland File i i 

pans : . & ° Cece and permits slack operation. Ask your 


“t sesa) “- 
A long record of performance is back Co., Cleveland, Ohio. Supply Salesman to show you this sim- 
of the BADGER line—customer satis- ple proof. The value of Cling-Surface 


faction is assured by its established FL 

high quality—our guarantee and serv- EXIBLE SHAFTS AND MACHINES \ can be figured in dollars and cents. 
ice to your customers make good, new catalog, No. 28, contains 80 pages , 

substantial income for you. Write for = = . Literature and trial tube on request. 
details. ot flexible shafts, machines and _ at- 


tachments covering a multitude of op- 


The Advance Car Mover Co., Inc. erations. Book is soci Meaieuad with CLING-SURFACE CO. 


Appleton Wisconsin 65 types and sizes of machine tl 
: > types and sizes of machines—both 44 Years Saving Belts and Power 
CANATELLAND, ONTARIO. Canaba co. vertical and horizontal—direct drives 

: and variable speeds. Specification 1024 NIAGARA ST., BUFFALO, N.Y. 
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IN 1941 AS 

IN 1911... 
SERVING THE 
DISTRIBUTOR 


e For thirty years 
Mill Supplies has 
been true to the 
principles on which 
it was founded. 
Wholehearted co- 
operation and loy- 
alty to the Distrib- 
utor has enabled us 
to put in these 


years of service. 


e We will continue 
this cooperation 
and look forward 
to another long 
period of service 
to the Distributor. 


MILL SUPPLIES 


330 W. 42nd St. New York, N. Y. 


A McGraw Hill Publication 














tables for each machine appear at the 
bottom of each page—N. dA. Strand 
& Co., Chicago, Il. 


GASKETS — Application photographs, 
illustrations, charts and tables are 
some of the highlights which make up 
the recently released 60-page catalog 
on gaskets. A foreword which de- 
the company plant, modern 
facilities, and gasket engineering, adds 
interest to this colorful booklet.— 
Goetse Gasket & Packing Co., Inc., 
New Brunswick, N. J. 


scribes 


ELECTRIFUGAL PUMP — \ bulletin 
B-6140, on the new all-in-one ‘“Elec- 


| trifugal” pumps for 1 to 10 h.p. for | 


Allis-Chalmers Mfg. Co., 


heads up to 160 feet. It illustrates 


and describes the unit construction, 
incorporating either special splash- 


proof motors, totally enclosed, fan 
cooled motors, or explosion-proof, fan 
cooled motors as may be required.— 
Milwaukee, 
Vis. 


| TRANSMISSION FOR PAPER MILLS — 





“Power Transmission Practice in 


Paper Mills” particularly covers appli- | 


cations of silent chain drives 
P.I.V. gear variable speed transmis- 
sions to paper mill machinery, and 
contains numerous illustrations of 
actual installations. Dollars-and-cents 
figures and comparative drive data are 


given under such headings as First 
Cost; Power Waste; Production 
Loss; Sustained Efficiency, Mainte- 


nance.—Link-Belt Co., Chicago, Ill. 


CHAIN—A _ comprehensive catalog, 
engineering data book and price list 


on Morse Roller Chain has just been | 


issued. Bulletin R-40 contains com- 
plete information on the construction 
of the interchangeable roller chain, 
details of adaptations and applications, 
tells how to select the right chain for 
drives, gives performance data and 
engineering information. The 
plete price list for chains and sprockets 


com- 


is also included.—Morse Chain Co., | 
Ithaca, er, 
PULLEYS —Loose-leaf catalog pages 


illustrate and describe a new “V” type 
step cone pulley for the “O” % in. V- 
belt. In addition to other applications, 
these pulleys are especially adapted 
for use by stoker manufacturers who 
find that this particular type pulley 
gives economic service for their stok- 
ers.—Central Die Casting & Mfg. Co., 
Chicago, Ill. 


RUBBER PRODUCTS—Catalog § cover- 
ing “Rubber Products for the Oil 


Producing and Refining Industries” is 


and | 


the second of three parts in which the, 


manufacturer’s general hose catalog is 
being issued. The booklet follows the 
usual high standard of previous cata- 
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These 
and many other 


VICTOR BALATA & TEXTILE 
BELTING CO. 


53 Park Place, New York 


345 W Hubbard St, Chicago 
Factory: Easton, Pa 


VICTOR 





makes ONLY 
non-ferrous 
and stainless 
fastenings 





this MODERN 
HARPER 
PLANT 





OnE COMPLETE manufac- 
turing unit that manufactures 
BOLTS, NUTS, SCREWS and 
WASHERS out of everything 
EXCEPT IRON and STEEL. 


Cap Screws of BRASS, Lag 
Screws and Hanger Bolts of 
BRONZE, Bolts and Screws in EVER- 
DUR, Washers, Rivets and Nuts of 
MONEL and most every type of 
STAINLESS fastenings you could 
require. Every popular type and size 
in all the alloys. 

That's the story —- 3600 STOCK 
ITEMS in every alloy except iron 
and steel and plenty of production 
equipment to make those small 
troublesome specials you need right 
now. 

Send for the 72-page Harper Cat- 

— “Bible” of the non-ferrous 
















440, 


al 
- a aupuainn industry. The 

. M. Harper mpany, 262% Flet 
cher St., eh: . 


icago. 


HARPER 


Chicago 


















1941 BUYERS WANT 
RUBBER TIRED WHEELS 





Never before has industry been so wheel 
conscious. The streamlining of materials 
handling on rubber tired wheels is 
sweeping the country. SEIZE THIS SALES 
OPPORTUNITY. French & Hecht rubber 
tired wheels are the finest of their kind. 
Reasonably priced. Available in many 
sizes and types with pneumatic, semi- 
pneumatic, cushion (puncture-proof) and 
solid rubber types. 


WRITE TODAY FOR NEW CATALOG 
AND PRICE LIST 
FRENCH & HECHT, INC. 
60 East River Davenport, lowa 
WHEEL BUILDERS SINCE 1888 














DEMAND 


with 
NATIONAL 
DEFENSE 
ACTIVITY 





**Automatic”’ 
Spring Compression 
Grease Cup 


E S S DEVICES 


Equipment in first class condition is of 
vital importance today. Increased pro- 
duction schedules and plants running at 
top speed demand this. 
ESSEX is right up in 
front helping industry to 
meet these exacting de- 
mands. For satisfactory 
and economical service 
you can’t beat ESSEX Lu- 
bricating Devices. They'll 
pay you well for any 
sales effort you put back 
of them. Write today for 
details. 


WE CAN SUPPLY 


Sight Feed Lubricators, 
Lubricators, Hand Oil Pumps, 
Oil Cups, Plural Oilers, Sight 
Feeds, Grease Cups, Oi! Gauges. 
Water Gauges, Oiling Devices, 
Air Pistol Blow Guns, Air 
Cocks, ete. 


Plain 





“Pilot’’ Glass Body 
Sight Feed Oi! Cup 


ESSEX BRASS CORPORATION 


2000 Franklin Street, Detroit, Mich. 





KEEPS PACE 


LUBRICATING 


4 
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logs in interest, convenience and at- 
tractiveness. The third section cover- 
ing general industry will be released 
shortly—Hewitt Rubber Products, 
Buffalo, N. Y. 


SCREWS—The new catalog “K” on 
screws, bolts, nuts and rivets, appears 
in book form, with a hard green cover. 
The manufacturer’s line of products 
is conveniently tabbed and indexed for 
easy reference.—Central Screw Co., 
Chicago, Ill. 


SHOP BOXES—New catalog, No. 184, 
completely illustrated in two colors 
shows clearly and explains briefly the 
many applications for shop boxes in 
solving the problems of adequate stor- 
age and efficient handling of small 
parts.—All-Steel-Equip. Co., Aurora, 
Til. 


CUTTING TOOLS—\Vhat is probably 
one of the smallest comprehensive 
instruction manuals for the use of 
cutting tools has been developed. The 


booklet, set in small, legible type, 
illustrated with drawings, measures 


only slightly over 3 x 44 in., yet con- 
tains all information essential to the 
use and care of standard Carboloy 
tools—Carboloy Co., Inc., Detroit, 
Mich. 


LIFT JACKS—Lift jacks and lift jack 
platform trucks are illustrated and 
described in the first section of a new 
loose-leaf catalog. Many ideas on 
materials handling are shown in the 
first 8-page section of the catalog now 
available-—All Steel Welded Truck 
Corp., Rockford, IIl. 


DRUM TRUCK —“Handles ‘Em. 
Times His Size” is the title of a 
broadside recently released. It de- 


scribes a new barrel and drum truck 
that handles loads up to 1000-Ibs. with 


ease.—Palmer Shile Co., Detroit, 
Mich. 
CLAMPS—A\ new catalog, No. 15, 


shows many new items, numerous ad- 
ditional and minor changes. Among 
the principal new items illustrated and 
described are: 70 |b. I-bar clamps; 
five new sizes of C clamps; new de- 
sign of carriage clamps; body clamps; 
and a new series of welding clamps. 
Adjustable Clamp Co., Chicago, Ill. 


INDUSTRIAL DERMATITIS ‘*‘The 
Answer To Industrial Dermatitis” is 
the subject of a 44-page booklet just 
released. It the various 
causes, and means of prevention and 
protection against industrial skin 
diseases. Included is a scientific study 
of skin structure and composition and 
the underlying principles of skin in- 
jury in relation to industrial derma- 
titis —The Milburn Co., Detroit, Mich. 


describes 
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COLLIS 





MAGIC 
TYPE 
(Srunouz}-~ 
CHUCKS (cwen— 
(COLLAR | 
AND 
COLLETS 






couer|— 


This “Quick Change" type chuck prac- 
tically converts an ordinary single spin- 
dle machine into a multiple spindle type 
with no fussing of key or wrench—no 
stopping of machine, and one hand 
does the trick simply, quickly, and easily. 
A time and labor saver. You can add 
materially to your earnings by pushing 
Collis Quality Tools in every shop you 
call on—we'll handle the orders quickly 
and efficiently. 


Made 
grade steel, hardened 


from good 


| 


and ground. Easy to 
operate. Can be used 


for drilling, tapping, 








and reaming. 











THE COLLIS COMPANY 
CLINTON, IOWA 

















It's the “HOLDING 
POWER" of 


ECONOMY 
PRODUCTS 


that assures 
economical plant 
operation— 


Distributors 


Plant 


ning assembly 


that's 
strate their 


Hollow Set Screw worth. 


They are precisely made, threads clear and 
sharp, and special heat treating gives them 
strength and durability. They are available 
in packages or bulk. Our special screw ma- 
chine products service is available to our 
distributors—try us on that next order. 


collect 
good dividends selling 
Economy Products. 
managers are 
always interested in 
cutting production 
costs—more so now 
than ever. Speeding 
up of manufacturing 
demands smooth run- 
and 
where Econo- 
my Products demon- 


true 


ECONOMY MACHINE PRODUCTS CO. 


5200 Lawrence Ave. 


Chicago, Ill. 
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backtires 


The . Managers . Tage. ..@ meeting ground for discussion of 


problems common to distributors and manufacturers . 


dispel the fog of misunderstanding which may exist between the two 


. seeking to 








Taking over Jim Channon’s page this year is not going 
to be an easy task. To carry on another’s brain child is a 
tough assignment. We will do our best to carry on. 


“backfires” really backfired this last month. The subject 
discussed was sales promotion with a paragraph that 
amounted to leading with the chin. Speaking of the need 
for more salesmen, we asked, “Where in the Devil do you 
find them?” Not too many hours after the issue was out 
letters began coming in the windows, over the transom and 
under the door. Now comes the job of intelligently answer- 
ing the many good suggestions received, 


Generally speaking, the letters asked that Mitt Suppiies 
act as a clearing house between distributors and manufac- 
turers seeking salesmen and individuals who desire to make 
a change or are looking for a job. The general idea was 
that we open up the pages of the magazine for a classified 
section where help wanted advertisements could be inserted. 
To all who wrote we wish to express our appreciation for 
the interest shown and the well thought-out ideas and 
suggestions offered. 


From time to time Mitt Supptirs receives help wanted 
advertisements and in every case they are returned with the 
explanation that their acceptance would be contrary to our 
established publishing policy. This policy seems to us to 
be absolutely essential for a magazine serving an industry 
in the way MILL Suppties endeavors to serve the industrial 
distributor and his organization. 


It must be borne in mind that Mic Supp ies goes to 
executives, salesmen, department heads and other employees 
throughout an entire industry. It is designed and edited 
to bring to all of these various job factors making up a 
distributor organization information of common interest and 
value. We think that this makes your magazine a very live 
and actual part of the distributor organization. That is 
doing our publishing job as it should be done. We have a 
responsibility much the same as that of a house organ—a 
house organ serving all factors in an entire industry instead 
of a single unit. This responsibility is to encourage and 


inform but definitely not to do anything that would upset 
the personnel relationship whether in a single organization 
or between the various organizations making up the industry. 


Acting as a medium whereby one organization could 
solicit the services of employees in other organizations— 
particularly salesmen—would not be living up to the ethics 
of our position in the distributor picture. That has been 
our feeling for many years with the result that it has become 
an established policy of the magazine to reject help wanted 
advertisements even in display advertising. We are sure that 
with this explanation our readers will appreciate how impor- 
tant it is to have and maintain such a policy. 


* * * * 


The annual Buyers’ Reference Number of Mivct Suppties 
is now in your hands. This year’s issue is of special value 
to distributors because your problem of supply is becoming 
more and more acute as the defense program is stepped up. 


It is of real importance that you be able to select sources 
of supply favorable to the distributor industry. The Buyers’ 
Reference Number attempts to identify these sources for you. 
At the same time we have arranged the information on 
products, on trade names and upon sources of supply in the 
most usable form for your specific needs. 


More than 300 manufacturers have cooperated by carry- 
ing advertising, thus giving you valuable and immediate 
information on their products. Make use of your copy regu- 
larly. You will find it far more convenient for your particu- 
lar purpose than any other directory that you may receive. 
And—when you send an inquiry to any manufacturer. 
please say you secured his name from MILL Suppties’ 
Directory. By doing this you help us. 
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